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The NEW BEAVER No. 77 Threader.... 
_.. for use with POWER DRIVES! 


The new Beaver “77” Power Drive 
Threader—range 14 to 2 inch—ures} 
the same full-width heavy duty, hiyh- 
speed steel dies as used in the popu'ar 
Beaver Models A and B Pipe and Bolt 
Machines. 


When the thread is finished, the | 
dies are “thrown open”’—no backing { 
off over finished threads. Moreover, 
the dies are fully-adjustable to cut 
standard, over-size or under-size threads 
to compensate for the ever-present 
variation in pipe fittings—especia ly § 
important when “used” fittings are be- 
ing re-installed in a new line, as fie- 
quently happens. 





It is not necessary to lock the 

Beaver “77” on the pipe—as is the 

bien ’ case with receding die stocks using 

“ted 3 . narrow segments and a lead screw. The 
Sesmenneen = a easy-working self-centering chuck, cen- 
ake ters the pipe instantly and accurately 


a ; : . —insuring straight threads. “re. 
When the thread is finished, the dies are “thrown open’ — no g ght thread No “r 


backing off over finished thread. (Beaver Model C-1 is illustrated) setting” to size, either! The throw-out 


handle, when closed, brings the dies back into orig- 
inal cutting position and multiple threads can be 
cut to uniform size, without variation. 


Best of all, when you own a Beaver “77”, you 
own a “share” in the largest assortment of dies 
available for any tool or pipe machine, for there 
are 186 different kinds and sizes of dies available 
for Beaver Models A and B Pipe and Bolt Machines 


—and these are the dies used in the Beaver ‘77 
Power Drive Threader. 


You will save the slightly higher first-cost of 
the Beaver “77” over and over again, through eco- 
nomical maintenance, greatly reduced die-replace- 
ment cost, better threads, increased production 
and substantially lower labor costs. 


The Beaver “77” Power Drive Threader—now Cea. 
available through your regular supply house—is a +e. 
suitable for use with all makes of portable power An Important Advantage — Easy oiling and chip 
drives! clearance — means better threads and longer die life. 


BEAVER PIPE IQDLS 


310 DANA ST., N. E. 48 Years of Highest Quality WARREN. OH'0 
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THE COVER 


Here is the team that does the 
selling in this industry—the dis- 
tributor salesman and the factory 
representative. And here is the 
man in the shop who likes to see 
just what that new product will 
do before he puts in a requisition. 
Each half of this selling team tells 
the other how to step up produc- 
tivity—how to improve cooperation 
to their mutual advantage. (See the 
feature story on page 81) 

No, you won’t recognize the men 
in the pictures. We used models for 
the job. Do they conform with your 
idea of what a typical distributor 
salesman, a factory representative 
and a customer should look like? 
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1, METHOD _ The exclusive Holo-Krome 

patented process of completely col 
forging. 

2. SOCKETS — Perfectly § , 
taper, clean and centered: 

3. POINTS — Concentric with body: 
maximum gripping and holding 
power. 

a FHREADS — Accurate in form, uni- 
formly clean, and guaranteed Class 
3, Thread Fit. 

5. STEEL — H-K special analysis heat- 
treated alloy- 

é. INSPECTION — Each H-K Socket 
Screw is individually inspected be- 
fore leaving the factory. 

7. GUARANTEED UNFAILING PER- 
FORMANCE. 

These advantages open new markets 

and build repeat orders for Holo- 

horized Distributors. 


2 4 
4 . 
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these highly efficient 


GEARMOTORS 
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Weare sure that you as an Industrial Distributor will find Data Book 1815 of 
value as a sales aid. Keep it handy for quick reference and have all of the neces- 
sary Gearmotor information at your finger tips. 

Included in its pages are engineering data, selection tables and application 
suggestions so that you are fully equipped at all times to meet all Gearmotor 
problems. 

Sales possibilities for the Link-Belt Gearmotor are large wherever there is 
industrial activity because this efficient power transmission unit meets the most 
exacting requirements. Gearmotors have proved their dependability for speed 
reduction service in all industries, 


Chicago 9, Indianapolis 6, Philadelphia 40, Atlanta, Dallas 1, Minneapolis 5, 
San Francisco 24, Los Angeles 33, Seattle 4, Toronto 8. 
Offices, Factory Branch Stores and Distributors in Principal Cities. 
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Power Transmission Machinery 
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BRONZOIL — another Dodge 
“First’‘! Designed primarily for 
the exacting requirements of fan 
and blower service as well as for 
general service on small shafts. 
A quality bearing at lowest cost. 


Its capillary bronze bushing has 
a capacity of one-third of its vol- 
ume in oil. A liberal oil reservoir 
with close-fitting wick surrounds 
the bushing, provides complete 
lubrication. 


An absorbent filler holds oil in 
the reservoir and prevents over- 
lubrication. Self-lubricating bear- 
ing surface for the collar is pro- 
vided by a shoulder on the bronze 
bushing. 





Fully self aligning. Split pressed 
steel housing. Remarkably strong 
and thoroughly dependable, for 
quality products. Neoprene oil re- 
sistant grommets for insulation of 
sound are available. Write for spe- 
cial bulletin on Dodge Type “F” 
BRONZOIL bearings. 

DODGE MANUFACTURING CORPORATION 

Mishawaka, Indiana 


Brorfoil starine 


wee “7° 


CALL THE TRANSMISSIONEER 


He is your local Dodge Dis- 

tributor — factory trained — 

qualified to suggest ways to 

improve your machine per- 
| +e 


of M i sh a wak a, I n d. toietae name under “Pow- 





er Transmission Equipment” 
in your classified phone book. 


Copyright, 1948, Dodge Mfr. Corp. 





IN LEADING BUSINESS PUBLICATIONS DODGE ADVERTISING WORKS FOR DODGE DISTRIBUTORS 
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Use These Permatex “Chemical Tools” 
For Making Leak-Proof, Pressure-Tight 
Industrial Assemblies .. . 


Form-A-Gasket No. 1... a fast setting paste that 
dries hard. 


Form-A-Gasket No. 2 . . . a slow setting paste that 
dries pliable. 


Aviation Form-A-Gasket No. 3 . . . a liquid that 
sets to a non-drying, tacky paste. 


All are leak-proof to gasoline, fuel oils, lubricating 
oils, hot or cold water, butane, propane, etc. 


More detailed information on request. 


Order Through Your Industrial Distributor. 
PERMATEX COMPANY, INC. BROOKLYN 29, WN. Y. 
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KEYSTONE NO. 44 GREASE 


Brings out the best performance 


Keystone No. 44 Grease gets the most out of ball 
and roller bearings. In a wide variety of industries, 
it assures: 


1. EFFECTIVE LUBRICATION of bearings operating at 
high or low speeds. No. 44’s high melting point and 
sub-zero cold test give it a wide temperature range. 
Its smooth, non-fibrous body and high oil content 
lubricate without liquefying or leaking. 


2. GENERAL PURPOSE APPLICATION on bearings of all 
types and sizes. While primarily designed for use 
in bearings of motors, blowers, pumps and trans- 
mission equipment, Keystone No. 44 Grease serves 
with equal efficiency in most applications. 


KEYSTONE LUBRICATING COMPANY : Est. 1884 
21st, CLEARFIELD AND LIPPINCOTT STS., PHILADELPHIA 32, PA. 


From Ball and 


Roller Bearings 


3. ECONOMY IN USE: because Keystone No. 44 Grease 
keeps bearings cool and retains its film body. 
Result: a substantial saving in power maintenance 
and lubricant costs, plus greater production through 
steadier operation. 


The Keystone Dis- A POPULAR MEMBER OF 
tributor near you will THE LARGE FAMILY OF 
be glad to co-operate 
in making Keystone 
Specialized Lubricants 
available to your 


customers. 
Trade Marks Reg. U. S. Pat. Off. 


SPECIALIZED 
LUBRICANTS 
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LARGER CAPACITIES 
FASTER ADJUSTMENTS 


GREATER PRECISION 
BETTER PERFORMANCE 


...and a Bigger Market 


Here are two new H & A tools brimful of eye appeal, with outstanding design, 
construction and performance features that will bring big savings in time and 
effort plus increased profits to woodworking plants, contractors and builders 
who use them. 


The smart design gives a ‘“‘new look” to these tools that attracts attention and 
creates interest. A careful inspection of tools’ features does the rest. 


Be sure you have these tools on your floor and in your window to “‘cash-in” on 
the publicity and advertising that will appear in August American Builder and 
Woodworking Digest. Write at once for complete details and prices. 


H&A 14’ Band Saw 


With mammoth sized 20” 
x 23” tilting table e 45% 
more working area than 
any 14” Band Saw to date 
@33% more vertical clear- 
ance than any other band 
saw of comparable size 
(12)4" table to guard) e 
Cast iron and cast alumi- 
num construction for rug- 
gedness and rigidity e 
Quality precision ma- 
chined parts for durability 
and accuracy. 


H & A Model 2800 
8’ Tilting Arbor Saw 


A streamlined beauty with practical features professional woodworkers 
have been asking for e Large table with extensions for-handling rippin 
operations up to 24 inch width e One piece roller glide rip fence e Self- 
locking handwheel adjustments e Trundle floor stand for wheelbarrow- 
like portability. These and many other exclusive H & A features acclaim 
the saw as the very best available. 


636 W. Kirkwood St. 
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Losing 


Out 
on FHP Belt 


Business? 


Here’s the Best Mer- 
chandising Package 
Your Dealers 
Ever Had! 


r you'd like a larger share of the growing market 

for fractional horsepower V-belts. Goodyear has 
just what it takes to get it for you — an assortment of 
FHP V-belts, wrapped up in a selling package that’s 
as easy to handle as a case of soda pop. 


The “prize” in this package is the new SerVomatic 
Merchandiser, a compact little all-aluminum floor dis- 
play stand that enables your dealers to service — in 
just a few square feet of space — over 90% of all home 
appliance, farm and small industrial machines with 
belts of outstanding reputation backed by all the sales 
power of “the greatest name in rubber.” 


The SerVomatic is an eye-catching reminder to cus- 


3 An ius Y 


mia’ w eae 22 ns" 11] 
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co be Ws 





pe 


tomers that it’s time to replace their old belts with 
new. And the stand has a built-in automatic inventory 
control system that helps you re-order. But that’s 
not all. 


Along with this amazingly handy rack goes a parade 
of powerful promotional material, including colorful 
window streamers, decals, belt guides, envelope stuf- 
fers, and other sales boosters. Plus a belt selector that 
helps you fit the right belt to the job. 


Your dealers will go for this package — the most com- 
plete ever developed on V-belts. Get the details today. 
Write: Goodyear, V-Belt Sales Dept., Akron 16, Ohio 
or Los Angeles 54, California. 


SerVomatic—T. M. The Goodyear Tire & Rubber Company 


OODFSYEAR 


THE GREATEST NAME IN RUBBER 
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Another reason for han 


GROVE 7¢ 
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DISPLAY... 
DISCUSS... 
DEMONSTRATE... 
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products by caRBORUNDUM 


When a customer runs into a tough problem 
on an abrasive application or operation, it is 
only natural to look to the CARBORUNDUM 
distributor for assistance. Supplied by The 
Carborundum Company with a steady flow of 
technical information, our distributor’s men in 
the field are furnished practical training in the 
handling of a variety of abrasive problems. 
Combined with on-the-job experience, this 
guidance enables them to step in on complicated 
situations. Their confidence is strengthened by 
knowledge that behind them is the experienced 
counsel of specialists in the field of abrasives. 


TRADE MARK 








i 


y iat problems 


It is this type of cooperation that helps distrib- 
utors of products by CARBORUNDUM build 
and maintain a reputation for intelligent serv- 
icing of their accounts. With a complete line of 
well known abrasives, tremendous trade adver- . 
tising in leading publications, planned promo- 
tions and the close support of The Carborundum 
Company, it is logical to expect the industrial 
supply distributor to cash in on the large volume 
demand for abrasives by CARBORUNDUM. It’s 
a program that asks only that you talk up these 
products in your territory. The Carborundum 
Company, Niagara Falls, New York. 


Abrasives by 
CARBORUNDUM 


TRADE MARK 
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this “calling card’’... —_— 


‘‘opens the door’’ 





THE LINCOLN LINE 
1S COMPLETE 


When you sell Lincoln you never miss 
a sale for lack of the right lubricating 
equipment. The line is complete and in- 
cludes Grease Fittings, Hand, Air Motor 
and Electrically Operated Grease Guns, 
Transfer, Filler and Heavy Duty Drum 
Pumps, and the famous Centro-Matic Sin- 
gle Line Lubricating Systems for machinery 
and industrial equipment—the line that 
can help industry to higher profits through 
proper lubrication methods. 





try it on your next call 


Show this unique Lincoln Surface Check Grease Fitting 
to the man responsible for plant maintenance on every 
call you make—explain the ball-in-head construction 
... tell him how it keeps dirt out of bearings... how it 
helps to increase bearing life. Have him compare it 
with the ordinary fittings he is now using and he will 
quickly realize how Lincoln Surface Check Grease Fit- 
tings, costing only a few cents each, can save many 
maintenance dollars. 


It gives you an “in”... it usually gives you an order 
for these new and greatly improved fittings .. . it opens 
the door wide for selling Lincoln Industrial Lubri- 
cating Equipment. 





==: 
v * Apply the Right Lubricant 


* In the Right Quantity 
® At the Right Time 


LINCOLN ENGINEERING COMPANY 


q Aprs a hacrat, “ek. vy ¥ 7 ¥ 
CADETS CH RAOUCAMMG CQuLLmenl OI A muauet (“CHnlury 


5701 NATURAL BRIDGE AVE ST. LOUIS 20, MO 
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MACHINES LIKE THIS 
ARE WINNING THE 
BATTLE OF COSTS 


KAUFMAN #70 
VERTICAL 
> DIAL FEED 
MACHINE 













Yes, this is a typical example of how an every-day product 
(iron conduit connectors), that hasto be made economically, 


now “rides the merry-go-round” on a single five-station AN ESSENTIAL PART OF THEIR 
automatic machine. Previously it passed from hand to hand SPECIAL E Q UIPMENT 


through successive individual operations. 
Certainly it has been done many times before ...and 
always with spectacular time and cost savings. But this ap- 


vt World Standard fer Precision 


plication is @ little different in that the parts are larger, the 
machinery loads comparatively heavy, consequently re- 
quiring Cushman Power Operated 2-Jaw Chucks of special- 
ly adapted design, hardened all over to assure maximum 
wear and maintained high accuracy under constant duty 
conditions. Each chuck is actuated by its own individual 
oil cylinder below the table. Operations include hollow 
milling OD, reaming 1D and threading malleable iron 
conduit connectors in varying sizes up to 2” diameter. 
Cush Engi s will be glad to work with you on 
similar applications. Our data files are a mine of useful 
ideas on tooling for economical quantity production. 











CUSHMAN also manufactures 
a complete series of 
WRENCH OPERATED CHUCKS 
Write for Catalog 63 and Bulletins 


Write for Catalog PO63 


THE CUSHMAN CHUCK COMPANY 
Hartford 2, Connecticut 
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“Shut ’er down!” Heer steel makers hated those 
words. For every shut-down caused by failure of 
the steel feeding mechanism made ton-costs mount. 
High temperatures, giant loads and speed —all 
major factors in feeding steel to heat-treating fur- 
naces—had bad effects on power transmission 
equipment. Sit and wait? Not steel makers! They 
swung into action to beat the heat. They con- 
sulted ... 


Morse Chain Engineers, who helped solve their 
whale-sized’ power problem by installing Morse 
Roller Chain and Sprockets. Tough, fast-moving, 
easily maintained Morse Roller Chain now does 
a superb job of positive power transmission in 
many steel mills. Similar jobs call for quiet. pow- 
erful Morse Silent Chains and Sprockets. Both 
types of Morse Chain practically eliminate power 
losses and costly replacements. Possibly . . . 





14 


Morse Roller or Silent Chain can be used on 
your product or in your plant. Ice cream ma- 
chinery manufacturers use it on their products. 
So do manufacturers of machine tools, petroleum 
equipment, agricultural equipment, cranes, fans, 
hoists, conveyors and many, many other products. 
The use of Morse equipment on your products 
will add much to their value and sales appeal. 
So, don’t wait... 





Roller Chain Silent Chain 


Write us now for the very latest information 
on Morse Chain equipment. Send for Silent 
Chain Catalog C71-48, and Roller Chain 
Bulletin B57-47. Address Morse Chain Com- 
pany, Dept. 233, 7601 Central Ave., Detroit 
8, Michigan. 


lene,’ 


MORSE 


MECHANICAL 


A PRODUCT OF 


POWER TRANSMISSION 


PRODUCTS 


MORSE CHAIN COMPANY e¢ DETROIT 8, MICHIGAN 
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Williams Line of Quality Tools is the broad- 
est line of its kind manufactured today. 
For over half a century it has been consistently advertised 
to American industry. During 1948, 35 leading magazines 
will carry dominant advertising directing buyers to purchase 





through their local Industrial Distributor. Williams advertising 
helps Distributors build easier and more profitable sales. 


(This standard signature appears in all Williams advertising) 





J. H. WILLIAMS & CO., BUFFALO 7, N. Y. QYshibultes Everywhere 
INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 15 















































AND THE WOODEN BOWLS FOR THE 
CHEF’S TOSSED GREEN SALAD ARE 
GIVEN THAT SMOOTH INSIDE FINISH 
WITH JEWEL GARNET. MANUFAC- 
TURERS HAD BEEN TROUBLED BY 
UNEVENNESS. AND GOUGED EDGES. 
AFTER SWITCHING TO JEWEL GARNET 
BELTS, WITH THE EXCLUSIVE VELVET 
JOINT, THE PROBLEMS DISAPPEARED 
AND PRODUCTION WAS DOUBLED. 
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Sandpaper in 


the iitchen 





heat . 


THE BOILED EGG YOU HAD FOR BREAKFAST 
THIS MORNING WAS PROBABLY CLEANED UP 
BY JEWELITE ABRASIVE CLOTH. A FINE-GRIT 
CLOTH, CUT IN SPECIAL SHAPES OR MADE 
INTO BANDS, HAS BEEN ESPECIALLY DE- 
SIGNED FOR THIS DELICATE JOB, AND IS USED 
BY MANY POULTRY FARMS. THIS IS ONLY 
ONE OF THE UNUSUAL SANDING PROBLEMS 
THAT AP ENGINEERS HAVE SOLVED. 


JEWEL ABRASIVES ARE ALSO USED TO FINISH 
THESE EFFICIENT AUTOMATIC DISHWASHERS. 
THE CORNERS AND EDGES OF THE METAL CAB- 
INETS ARE POLISHED WITH #80 JEWELOX CLOTH 
$73. THE MANUFACTURER REPORTS, *THIS 
CLOTH IS THE BEST WE’VE EVER USED." 


SO REMEMBER JEWEL WHEN YOU ORDER 
COATED ABRASIVES. THERE'S A JEWEL PRODUCT 
FOR EVERY POLISHING AND GRINDING NEED. 
AND PROPERLY USED JEWEL ABRASIVES WILL 
SPEED YOUR WORK, CUT YOUR COSTS! 


MM, 


SOUTH BRAINTREE 85, MASSACHUSETTS + MAKERS OF JEWEL COATED ABRASIVES 
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EXTRA YEARS OF 
TROUBLE-FREE SERVICE MEAN 








with LADISH 
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* SEAMLESS WELDING FITTINGS 


Your operating statements for years to come can re- 





flect worth-while savings in piping costs...if you 
standardize now on Ladish Controlled Quality Seam- 


y 





Ss. less Welding Fittings. 
B- : 
oT Unsurpassed laboratory control of forging processes | 
is assures a fine, uniformly compact grain structure in 

A COMPLETE LINE PRODUCED UNDER ONE ROOF Ladish fittings that provides maximum dynamic 

ooo OMS Came strength and toughness while rigid control of metal 

“R properties gives added protection against brittleness 
~ . . . 
> and distortion at temperature extremes. Only fittings 
a of such metallurgical integrity can give you the 


economy of long trouble-free service. 
CUDAHY, WISCONSIN 
MILWAUKEE SUBURB 


DISTRICT OFFICES: New York © Buffalo © Pittsburgh © Philadelphia 
Cleveland « Chicago « St. Lovis « Atlanta « Houston e Los Angeles 


MAKE THIS PLANT YOUR FITTINGS HEADQUARTERS 


There is no compromise with quality in this modern Ladish 
plant covering over 800,000 square feet. Exacting standards 
set by Ladish Metallurgical Engineers are fully complied 
with before a fitting can bear the Ladish trademark. 








TO MARK PROGRESS 
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AND THE WOODEN BOWLS FOR THE 
CHEF’S TOSSED GREEN SALAD ARE 
GIVEN THAT SMOOTH INSIDE FINISH 
WITH JEWEL GARNET. MANUFAC- 
TURERS HAD BEEN TROUBLED BY 
UNEVENNESS. AND GOUGED EDGES. 
AFTER SWITCHING TO JEWEL GARNET 
BELTS, WITH THE EXCLUSIVE VELVET 
JOINT, THE PROBLEMS DISAPPEARED 
AND PRODUCTION WAS DOUBLED. 
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THE BOILED EGG YOU HAD FOR BREAKFAST 
THIS MORNING WAS PROBABLY CLEANED UP 
BY JEWELITE ABRASIVE CLOTH. A FINE-GRIT 
CLOTH, CUT IN SPECIAL SHAPES OR MADE 
INTO BANDS, HAS BEEN ESPECIALLY DE- 
SIGNED FOR THIS DELICATE JOB, AND IS USED 
BY MANY POULTRY FARMS. THIS IS ONLY 
ONE Of THE UNUSUAL SANDING PROBLEMS 
THAT AP ENGINEERS HAVE SOLVED. 


JEWEL ABRASIVES ARE ALSO USED TO FINISH 
THESE EFFICIENT AUTOMATIC DISHWASHERS. 
THE CORNERS AND EDGES OF THE METAL CAB- 
INETS ARE POLISHED WITH #80 JEWELOX CLOTH 
$73. THE MANUFACTURER REPORTS, *THIS 
CLOTH IS THE BEST WE’VE EVER USED." 


$O REMEMBER JEWEL WHEN YOU ORDER 
COATED ABRASIVES. THERE’S A JEWEL PRODUCT 
FOR EVERY POLISHING AND GRINDING NEED. 
AND PROPERLY USED JEWEL ABRASIVES WILL 
SPEED YOUR WORK, CUT YOUR COSTS! 


MMC 


SOUTH BRAINTREE 85, MASSACHUSETTS + MAKERS OF JEWEL COATED ABRASIVES 
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A COMPLETE LINE PRODUCED UNDER ONE ROOF 
...ONE RESPONSIBILITY u 


CUDAHY, WISCONSIN 


MILWAUKEE SUBURB 


DISTRICT OFFICES: New York © Buffalo © Pittsburgh « Philadelphia 
Cleveland « Chicago @ St. Lovis « Atlanta * Houston © Los Angeles 


TO MARK PROGRESS 






EXTRA YEARS OF 
TROUBLE-FREE SERVICE MEAN 





with LADISH 
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SEAMLESS WELDING FITTINGS 


Your operating statements for years to come can re- 
flect worth-while savings in piping costs...if you 
standardize now on Ladish Controlled Quality Seam- 


less Welding Fittings. 


Unsurpassed laboratory control of forging processes 
assures a fine, uniformly compact grain structure in 
Ladish fittings that provides maximum dynamic 
strength and toughness while rigid control of metal 
properties gives added protection against brittleness 
and distortion at temperature extremes. Only fittings 
of such metallurgical integrity can give you the 


economy of long trouble-free service. 


MAKE THIS PLANT YOUR FITTINGS HEADQUARTERS 


There is no compromise with quality in this modern Ladish 
plant covering over 800,000 square feet. Exacting standards 
set by Ladish Metallurgical Engineers are fully complied 
with before a fitting can bear the Ladish trademark. 











Dealers! Make Big Profits Selling Allis-Chalmers 





ALLIS “CHALMERS 


eo ® 


umps 
PEDRIFUGAL P generol 


ELECTRIFUGAL 
five sizes *° a available in ¢ 
from 10 to 
heads up to 
of motor 
hp ot 18 
3600 rpm. heads to 100 


pumps --* 


00 gpm for 4 . 
io ft. Sizes | A abrasive- 
from Ya , for long life. 
5 hp . capacities 
175 to 7 


5 vary 


00 rpm to * 


Why Be Satisfied With An Incomplete Line? 


NE FRANCHISE with enough coverage to 
sell a major share of your customers re- 
quirements . . . that’s the smart way to do 
business! The Allis-Chalmers franchise line 
of pumps is one of the most complete on the 
market today, It includes single-stage single- 
suction, single-stage double-suction, double- 
suction, and multi-stage pumps. 
Added to the three fast selling types above 
are general purpose water pumps, fire pumps, 
chemical pumps, horizontal or vertical mounted 


pumps, and self-priming pumps. Each is de- 
signed in the most demanded ratings. 

Behind this wide line of A-C franchise 
pumps is an aggressive advertising campaign 
in leading general and trade magazines reach- 
ing 3,473,384 readers each month— plus 
many sales and technical bulletins. 

For complete details, wire or write: Dealer 
Sales Dept., ALLIs‘-CHALMERS, MILWAUKEE 
1, Wis. Pedrifugal and Electrifugal are Allis- 
Chalmers trademarks. A 2474 











ALLIS-CHALMERS” 


Dealer Sales Organization — GENERAL MACHINERY DIVISION 
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HERE’S HOW LAUGHLIN 
BUILDS BUSINESS FOR YOU... 













- a 


' Ty & 


>, 


f 
es 
eS 


kr 


\ 


«a 
> 


te, 


THIS YEAR 2,579,852 SALES 
MESSAGES GO OUT TO A NATION- 


WIDE AUDIENCE THROUGH LAUGHLIN SALES LEADERS 
THESE KEY PUBLICATIONS... GIVE YOU THE EDGE... 


DIRECTING BUSINESS TO YOU a 
j Exclusive Laughlin products /& 

a such as the famous “‘Fist-Grip’’ 

. . : Safety Clip . .. the L hli ey 

ES, we here at Laughlin believe in © “Missing Link” and the Laughlin ff 

hs ° P Safety Hook with the “latch that es 
giving every possible help to you dis- locks the load” . . . are door- 


openers that give you a chance to 

° sé b 4 ” put over your whole story. And 
tributors who are on the ‘‘firing line’ day . items like Laughlin’s Clevis Hook 
> and Clevis Grab Hook are other 

sales leaders that spark business 
for the most complete line of wire 
rope and chain fittings available. 


is 


Cr 
by Ds SY 
















in and day out. Through extensive adver- 
tising in key publications, our sales mes- 


In our nation-wide presentation 
of the Laughlin sales story, re- 
member that, as a Laughlin dis- 
tributor, you can count on getting 
your share of emphasis as the 
logical source for Laughlin prod- 
ucts and prompt, economical serv- 
ice. THE THOMAS LAUGHLIN 
COMPANY, PORTLAND 6, 
MAINE. 


sages build up interest and acceptance 
among users of industrial fittings . . . to 
help you to convert prospects to cus- 
tomers! 


Laughlin Protects the Distributor 


J AUGHLIN 


THE MOST COMPLETE LINE OF DROP-FORGED WIRE ROPE AND CHAIN FITTINGS 
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Atkins “‘Curled-Chip”’ 
Milling Saw 


Made for faster, heavier 
duty sawing, cleaner cuts 
and longer saw life. For 
both ferrous and non-fer- 
rous metals. Self-ejecting 
chip eliminates galling 
and stalling. 6 to 16 inch 
diameter. 


4 y ~ at 


Atkins “Curled-Chip” 


Metal Cutting Band Saws 


For non-ferrous metals, 
wood, plastics. ‘’ Skip- 
Tooth” principle plus 
“Curled-Chip” design 
generates less heat, en- 
ables heavier feeds and 
higher cutting speeds. 
Four sizes of teeth, %4 to 
l-inch widths. 


Atkins “Curled-Chip” 
Hack Saw Blades 3 
“Lift-and-Cut” cutting 
action gives easier, faster, 
cutting that means greater 


changes, lower cost cut- 
ting. Mode of famous 
“Silver Steel’ 






fewer blade 


Atkins “Curled-Chip”’ 
Slitting Saws 


Famous “Curled-Chip” 
efficiency removes more 
metal with less power, for 
lower cost per cut, longer 
life per saw, for use singly, 
or in gangs, with ferrous 
or non-ferrous metal. 22 
to 8 inch diameter. 





cal Use ers® 


Atkins “Duratip” Saw 


Hundreds of hours be- 
tween sharpenings—that's 
what users report of their 
Duratip Rip or Cut-Off 
Saws. For soft and hard 
wood, teak, fireproof lum- 
ber, plywood, veneer 
panels, Masonite, lami- 
nated plywood, etc. 















Ti a 
he \l 
Atkins “Curled-Chip” 

Segmental Saws 
Removable segments en- 
able quick, low cost re- 
placement of wornout 
teeth without discarding 
the saw disc. Meet most 
requirements of toughest 
metal cutting jobs. 









Cloer Steet’ SAWS ‘aby 


E. C. ATKINS AND COMPANY « Home office and 
Factory: 402 S. Illinois Street, Indianapolis 9, Indiana 
Branch Factory: Portland, Oregon e Branch Offices: 
Atlanta + Chicago » New Orleans + New York + San Francisco 
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“ATRINS ALWAYS AnEAD™ 


MAKERS OF BETTER SAWS FOR EVERY CUTTING JOB 








ee! mM” than 775,000 times in 1948, the 
magazines your tool customers read 
| most... MACHINERY, AMERICAN MACHINIST and 
MILL & FACTORY, will give Card Distributors 
a helping hand. See how we tell each read- 

er to get in touch with you. 

See, too, how this new Card advertising 
makes it worth while for a tool user to con- 
tact you. The promise of benefit inherent 
in the idea “CARD Taps — The Certified* 


Cutting Tools” gives the tools you sell a 





yughest 


competitive edge. The story of the double 





MANUFACTURING CO. 
Mansfield, Massachusetts 
DIVISION OF UNION TWIST DRILL COMPANY 


JOB 


check on all Card Taps by the Pittsburgh 
Testing Laboratory builds greater confi- 
dence in all Card Tools, and in you as their 
distributor. 

This advertising is only the beginning of 
a campaign to deal the Card Distributor in 


on more profitable tool business. 











TAPS 


Lhe Corlified P 


*by the Pittsburgh Testing Laboratory 


Alto mokers of DIES =» SCREW PLATES 
DIE Stocks . TAP WRENCHES 
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You're the man of the hour 
... With 


CROSBY CLIPS 








Bi. / 
Dp. 


CROSBY 
faqhu— 


AWWA 
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a Tl DROP-FORGED...HOT DIP GALVANIZED 


roll out the red carpet for you. . . or pull SIZES FOR 4%” TO 3” WIRE ROPE 

the rug from under you? If you like the red 

carpet routine, just tell °em you’ve got 

genuine CrosBy C.ips. Everybody knows Identified by this Chennel grooved 
the name . . . everybody knows CrosBy femous Rod U-Sok base holds rope with 
Cup quality ... . everybody needs them, vise-tight grip 

for fastening wire rope. And look how we 

back you up: High wings insure 


: canes fect lay of y) Ve i = 
NATIONAL ADVERTISING in 42 leading in- a rune-eeaing aie 


dustrial magazines ei ree : ; precision-cut bolt 
. ; threads 


GENEROUS PROFIT on every order. Chamfered bolt ends 


INSTANT ACCEPTANCE . . . because CROSBY 
Cups‘ outsell all other drop-forged fasteners 
combined! 

EARLY SHIPMENT from our St. Paul plant. 


So talk Crossy CLIPs on every call... 
and see how much fun selling can really be! 


American Hoist 


and DERRICK COMPANY 


St. Paul 1, Minnesota 
Plant No. 2, So. Kearny, N.J. ¢ Sales Offices: NEW YORK * CHICAGO * PITTSBURGH ¢ NEW ORLEANS ¢ SAN FRANCISCO 
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AMERICAN BLOCKS AND SHEAVES THE AMERICAN HANDIWINCH 


All types, all sizes, from 142 to 250 tons. Enables one man to lift or pull any load up to 10,000 
Blocks feature armored construction: thick Ibs. Weighs only 95 Ibs. Easily carried, set up and 
side plates, heavy pins and axles, forged operated anywhere. Two gear ratios . . . efficient 
steel hooks and shackles. Make sure your hand brake ... many "big hoist” features. Ask for 
buyers specify AMERICAN. literature that helps you sell. 








INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 





4) 
These Bolts are too brittle These Bolts are toa soft 


mentiieeteeniliiasta Dan taint heteate 





























Circle ® Bolts and Nuts are carefully in- 


spected for size and strength. Their uni- 
formity appeals to customers and develops 
profitable repeat business for dealers. 


BUFFALO BOLT COMPANY 


North Tonawanda, N.Y. 


These Bolts are just right SALES OFFICES IN PRINCIPAL CITIES 
Export Sales Office: Buffalo International Corp., 


50 Church Street, New York City 


__.they are CIRCLE BOLT CG 
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KEASBEY & MATTISON 
LOW PRESSURE INSULATIONS 


For temperatures from 40° to 212°F. 
K&M DUPLEX PIPE INSULATION 


Designed for service on either hot or cold 
water lines, Has an inner layer of satu- 
rated felt impregnated with special 
water-proofing compound. Furnished in 
sections 3‘ long in thicknesses of 14", 
34" and 1“ complete with jacket at- 
tached and with necessary metal bands. 
Also available in double layer construc- 
tion so that joints can be overlapped 
and air seepage prevented. 


For temperatures up to 300°F. 
K&M AIR CELL PIPE INSULATION 


Made of alternate layers of flat and 
corrugated asbestos felts, firmly bonded 
together. Has an additional wrapper 
of asbestos felt, over which is applied 
a strong canvas jacket. Available in 
thicknesses of 2, 3 and 4 plies, in 
standard 3‘ lengths. Light in weight, easy 
to saw without damaging the product. 


K&M AIR CELL SHEETS 
AND BLOCKS 


Similar to above, except they are flat, 
designed for application on boilers, feed 
water heaters, dry kilns, warm air ducts, 
boiler room ceilings and partitions, and 
other low temperature applications other 
than pipes. Furnished in sheets and 
blocks 6", 9", 12", 18", 36" and 72“ long 
x 36” wide, in thicknesses 15" to 4”. 
Greater thicknesses furnished if desired. 


K&M NO. 152 
ASBESTOS FINISHING CEMENT 


A popular priced insulating cement 
which trowels to a smooth, pleasing 
finish. Its covering capacity is approxi- 
mately 160 sq. ft. %” thick per 100 
pounds. Furnished in 50 Ib. bags or in 
carload lots in 100 lb. burlap bags. 


For temperatures up to 300°F. 


K&M SIMPLEX “Super Shrunk” 
PIPE INSULATION 


Ideal for medium and low pressure 
steam and hot water pipes where. attrac- 
tive appearance and speed of application 
are desired. Consists of alternate layers 
of plain and corrugated asbestos felts, 
cased in a heavy sheet of asbestos felt 
calendered to produce a smooth water 
repellent surface. Also supplied with a 
white glazed finish. Furnished in stand- 
ard 3‘ lengths in 3 ply (34“ thick) or 4 ply 
(1” thick) to fit all standard pipe sizes. 


K&M FINE CORRUGATED ~ 
AIR CELL PIPE INSULATION 


Especially adapted for insulating medium 
and low pressure steam and hot water 
pipes subject to excessive vibration. 
Similar in basic construction to Special 
Fine Corrugated Air Cell, except fewer 
plies per inch. Also supplied in the form 
of sheets and blocks having the same 
insulating properties as the pipe covering. 


For medium temperatures 


K&M SPECIAL FINE CORRUGATED 
AIR CELL PIPE INSULATION 


= 


A deluxe asbestos felt covering for 
medium and low steam and hot water 
services. Contains 8 plies of corrugation 
per inch, providing more dead air space, 
hence greater insulating efficiency than 
ordinary air cell insulations. Furnished 
in standard 3‘ lengths. 


K&M SPECIAL FINE CORRUGATED 
AIR CELL SHEETS AND BLOCKS 


Sameas above in construction. Furnished 
standard 6", 9", 12”, 18”, 36” and 72" 
long by 36” wide, and in thicknesses of 4 
plies (14), 6 plies (34") and 8 plies (1”). 
Each ply is approximately 4%" thick. 


For further information, write to 


KEASBEY & MATTISON 
COMPANY-AMBLER - PENNSYLVANIA 
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For temperatures up to 7O00°F. 


K&M BESTFELT PIPE AND 
BLOCK INSULATION 


ee! 


K&M Bestfelt Pipe is constructed of 
built-up layers of crimped asbestos 
paper, with approximately 30 layers of 
laminations per inch of thickness. Can 
be used on lines subject to heavy 
vibration, and on high pressure lines 
as a second layer outside a layer of 
K&M Hy-Temp Pipe Insulation. 


Furnished in 3‘ lengths with lightweight 
jacket and brass lacquered bands. Stand- 
ard thickness: 1”. Available in pipe 
sizes from 4" to 6”. Larger sizes 
furnished on special order. 


K&M Bestfelt Blocks are used for in- 
sulating flat, curved and irregular sur- 
faces. In basic construction they are 
similar to Bestfelt Pipe Insulation. 


Furnished in various widths from 6” 
to 36" x 36” long, from 14“ to 4" thick. 
K&M AMBLEREX NO. 2 
INSULATING CEMENT 


Used chiefly on irregular surfaces and 
as a finish over block insulation. Pos- 
sesses high insulating qualities. Easy 


. to work and has a covering capacity of 


20 to 22 sq. ft. one inch thick per 100 
pounds. Furnished in 50 Ib. bags. 


Other K&M 

Low Pressure Insulations 

K&M Non-Sweat Pipe Insulation 
K&M Non-Frost Pipe Insulation 
K&M “Navy Standard” Hair Felt 
K&M Range Boiler Jackets 


K&M 

High Pressure Insulations 
“Featherweight” 85% Magnesia Pipe 
and Block Insulations 

K&M Hy-Temp Pipe and Block 


Insulation 
K&M Hy-Temp Combination Pipe and 
Block Insulation 
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BUTTERFIELD 


BACKS THE DISTRIBUTOR 


Recognizing the vital role Distributors 
play in efficient marketing of industrial 
products, Butterfield advertising is specif- 
ically slanted to direct business to you. 

Every Butterfield ad carries the exclusive 
Basic Sales Idea: “BUTTERFIELD . . . THE 100% 
INSPECTED TOOLS’—a factual statement that 
gives a big reason why Butterfield tools 
are so reliable...so uniform in quality...so 
dependable in performance. And Butter- 
field's advertising in MACHINERY, MILL & 
FACTORY, and AMERICAN MACHINIST during 
1948 will carry no fewer than 775,422 
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selling messages to prospects — your 
prospects included! 

This is just the beginning of a campaign 
that will give you more and more proof 
as time goes on that BUTTERFIELD BACKS THE 
DISTRIBUTOR. BUTTERFIELD DIVISION, Union 
Twist Drill Co., Derby Line, Vermont and 
Rock Island, Quebec. 


BUTTERFIELD 


THE 100% INSPECTED TOOLS 
Every Tool Individually Inspected 
TAPS « DIES «+ REAMERS + SCREW PLATES 














Passing strands of Wickwire Rope through a special roller 
head causes them to set in a wave-like pattern. The result 
is WISSCOLAY Preformed—a rope that not only lasts 
longer than non-preformed rope, but is kink-resistant; 
easier to cut, splice and install, and safer to handle. 


Before any order of WISSCOLAY Preformed is run off, 
samples are subjected to several tests—most important of 
which is the Strand Helix Test. Individual strands are 
placed between the plates of the testing apparatus and 
checked with a micrometer. These tests are made by in- 
spectors whose approval demands that the helix diameter 
be controlled within the closest of tolerances in meeting 
the specified standard. 


This and countless other tough tests, coupled with over 
125 years of wire-working know-how, make Wickwire Rope 
the logical choice of rope users who demand the utmost in 
performance, safety and long life. 


Wickwire Distributors and Wire Rope Engineers in key 
cities everywhere are ready to help solve your wire rope 
problems and to provide prompt delivery of the rope you 
need. Wickwire Rope is available in all sizes and construc- 


tions—both regular lay and WISSCOLAY Preformed. 


| 
‘ 
i 
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THIS 82-PAGE BOOK ON WIRE ROPE IS FREE. 
WRITE FOR YOUR COPY TODAY! 


Thousands of wire rope users have found that the informa- 
tion packed in the pages of “Know gy 

Your Ropes” has made their work eas- 

ier. It’s full of suggestions on proper 

selection, application and usage of wire 

rope. It’s easy-to-read and profusely il- 

lustrated. For your free copy, write— 

Wire Rope Sales Office, Wickwire 


Spencer Steel, Palmer, Massachusetts. 


WICKWIRE OF 


A PRODUCT OF THE WICKWIRE SPENCER STEEL DIVISION OF THE COLORADO FUEL AND IRON CORPORATION 


WIRE ROPE SALES OFFICE AND PLANT—Palmer, Mass. EXECUTIVE OFFICE—500 Fifth Avenue, New York 18, N. Y. 


SALES OFFICES—Abilene (Tex.) + Boston « Buffalo » Chattanooga * Chicago * Denver « Detroit « Emlenton (Pa.)* Fort Worth « Houston» New York «Philadelphia + Tulsa 
PACIFIC COAST SUBSIDIARY—The California Wire Cloth Corporation, Oakland 6, California 


| & SUBSIDIARIES | SUBSIDIARIES 
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Adequate Wheel Stocks 


At the Norton Worcester plant and 
on the shelves of the Norton ware- 
houses in important industrial centers 
the stocks of grinding wheels are 
larger and more varied than ever 
before in Norton history. 


Expert Engineering Service 


Norton abrasive engineers and field 
engineers, supplemented by special- 
ists from Worcester, are available the 
country over to help distributor sales- 
men in solving grinding problems and 
in selecting the most efficient wheels 
for their customers’ jobs. 


Aggressive Advertising Program 








>, 


Modern, Progressive Research 


The Norton research laboratories are 
the largest and best equipped in the 
grinding wheel industry. The staff of 
over 135 scientists and technicians is 
constantly developing new and im- 
proved grinding wheels. 


‘es 
ilo 


Attention-getting advertisements in 
the ‘leading technical publications 
plus extensive direct mail plus a 
wealth of helpful informative 
literature keeps. the Norton name 
constantly before grinding wheel 
users everywhere. 
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STAINLESS 


We found out a long time 
ago that welding stainless 
steel is not always as sim- 
_ ple as it looks. So we set 
out to study the problems 
and find the answers. 


Se ed ee Ge ee 





Since then we have developed 
a complete line of PAGE- 
Allegheny Stainless Steel 
Electrodes and Gas Welding 
Rods. More important, we have 
collected a valuable fund of 
information about welding 
techniques. Through PAGE 
Field Service men, this infor- 
mation is always available to 
PAGE distributors and their 
salesmen. 


For a complete line 

of stainless steel electrodes 
and up-to-date information 
about their most efficient use 


Monessen, Pa., Atlanta, Chicago, Denver, Detroit, Los Angeles, New York, 


Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


PAGE STEEL AND WIRE DIVISION Z 
AMERICAN CHAIN & CABLE 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 








A ease ~~ How a Disstoneer helped 
history ae 
boost production 50% 


from the 


mo t e book Feeding felt into machine equipped with a 


14-blade gang of Disston Circular Knives 


of a Be eee ; 





Disstoneer 


3 


He may be able to do as much for your customers 


Helping distributors improve the cutting operations of their customers is an 
important part of Disstoneer service. The customers benefit from increased 
production and lower costs. Distributors benefit from increased sales and profits. 
Here is a typical instance of Disstoneer service: 


The American Felt Company, Detroit, was cutting 4” to 1” wide and 4’ thick 
strips of felt from rolls 400 to 500 feet long. The method used was slow, for 
it permitted the cutting of but one strip at a time. Widths were inaccurate. 
Knife sharpening was frequent and down time very costly. 


Felt strips come out clean-cut and 
of uniform size. 


A Disstoneer showed how several strips could be cut at a single operation. WHEN YOU SELLA 
The recommendation was adopted. Now the company is cutting up to 25 DISSTON PRODUCT YOU 
strips at a time, and have several gangs set up to cut various widths. Disston 

Knives stood up far longer; sharpening was reduced to but once in 7 days; SELL 
down time was cut almost to zero; the felt strips are clean-cut and accurate DLIITON 
...and production has been increased approximately 50% with a considerable STEEL 
reduction in knife costs. SKILL 


A Disstoneer is available to work with your salesmen in improving the cutting and > 
operations of your customers... and without charge or obligation. Write SERVICE 


for further particulars. ogee 
; ity HENRY DISSTON & SONS, INC., 1023 Tacony, Philadelphia 35, Pa., U.S.A. 


Canadian Factory: Toronto 1, Ont. 
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You'll win with Stanley UNISHEARS 
for speedy cutting of sheet metal 


The NEW No. 218... only 4-3/4 Ibs. 


Cuts up to 18 gauge hot rolled mild 
steel, fast as you feed it, up to 15 feet a 
minute. Easier, faster and safer than 
snips. Blade action feeds in the work: 
operator just guides it. Hairline accuracy 
on curves, straight lines, angles, notches 
. -. inside or out. Duplex handle. 


The popular No. 214... only 8-1/2 Ibs. 
Zips through 14 gauge hot rolled steel 
at speeds up to 20 feet a minute. Needs 
only guiding. Follows straight lines, curves, 
angles, notches right to the line. Cuts 
inside or out. Slide operated switch and 
two-position handle. Blades easily re- 
movable for sharpening. 


All types, all sizes of shops can save money, 
make money with a Stanley UNISHEAR. Cuts 
sheet iron, copper, aluminum, zinc, tin, leather, 
fibre, wire, linoleum . almost anything in 
sheet form. Does hundreds of production and 
maintenance jobs . . . making metal and fibre 


THE GREATEST NAME IN TOOLS 


[ STANLEY ] 


Reg. U.S. Pat. Off. 








patterns, mock-ups of new products, machine 
guards, covers, tanks, drip pans, spray booths, 
partitions, shelving, parts boxes and bins. Shop 
magazines are telling your customers to see 
these lightweight UNISHEARS at your place. 
You'll get more sales by helping your customers 
save more, make more money. Stanley Electric 
Tools, New Britain, Conn. 
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THIS 00K dead POLICY 


BUILDS FOR YOUR FUTURE 


We know you can sell more Spang CW 
Pipe than we can produce today! But 
this may not always be true. 


That's why Spang ads continue to appear 
in leading trade journals each month. That's 


why these ads tell the advantages of using 
Spang CW and remind buyers of you. 


This look-ahead policy is building for the 


future ... both yours and ours. 


But not all our efforts are of an advertis- 
ing nature, nor are they all directed to 
the future. Every day new steps are being 
taken to insure greater production of 
Spang CW Pipe. In this way we hope to 
help you supply your customers more 
quickly and adequately. 


- 


























This is one of a series of ads 
which are appearing regularly 
in: DOMESTIC ENGINEERING; 
FACTORY MANAGEMENT 
AND MAINTENANCE; HEAT- 
ING, PIPING AND AIR 
CONDITIONING; MILL AND 
FACTORY and PURCHASING. 
Copies are available 
on request. 


SPANG-CHALFANT 


Division of The National Supply Company 
EXECUTIVE OFFICES: PITTSBURGH, PA. 


District Sales Offices: Atlanta; Boston; Chicago; Denver; 
Detreit; Houston; Les Angeles; New York; Philadelphia; 
Pittsburgh; St. Levis; Sen Francisco; Tulsa 
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YCKET CAP SCREW 


CHICAGO Safety Plus 


SOCKET SCREW PRODUCTS 


SOCKET SET 


Well centered burr-free sockets of controlled width and 
depth with hard surfaces which resist the most strenuous 
wear—speed assembly time. 


zg 
. i Fs - 
7 a 


Accurately formed threads of uniform pitch diameters well 
within Class 3 limits—speed assembly time. 


Closely controlled concentricity tolerances assure equal OCKET HEAD SHOULDER SCREW 
distribution of stress and permit the use of small counter- 
bores and more accurate tapping to speed assembly time. 


Your customers can reduce weight and 
add strength to their products with 
lighter, stronger Chicago ‘SAFETY 
PLUS" Screw Products. 


Chicago “‘SAFETY PLUS" Products Include: 
Socket Head Cap Screws * Socket Set Screws * Stripper 
Bolts or Shoulder Screws * Square Head Dog Point Set 
Screws * Socket Pipe Plugs * Keys for ‘‘SAFETY PLUS” 
Socket Products * Hexagon Head Cap Screws, Steel and 
Brass * Square Head Cup Point Set Screws * Headless 
Set Screws * Fillister Head Cap Screws * Flat Head Cap 
Screws * Taper Pins * Milled Studs * Semi-Finished 
Hexa Nuts, Steel and Brass * Semi-Finished Hexagon 
Castellated Nuts. 


Our merchandising policy is based on complete 
cooperation with the distributor—Write for details. 
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Yew Sole Supplier | 


DWN & SHARPE 


Johansson Gage Blocks 


now made for all Western Hemisphere 


by Brown & Sharpe 


With the recent purchase of the Johansson Division from Ford Motor Company, 
Brown & Sharpe now acquires all rights to manufacture and distribute Johan- 
sson Gage Blocks and Accessories throughout the Western Hemisphere. 

Thus, industry is assured a continuing, dependable source of supply for 
Johansson products of the same unprecedented precision that has made them 
the world-wide measuring standard in mass production of interchangeable 
parts. The Brown & Sharpe name is ample guarantee that the traditional 
precision of Johansson Gage Blocks and Accessories will be maintained with- 
out compromise. 

To Brown & Sharpe distributors, this addition of the famous “Jo-Blocks” to 
the line means an added profitable item with growing sales potentials through- 
out modern manufacturing industries. Write for complete catalog. Brown & 


Sharpe Mfg. Co., Providence 1, R. I. 


We urge buying through the Distributor 


BROWN & SHARPE ES 
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Specialists in Corrosion Resisting Stainless Steel 


THE COOPER ALLOY FOUNDRY CO. 


HILESIO“£Z, NEW JERSEY 
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PROFITS SELLING ALLIS-CHALMERS 


Franchise Covers Wide Range of Units! 


ERE’S A TRANSFORMER FRANCHISE that 

gives you wide market coverage. It in- 
cludes distribution, instrument and metering 
units . . . plus insulating oil! 
DISTRIBUTION TRANSFORMERS — oil im- 
mersed 200 kva and smaller, 15 kv and lower. 
Dry type 600 v and lower. Chlorextol-liquid- 
filled in certain specific ratings. 
INSTRUMENT TRANSFORMERS — 69 kv and 
lower including current and potential out- 


door oil-filled metering units, 

Behind this wide line of transformers is 
an aggressive advertising campaign in all lead- 
ing electrical magazines . . . directed to the 
men who buy your products. In addition, 
you have a complete lineup of sales promo- 
tion literature. 

For complete facts on this profitable fran- 
chise, write or wire: Dealer Sales Dept., 
ALLIS-CHALMERS, MILWAUKEE 1, WIS, 


Chlorextol is an Allis-Chalmers trademark, 
A 2475 





ALLIS-CHALMERS: 


Dealer Sales Organization — GENERAL MACHINERY DIVISION 
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THESE BLACKHAWK PRODUCTS CUT YOUR 
CUSTOMER'S MAINTENANCE AND PRODUCTION COSTS 


POINT OUT HOW BLACKHAWK SOCKET WRENCHES CUT COSTS 4 WAYS 


LOCK-ON 


This exclusive patented Black- 
hawk feature locks combinations 
together rigidly. Sockets can’t 
come off except by thumb release 
button. Eliminates lost time, dam- 
age and injury from sockets fall- 
ing in machinery, gear boxes, etc. 


HOT BROACHING 


This original Blackhawk feature 
insures smooth socket walls — 
eliminates ripped socket walls 
and consequent cracking, rust 
and nut wear. 


COMPLETE RANGE 


Whether it’s midgets or big brutes, 
' you'll find a Blackhawk socket 


|| for the job. And the assortment 


of handles and attachments per- 
mit hundreds of combinations — 
eliminate wrench “specials”. 


TORQUE INDICATORS 


Blackhawk tension wrenches 
range in capacity from 33 to1000 
ft. ibs. They assure you of correct 
tensions—eliminate bolt breakage, 
gasket blow-bys, assembly break- 
downs, etc. 


HYDRAULIC JACKS GIVE YOU THESE 
EXCLUSIVE ADVANTAGES TO SELL 


94% EFFICIENCY MULTI-DIRECTIONAL LONGER LIFE 


Eliminates “man-killing” OPERATION Pump-on- Exclusive Blackhawk pro- 
friction loss that cuts side feature permits full cess produces mirror 
screw-type jacks to12 to power in any position smooth cylinders, re- 
30% efficiency. vertical to horizontal. duces cup wear. 


oe BLO oS ere ery See ahs aay Keg ey ae 


eee 


Tell This Porto-Power Story To MAINTENANCE MEN 


ONE Man With a Porto-Power Can Do These Jobs 


— 


© (it 


&% (a) Gi 


Pull Gears, 


/ 


Songs 


Wheels and 
Pulleys 


Porto- Power 
combination 
pulls quickly, 
smoothly, safely, 
without damage. 


Raise Sagging 
Beams — 

Porto-Power 
with attachments 
builds up to any 
length — works 


with full power 
at any re ng 


Lift Machinery 


Toe-life Porto- 
Power attach- 
ments get under 
low machinery — 
remote control 
lets operator 
workatd e 


Pressing and 
Testing 
Porto-Power can 


be used in press 
built from free 


Blackhawk plans. 


Can be gauge- 





INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 


SAPP 


Equipment 
Maintenance 


Attachments 
adapt Porto- 
Power to dozens 
of jobs such as 
straightening 
frames, axles, etc. 
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Plus 


In applications like the one shown at 
the left, where Barnes Skip-Tooth blades have 
been found most efficient for soft metal saw- 
ing, or like below, where a Barnes Red 
Arrow Power blade cuts straight and clean 
through six-inch steel bars, Barnes Blades are 
noted for dependability-plus. 

Blades like these produce satisfied cus- 
tomers, repeat sales and continued high level 
distributor profits. Barnes Distributors are also 
assured of maximum trade demand from 
Barnes aggressive, industry-wide advertising 
and of maximum territorial good-will through 
the cooperation of factory-trained service 
engineers who help customers solve difficult 
sawing problems. That’s why the Barnes line 
of saw blades is a valuable asset to the 
industrial distributor . . . a line worth stocking 


and selling. 
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of Buying 


6 PS, TLC- 


—THEODORE C. ULMER 





“Tt makes good sense for a fastener user 
to buy with True Fastener Economy in 
mind. When he uses a quality brand of 
fasteners, he saves on costs all along the 
line—and arrives at a lower total fasten- 
ing cost than he could ever get by buying 
on ‘price’ alone. 

“So it makes good sense for a fastener 
distributor to sell with True Fastener 
Economy in mind. When he handles a 


quality brand of fasteners and sells it as 
such, on the basis of more dependable 
fastener performance, he centers the buy- 
er’s interest on total fastening cost, creates 
a good customer, and builds up volume 
and profits through repeat business and 
related sales. 

“We congratulate RB&W on its idea 
of T.F.E. and on promoting it in national 
advertising.” (See opposite page.) 


Fe Aer 








RUSSELL, BURDSALL & WARD BOLT AND NUT COMPANY 


103 years making shong the distibutors that make America strong 


RBaW 


The Comfplele Quality Line 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 


RussELL, BURDSALL & WarRD Bott AND Nut CoMPANy. 
Factories at Port Chester, N. Y., Coraopolis, Pa., 
Rock Falls, Ill., Los Angeles, Calif. Additional sales 
offices in Philadelphia, Detroit, Chicago, Chattanooga, 
Oakland, Portland, Seattle. 














Tighten up on Fastening Costs the Fa? way 


There are many costs involved in You Get True Fastener Economy When You Cut Costs These Ways 


| fastening. True Fastener Economy is 1, Reduce assembly time with accu- 5, Purchase maximum holding power 
rate, uniform fasteners per dollar of initial cost 
, the lowest ‘total of them all—not a 


bias’ : 2. Make satisfied workers by making 6, Lower inventory by standardizing 
‘lower initial price for a bolt, nut, assembly work easier types and sizes of fasteners 


| screw or rivet. Specify fasteners that 3, Save receiving inspection through 7. Simplify purchasing by using one 


t 3 supplier’s quality control supplier’s complete line 
: speed assembly . . . reduce inventory sigs " . 


eee : F 4. Design assemblies for fewer, 8, Improve your product with a 
. simplify purchasing —there’s your stronger fasteners quality fastener. 


True Fastener Economy! True Fastener Economy is the Lowest Total of All Fastening Costs 


103 Yoars alias Shong 
the Things That Make vdmerica Phrong 


RUSSELL, BURDSALL & WARD 
BOLT AND NUT COMPANY s | THE COMPLETE 


QUALITY LINE 
Plants at: Port Chester, N. Y., Coraopolis, Pa., Rock Falls, Ill., Los Angeles, “ 
Calif, Additional sales offices at: Philadelphia, Detroit, Chicago, Phettennenh 

est earn Diltetntor trom stent cone. he : 

















Appearing currently in: Fortune ,.Modern Industry, Machine Design .Product Engineering, Iron Age, Steel. 
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‘STEEL 


WHERE IT’S NEEDED 


. WOOD 


*\ WHERE IT’S NEEDED 


FAIRBANKS... 


Steel-Framed Trucks 





@ Your ttuck costs go down and your men get more done in 
less time with Fairbanks Steel-Framed Hand and Platform Trucks. 


The reason is simple. Fairbanks has effectively combined the 
structural advantages of steel and wood to provide hand and 
platform trucks that stand up under all kinds of punishment in 
service . . . that have shock-absorbing qualities which cushion 
heavy loads, dampen vibration, reduce operator fatigue. 


Like all Fairbanks Trucks (over 90 basic designs with hundreds 
of variations) each of these Steel-Framed trucks is developed 
from on the job experience to put the maximum speed and ease into 
specific types of load-handling. For example, the “Commander” 
Steel-Framed Platform Truck shown above comes in 20 sizes from 
24” x 42” to 36” x 72”, with 3 platform heights (18”, 14”, 914”) 
and Tilt or Non-Tilt running gear. 


Full information on any one or the complete line of Fairbanks 
Trucks may be had from any of the offices listed below. 


fairbanks 
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Fd 
Bumore keeps your costs 


/ fr 


vby saving you time and money on your 
frinding, drilling, and light milling jobs 





The Joyce-Cridland Company can tell you about cutting costs with a 
Dumore. They make jacks and auto lifts. Accurate grinding of ball 
races gave them quite a headache. First they tried hand-polishing 
after roughing out on a lathe. That cost them too much. Then they 
tried an air grinder. That tool wore out quickly on this tough job. 

But the third try was a charm, They mounted a Dumore No. 7 
(% HP) on a 40 year old lathe. This set up gave them a perfect job 
— and continues to do so after more than 2 years. What's more, 
their cost is only 53¢ a part (of which 45¢ is for labor)! 


Keeping costs down is often secondary to doing a job right — 
but a Dumore does both for you. 


You too, can cut your costs with Dumores! 


You know about Dumore’s dependa- 
ble precision for toolroom grinding. 
But that’s only half the story. You 
can do so many different toolroom, 
maintenance, and production jobs 
with a Dumore that it is now a “uni- 
versal” shop tool. 

You can use a Dumore for all kinds 
of grinding — extefnal, internal, sur- 
face, tool, and thread. You can set 
up a Dumore for drilling and light 
milling, too. A Dumore converts your 
standard machine tools into precision 
grinders. A Dumore is a top-notch 


work-head for special set-ups you can 
build at low cost. Quite often, a 
Dumore can help you avoid buying a 
high-priced machine. 

Plan to do more with Dumores! 
See your Dumore distributor today. 
Ask him to tell you the complete 
Dumore story. There are 7 models, 
with interchangeable quills for work 
to 24” depths, at speeds up to 42,500 
rpm, with +.0001” precision. And 
don’t forget Dumore Handgrinders 
and other tools. They help you cut 
your cost on many jobs, too! 


Wr. Distubute 


Sold by leading industrial distributors. 


INDUSTRIAL 


‘ , . * 
*’ This is only one sample 
—a sample of the hard-hitting, factual Dumore advertising 
which is creating more sales opportunities for you. 

This advertising covers a wide range of case studies — all 
authentic and certified — in production, toolroom, and main- 
tenance work. Almost every case shows an operation parallel 
to an opportunity in your own market area. ; 

You can make this advertising work for you. Ask us for 
reprints; show them to your prospects and customers. You'll 
be surprised how much interest they have for a egg A cee 
and how that interest builds extra sales for you. Write for 
reprints .. . The Dumore Company, Dept. 44, Racine, Wis. 
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Jt takes TOP QUALITY 
to stay on TOP 


The chief reason why so many Distributors prefer to 
sell Johnson Universal Bronze is its uniform, high quality. 
They particularly enjoy the freedom from complaints, 
rejections or customer dissatisfaction. They like to sell 
a product that they can guarantee . . . unconditionally 
. . . to deliver top performance for the greatest length 
of time. After all, the gauge of quality is the service a 
product renders the user. In this respect there is no 


higher quality bronze than Johnson UNIVERSAL. 


v7) 
Distributors like to do business with Johnson Bronze. 
We know the problems they encounter in selling. We 
appreciate the value of good service to their customers. 
We realize the importance of a wide and constant 
margin of profit for them. We help to make their job 
easier by consistent advertising, sales help and real 
factory-distributor cooperation. 


Catalogue 


76 Pages, completely illus- 
trated lists and describes the for on bearing bronze? Why not write for complete 


most complete Sleeve Bear- details—TODAY. 


JOHNSON BRONZE COMPANY 


Isn't this the type of franchise you have been looking 


It's FREE. 





Sleeve Bearing Headquarters 
535 SOUTH MILL STREET + NEW CASTLE, PA. 


Bh 
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a4 like gold, the pure manila 


fibre you. get in famous Columbian Tape-Marked 
Rope is the standard of matchless quality. 


From the leading fibre-producing plantations 
of the Philippines, Columbian buys only the 
choicest fibre. 


It’s thoroughly cleaned. It’s graded and classi- 


fied by Columbian’s own inspectors. It’s rigidly 
inspected by government officials. Then - and 
only then—is the fibre sent to the Columbian 
Mills at Auburn, N. Y. 


From fibre to Tape-Marked Columbian Rope 
. every step is quality-controlled for your 
satisfaction. 


COLUMBIAN ROPE COMPANY 


320-50 Genesee St., Auburn, “The Cordage City,” N. Y. 


PURE MANILA ROPE | 
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ASBESTOS PAPER—A standby 
for many pipe and electrical 
insulation uses; for lining 
ovens, making gaskets, wrap- 
ping furnace pipes. Flexible, 
tough, efficient. 


ASBESTOS MILLBOARD — For 
fire screens, partitions, range 
lining, radiator recesses and 
other uses where heat resistant, 


ASBESTOS & MAGNESIA PIPE 
COVERINGS AND BLOCKS = 
This range of products pro- 
vides efficient insulation for 
all kinds of jobs on tempera- 
tures up to 2000° F. 


MW-50 INSULATION CEMENT =. 


Maximum insulation value; 
toughness, hardness and ex- 


cellent sticking properties. 


fireproof material is required. Easily and quickly applied. 


ASBESTOS INSULATION CEMENTS —For all types of heat insulation 
jobs . . . from pointing up fittings to final surfacing insula- 
tion. Special types for specific requirements. 


MOS FURNACE CEMENT om 
eloped especially for 
nting furnaces, stoves, 
Ppoilers and flue pipes—for 
’ setting or patching refrac- 
tories, cementing joints and 
cracks exposed to heat. For 
temperatures up to 2000° F, 


ASBESTO-sORB — Sweeping 
compound. Keeps floors safe 
— a common-sense safety 
measure in every plant, Fire- 


STOCK proof, efficient, inexpensive. 
ASPHALT PAINTS AND COAT- 
and SELL incs — A wide variety of 


my). se ! : A highest quality asphalt paints 
ge = = “ei the Carey line and coatings for roofing con- 
ANCHES AND 


Be 
2 struction, repair and main- 
PHONE NUMBERS 
Pe eee oe 


tenance . . . all types of roofs. 
BR 
New York—VAnderbilt 6-1530 » Philadelphia~BAldwin 9-6430 


Boston — CHarleston 1725 | Cleveland - HEnderson 6500 THE PHILIP CAREY MANUFACTURING CO. 
Pittsburgh — Federal 2741 St. Lovis — NEwstead 1930 


bh Cincinnati - CHerry 5080 | Chicago - D£arborn’ 4775 CINCINNATI 15, OHIO (—7__ 
Detroit — MAdison 4680 | Seattle ~- SEneca 2351 f Py 
Atlanta — Amar 5451 _ 


In Conade: The Philip Corey Co., Ltd., 1557 MacKey Street, Montreol 25, P. @. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 





It puts your prospect 
in the “YES” mood 


When you get your prospect to say “yes” 
to your first bid for business, your sales call 
is off to a profitable start. 

No other item in your line has a more con- 
vincing sales story and greater natural 
acceptance than Jacobs Chucks. 

Wherever you find drilling machines, 
lathes and screw machines, you find Jacobs 
Chucks in use and in favor. They practically 


sell themselves. 


Jacobs Ball Bearing Super Chucks 
In Jacobs Ball Bearing Super Chucks, you 


have a product that’s a salesman’s dream. 
You can say that it's in a class by itself and 
your prospects will agree. It has always had 
the tightest practical tool-holding grip ever 
devised, and recent improvements have in- 
creased its load-carrying capacity im- 
mensely. 


HEAVILY ADVERTISED 


Your prospects know all about Jacobs 
Chucks. Colorful, two-page inserts in their 
favorite magazines make sure they won't 
forget. Full-color reprints with your own im- 
print are yours for the asking. 

So, lead off with Jacobs Chucks on every 
sales call and watch your sales volume 
follow this tested leader right up to the top. 
The Jacobs Manufacturing Company, 
Hartford 2, Connecticut. 


If it’s a JACOBS... it holds 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 





G@tlas,\S MAKING) F 


NOW GIVES YOU COMPLETE LINES 


BELT and 
DISC SANDER 


8” and 10” 
TABLE SAWS 








Precision-Made to Highest 
 anennee LS | J rs a Industrial Standards 


Merchandising Naturals 


x “The wider the broom, the cleaner the 

WOOD SHAPER . . x sweep” — is a hard-headed, common 

; ™ sense sales axiom that applies full force 

to the outstanding expanded Atlas line 

of bench tools. (6” Jointer and 18” Band 
Saw to come.) DRILL 
Now in one line you can handle the PRESSES 


complete tool requirements of your 
customers. 

Like the long-established, job-proven 
Atlas metalworking tools, the new wood- 
working tools are compact to conserve 
space, precision engineered for lasting ac- 
curacy, and priced low for appeal to the 
widest possible market. 














12” WOOD LATHE 


“ SHAPERS 


24” JIG SAW 
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POWER TOOL HISTORY 


OF METAL and WOODWORKING TOOLS? 
ee Bete LTS 


B} 


iS —_ - 
Backed by Advertising 
to 13,877,793 


Industrial and Consumer Buyers 


In all machine tool history there has 
never been a line of quality tools like 
Atlas backed by the advertising campaign 
now working for Atlas distributors. 

Wherever your industrial buyer is apt 
to look — in his leading trade and tech- 
nical papers or favorite general maga- 
zines — he'll get steady, sound, construc- 
tive reasons why Atlas tools can be helpful 
to him in his business or in his home shop. 

Millions of new prospects are being 
reached for you. Cash in — now! 


and hardy Ns 


Opportunities for aggressive represen- 
tation are open in several key terri- 
tories. Send for full particulars. 


ATLAS PRESS COMPANY 


1010 N. PITCHER STREET * KALAMAZOO, MICHIGAN 
FOR m NG 
eeLWORKING AND WOODWORES 
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GOULDS NEW TYPE 
CELLAR DRAINER 


Has the features that make selling easy 


THE DESIGN of this cellar drainer or sump pump 
makes sense. We took the pump unit out of the sump 
pit and put it on dry land where it operates best. 


CONVENTIONAL SELLING FEATURES GOULDS NEW TYPE 


Vertical submerged type pump Sump pump or cellar drainer 


\ 


1. Nothing in sump pit but 
suction pipe and float. The = 
moving parts—pump and 
motor—are out of reach of 
silt, sand, coal dust, ashes, 
etc., that collect in pit. 





oN eat 














Motor not over the sump ip: Son 


pit. Vapor, moisture or 
fumes from the pit do not 
rise through the motor. 








Unit may be set away from 
sump pit. By using a longer 
pipe between suction elbow 
and pump, you can install 
the pump up to 8 feet from 
the pit. 














Sump pit and strainer easy 
to clean. Unscrew suction 
pipe and float. Lift out of 
pit. Two simple operations 
and you can clean both 
strainer and pit. 





ADDITIONAL SELLING FEATURES 
1. Positive self-priming 
2. Bronze fitted—non-rusting 
3. Standard electric motor 











Write Pump Headquarters for Form No. 4266-J for 
complete information on this new Goulds pump that 
sells itself. Goulds Pumps, Inc., Seneca Falls, N. Y. 
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ADDITIONAL REASONS 
Why it Pays to be a 
Dayton V-Belt Distributor 


@ Dayton is the complete 
V-Belt line. 

@ Dayton V-Belt quality is 
unsurpassed. 

@ DaytonV-Belts are pack- 
aged for low-cost handling. 
@ The Dayton catalogs 
are the most complete in 
the field. 

@ There are factory trained 
Dayton engineers in every 
Distributor's territory. 

@ Dayton supplies adver- 
tising and sales promotion 
materials to fit your par- 
ticular needs. 

@ Strategically-located 
warehouses back you up. 


Behind all the above is 
Dayton’s hard-hitting na- 
tional advertising and 
sales promotion program 
and Dayton’s reputation 
as World's Largest Manu- 
facturer of V-Belts. 


© ‘The Most Complete Manufacturer's 


Information Program We've Ever Seen” 


... says Tom Patton, President, Machinery Sales & Supply Co. 


From a one-man business in a 10 by 
10-foot building in 1927 toa 50-man 
business occupying a three-story 
building utilizing 36,000 sq. ft. of 
floor space in 1948 is the story of 
T.W. Patton and his Machinery Sales 
& Supply Co., Dallas, Texas. Hard 
work and taking advantage of all 
available help outside have been 
two important ingredients in Mr. 
Patton’s success. It means something, 
therefore, when Mr. Patton says: 
“The Dayton Rubber Company's 
Information Program is the most 
complete and helpful program that 
has been presented to us in our 20 
years in the mill supply business. 
We know, from increased V-Belt 
sales, that it has given our men 
power transmission drive knowl- 


edge that most of them never had 
before. Equally important to us, it 
has opened the eyes of our men to 
the sales possibilities of many prod- 
ucts in addition to V-Belts.” 

The Dayton Rubber Information 
Program was designed to help mill 
supply salesmen sell more... and 
better... power transmission drives. 
The program includes moving pic- 
tures, chart talks, slides and other 
change-of-pace materials that hold 
the salesmen’s interest. If you have 
not already scheduled this program 
for your sales personnel, call your 
Dayton district office today. 

If youare not a Dayton Distributor, 
write for the address of your nearest 
Dayton office to The Dayton Rubber 
Company, Dayton 1, Ohio. 


Dayton Auber 


THE MARK OF TECHNICAL. EXCELLENCE IN NATURAL AND SYNTHETIC RUBBER 
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Ask the man who uses a Delta File. ‘‘Sure,’’ he'll 
tell you, ‘“Delta files remove much more metal 
with no extra effort. They file faster. Save 


time. Cut labor costs.” 


Question the foreman or superin- 
tendent. He'll report, ‘Delta Files 
last longer. It takes less Delta Files 

to do any filing job.” 


For a really accurate answer 
watch the Duplex File Test- 
ing Machine. Impartial 
tests show Delta Files re- 
move on the average, 

25% more metal under 

identical conditions. 


Simply clamp a 1 in. square metal bar in your vise. Take 100 
strokes with a DELTA File (both sides) and collect the filings. Now 
do the same with your present files. Weigh the filings and 
compore results. Surprised? This test has convinced thousands 
of file users that DELTA gives better filing in less time and 
CUTS COSTS. 


DELTA FILE WORKS, INC., PHILA. 37, PA. DELTA 


DELTA MAKES A COMPLETE LINE OF = FILES 


* " ‘ ek 


* 
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AL "MEET THE 
NEW. ALLEN BOX" 
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Allen 
Distributors 


iLLEN , 
i 0 ee eg 


my TALLTy 


EN "YOUR GUARANTEE OF 


w ARNIN G 
Allen-TYPE screws 
aren't necessarily 
Allen-MADE. Gen- 
vine Allens in the 
new distinctive 
black & silver box. 


OLD ONLY THROUGH 
LEADING DISTRIBUTORS 


GETTING GENUINE ALLENS” 


° u 
NEW YORK, CLEVELAND, DETROIT, CHICAGO, LOS ANGELES 
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This advertisement appears 


in seventeen September and 


October 


industrial magazines. 


issues of leading 


This new box in which all Allen 
Head screws, keys and Allenuts* 
are now packed is designed to add 
modern eye appeal and provide a 
package that won’t show grease 
and finger marks. 


It is a carefully planned step in our 
program to identify Allen products 
. and emphasize the difference 
between screws that are merely 
Allen-type and genuine Allens. 


Because so many users want Allen 
screws and suppose they are getting 
them so long as a distributor sup- 
plies hex socket screws, we urge 
you to tell your customers about 
this new box... the easy way to 
identify genuine Allens, 


*Patent applied for 





Some Ropes Foot you 





\ 


U-W 6X19 LANG LAY FILLERWIRE 22 ( 

CONSTRUCTION (WITH ILW.R.C.) Zi 
1S GOOD FOR TRENCH HOES OR 
BACK DIGGERS BECAUSE LANG 
LAY CONSTRUCTION OFFERS 4. nb 
GREATER RESISTANCE To ABRASION \pefP”| /P 
ANO BENDING FATIGUE ox 
































i! 
\) 


SSS OW 
fh Al 


FOR CLAM SHELL CRANES, U-W 6X19 
REGULAR LAY FILLER WIRE 
== CONSTRUCTION (WITH L.W.R.C.) /S 
=. BETTER BECAUSE ITIS MORE RESISTANT 
-, TO CRUSHING AND DISTORTION 
— CAUSED BY HIGH RADIAL PRESSURE 
ANO MULTIPLE SHEAVE REEVING 


—S Pm >, 
Pier 
For longest and best service, always specify 


U-W LAYRITE (Preformed) IMPROVED PLOW STEEL 


UPSON-WALTON IS THE ONLY MANUFACTURER OF ALL 4ecee 
Wire Rope, Tackle Blocks, Wire Rope Fittings, Brattice Cloth. 
We invite you to let us engineer your problem jobs. 


Copyright 1948—The Upson-Walton Company 


THE UPSON-WALTON COMPANY 


Manufacturers of Wire Rope, Wire Rope Fittings, Tackle Blocks, Brattice Cloth 


Wan Offices and Factory: Cleveland 13, Ohio 


114-Broad Street 3525 West Grand Ave 241 Oliver Building 
New York 4 Chicago 51 Pittsburgh 22 
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, What proportion of tin and lead in a solder will give the 
greatest solidification range? 


, The proportion of 19.5% tin and 90.5% lead. 


Solders with a tin content of 37.5% to 45% are the most popular 
for wiping purposes because all in this group have a solidification 
range large enough to permit ease of working. Most popular 
among general purpose solders is the 40% tin-60% lead com- 
position. For electrical joining work, where rapid solidification 


is desirable, solders in the 45% to 62% tin range are most common- 


Federated Research, through scientific 
laboratory and field testing, has deter- 


mined the right solder for almost every job. 


Federated Production, through step-by-step quality control, offers 


this right solder to you in precisely regulated composition. 


Federated Sales, in 29 offices across the nation, will arrange 
speedy delivery of solder for you in any composition, shape Or 
form—acid core, rosin core, solid wire, body, triangle, strip. wip- 
ing, segment, bar, pig. drop. foil or ingot. 


If you want basic, easy-to-read information about solders, write 
for Federated Bulletin No. 87, “Some Properties of Soft Solders.” 
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high pressure 
packing 


The quality of R/M High Pressure Packing No. 122 is typical of the per- 
formance built into all R/M Packings. 


No. 122 consists of a specially compounded resilient, heat-resisting rubber 
core, wound with bias-cut, long-fibre, asbestos cloth. It gives exceptional 
service on valve stems and steam or air reciprocating rods where surface 
speed does not exceed 600 feet per minute and temperature is not over 
600° F. 


A variation of this packing is No. 121, in which a core of asbestos cloth, 
backed with a resilient rubber cushion, is covered with asbestos cloth. 
No. 121 gives long and satisfactory service on steam hammers, steam 
pumps, steam engines, air compressors, valves, and other equipment where 
temperatures are not over 600° F. 


Both packings are furnished either in coils, rings or spirals. They are but 
two of the many time-tested R/M Packings available to authorized R/M 
distributors for their customers’ special needs. All R/M Packings for 
maintenance and replacement are sold through authorized distributors only. 


R/M No. 122 





RAYBESTOS-MANHATTAN, INC. © 


ASBESTOS TEXTILE & PACKING DIVISION 


Manheim, Pa. + Bridgeport, Conn. + North Charleston, S.C. « Passaic, N. J. 


We also manufacture a complete line of Asbestos Textiles, 
Friction Materials, and Industrial Rubber Products. 
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Rugged Construction 


Correct Dosidily d Top Performance 


Mean Long Life an 


N early 50 years of experience and 
know-how have gone into the de- 
velopment of modern Century Direct 
Current motors. From this background 
Century engineers have developed 
a complete line of DC motors from 
1/6 to 300 horsepower — available 


for any application where direct 
current is used. Century 3 horsepower Direct Current 
open rated (1249A) ball bearing motor, 


Typical applications are wire equipped with protecting covers 
drawing machines, steel mill appli- 
cations, machine tools, motion picture machines, marine equipment 
on shipboard, cranes and hoists, oil field equipment and applications 
requiring adjustable voltage speed control. 


Here are some of the construction features that make 
them rugged, sturdy, dependable sources of electric 
power. 


Rugged steel frame with accurate machining. Stays rigid, main- 
tains proper air gap between field and armature. Windings are 
neat, compact, thoroughly saturated with insulating compound. 


Armature is built upon a stiff steel shaft. Mica insulated commu- 
tator is large. Large fan assures adequate ventilation. 


position. Rugged construction contributes to long life. (Shown 
mounted on inside bearing cap.) 


Illustration is of a splash proof end bracket assembly for ball bear- 
ing motor. Accurately machined to maintain shaft in alignment. 


3 Strong, durable brass brush holder keeps brushes securely in 


These and other features of Century Direct Current motors contribute 
to their long life of top performance. 


In addition to DC motors, Century builds a complete line of electric 
motors and generators from 1/6 to 400 horsepower to meet the require- 
ments of industrial and commercial applications. 


Popular types and ratings are available from factory and branch 
office stocks. 


Specify Century motors for all your 
electric power requirements. 
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—— Steel pipe, is first choice 
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—for the great hotels of the world 


Forty-seven floors of luxury, occupying an entire 
city block, the famous Waldorf-Astoria has no equal 
in the hotel world! Into the building of this dream 
hostelry went the finest architectural and engineering 
experience in the land . . . and the most modern and 
appropriate materials and equipment that money 
could command. 

The Waldorf-Astoria’s great labyrinth of stee] pip- 
ing, for the heating lines, soil, waste and vent lines, 
fire, air conditioning, and vacuum lines, can be 
1 Frater in terms of hundreds of miles and thousands 
of tons! 


For such vital services, steel] pipe is the first 
choice of technical men who judge the qualifica- 
tions of every material and product in terms of 
adaptability, serviceability, durability, and cost. These 


‘qualities of stee] pipe which made it the predominant 


choice for this cathedral of comfort are the same 
qualities that have made it the predominant choice 
for all types of buildings the country over. 


Yes, steel pipe is first choice! 


The interesting story of ‘Pipe in American Life’ 
will be sent upon request. 


OF AMERICAN IRON AND STEEL INSTITUTE 
350 Fifth Ave., New York, N. Y. 
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Easy as turning a doorknob ~~ 


—a “twist” that helps you 
sell more ball bearings 


Here is a money saver your customer can see... on 
conversion jobs and new equipment installations. Put 
a Fafnir Wide Inner Ring Ball Bearing in his hands 
and let him sell himself. Let him see how it slip-fits on 
any standard inch dimension shaft and locks with a 
twist of the wrist ... double-locks with a turn of the set 
screw. No shoulder to machine! No threading! No 
lock nuts, sleeves or adapters! Removes as easily. But 
ease of mounting is only one of the advantages this 
hearing gives him... 


Foul-proof seals 


Shaft misalignment can’t displace the seals 

on this bearing. They’re integral with the 
hearing ... move with the bearing and shaft. It’s the 
Mechani-Seal, a labyrinth of interlocking steel plates 
which traps in lubricant and traps out dirt, dust and 
moisture. 


Easy to make self-aligning 


See that rounded contour on the outer ring? 

A simple machining job on any type hous- 
ing gives a matching contour in which the bearing 
moves freely yet is always square with the load. 


Simple, inexpensive housing 
The cut-away Fafnir Pillow Block shows how simple 
the housing can be for this Wide Inner Ring Bearing. 


MOST COMPLETE LINE IN 


AMERICA 


Simple grooves on the inside surface of the housing 
conduct lubricant from the port at the top, around the 
exterior of the bearing and into the bearing through 
two holes in the outer ring. Since this bearing is com- 
pletely self-sealed, no baffles, shields or other extra 
housing pieces are needed, Fafnir makes a complete 
line of housings 
for transmission 
units... pillow 
blocks, hanger 
boxes, cartridges, 
fan boxes and 
take-up units. 


We’re telling your customers... 


Full page advertisements in leading industrial publi- 
cations as well as in the “Fafnir Dragon” are telling 
your customers about this easiest of all ball bearings to 
install and remove. Just one more reason why Fafnir 
Distributors have a nice edge on plant equipment busi- 
ness. The Fafnir Bearing Company, New Britain, Conn. 
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FP... Bronze Bars and Standard Bearings are 


procurable from distributors’ stocks in many hundred 


cities. 

The name Bunting long has been synonymous with 
finest quality. The availability is immediate—from your 
nearest Bunting Authorized Distributor. Write for Cata- 
log. The Bunting Brass & Bronze Company, Toledo 9, 


Ohio. Branches in principal cities. 


43 


BRONZE BEARINGS x BUSHINGS PRECISION BRONZE BARS 
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ROLLER CHAIN DELIVERIES 


| \ 


AS NEAR AS 
YOUR PHONE 





If deliveries of roller chain are slowing your sales here’s how you can speed them 
along right now! Just reach for your telephone and call Atlas for quick deliveries on 
roller chain designed to meet all American Standard Chain specifications. 


Some of this "precision-made” Atias Roller Chain can be taken right out of stock and 
shipped to you immediately. All of it has been scientifically engineered to transfer 
power or motion without slip or loss of efficiency and with positive control. Atlas 
Chain drives are quiet because they consist of precision-made bearings rolling at 
every point of contact. These bearings—pins, bushings and rollers —are of specially 
selected steels, hardened and finished to Nth degree tolerances. 


The skill, experience and precision that goes into every link of Atlas Roller Chain is 
your assurance of satisfied customers and repeat sales. The quick deliveries now 
available on Atlas Roller Chain offer you the opportunity to capitalize on these sales 
right now. Start now ... wire or phone for full details. 


MANUFACTURING CO. 
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Distributors! 


Get 
Full Protection 


With This 
Bristol 
Franchise 


OU’LL do yourself a good turn the day you tie in with 
4 Bristol. Recognizing the essential part the distributor plays 
in our American economy, Bristol has prepared this simple, 
clearly written franchise which protects your vital interests 100% 
— with no “‘ifs’’, ‘ands’ or “‘buts’’. Here it is in black and white! 


BRISTOL DISTRIBUTOR POLICY 


1. We believe the distributor is 
vital to the efficient and prof- 
itable distribution of Bristol 
Socket Screws. 


2. We believe that these Bristol 
products should be restricted to 
acknowledged distributors of rep- 
utation and financial responsi- 
bility, having adequate facilities 
for stocking, selling, servicing. 


3. We believe that the distrib- 
utor is entitled to a reasonable 
profit. 


4. We believe that it is part of 
our responsibility to constantly 
widen markets and to build turn- 
over into our product — through 
properly directed sales promotion. 


5. We will make every effort to 
direct business through our es- 
tablished distributors. Should an 
order come direct to the factory 
it will be either billed through the 
distributor or a commission credit 
will be issued the distributor. In 
cases where large customers pre- 
fer to buy direct, we shall sell di- 
rect only with the distributor’s 
approval. 


6. We appoint no more distrib- 
utors in any one territory than 
the market justifies, no more 
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than can get adequate volume at 
a profit. We have set up a system 
of distributor discounts and sug- 
gested resale discounts which we 
believe insures to the distributor 
a desirable return on his in- 
vestment. 


7. We are investing in a strong 
advertising program to strength- 
en old markets and cultivate new 
markets for our distributors. 


8. Bristol factory-trained sales- 
men are ready at all times to as- 
sist Bristol distributors. In an 
emergency, Bristol has men to 
back the distributor in 31 key 
cities. 

9. We consider it our responsi- 
bility to supply distributors with 
adequate sales, engineering and 
promotional material. 

A Bristol representative will be 
glad to tell you more. Write THE 
BRISTOL COMPANY, Mill 
Supply Division, 126 Bristol Rd., 
Waterbury 91, Connecticut. 
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a YOUR 
CUSTOMERS’ MONEY 


@ It’s acinch to cut pipe extra fast with the new 
efficiency-balanced RIGID cutter. Extra cutting 
power comes from the heat-treated tool-steel blade; 
tough and thin, it rolls easily through any kind of 
pipe—leaves practically no burr— 

tracks perfectly. Every cutter factory 

tested. Choice of five sizes to 6” 

pipe; four-wheel cutters to 4”. Sell 

the favorite of pipe experts all over 

the world — RIGID cutters, your 

customers’ favorites. 


Nos. 42 and 44, 4-wheel 
cutters for fast quarter- 
turn cutting. 


i 


yricsS(bp Cutter with thin blade 


wheel rolls easily through all kinds of pipe 


IT PAYS YOU TO SELL 
THIS EXTRA EASY 
t 


OF SMALL PIPE 





[EER SR 


RIZaID OOR Ratchet ican 


give quick, clean threads on '/2” to 2” pipe 


@ No bothersome get-ready with these handy little 
RIAID Threaders. Just snap in'size die head 
needed and go to work. Even on close-to-wall 
threads there’s no fuss or trouble—no extra 
dies required. These RIFA0D Threaders 

make it easy to get clean, quick threads 

on all kinds of small pipe. Sturdy 

steel and malleable construction—long 

life heat-treated tool-steel dies. No. 

OOR \%” to 1” pipe; No. 111R, %” to 

1"; No. 12R \%" to 2”—all profitable 

fast turnover items. 


Free handy 
carrier for 
any group 
of sizes. 
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Rust, corrosion and deterioration take an estimated $6,000,000,000 
annual toll. Much of this loss can be prevented by the use of 

bd corrosion-resistant equipment and protective coating materials. 
Industry s Koppers is one of the largest manufacturers of specialized 
coatings to protect metal, concrete and masonry. These coatings 
eonne are waterproof, resistant to chemical fumes, sunlight, and in- 
Sep Billion dustrial atmospheres. They have an unequalled performance record 
in virtually every industry. Application requires no special skill. 
Koppers Protective Coatings include: Bituplastic,* Bitumastic 


*robler No. 50, Bitumastic Super-Service Black, Bitumastic Tank Solu- 


tion, Bitumastic Black Solution, and Bitumastic Hi-Heat Gray. 
*Trade Mark Reg. U.S. Pat. Off. 


KOPPERS COMPANY, INC, 2{PARTMENT 
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KOPPERS 
J Loyiie ih, wae) Wil (chweze) 
INDUSTRIAL MAINTENANCE 
ARE SOLD THROUGH 
INDUSTRIAL DISTRIBUTORS 
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fy 
NEW C&celand BRIDGE REAMER /- | 
Has Been Completely Redesigned K pL 
and Greatly Improved... 


@ You'll say it’s the best Bridge Reamer you ever 
used! <> Months of research and experiment 

. in our laboratories and in the field . . . went 
into this all-new tool. Taper, flute shape, clear- 
ance, chamfer—every detail has been carefully 
engineered to give you easy feeding and long tool 
life. <> Next time you order, ask your Indus- 
trial Supply Distributor for the new Cleceland 
High Speed Bridge Reamer. 


<> 


THE CLEVELAND TWIST DRILL CO. 

1242 East 49th Street Cleveland 14, Ohio 

Stockrooms: New York 7 * Detroit 2 * Chicago 6 * Dallas 1 + San Francisco 5 
Los Angeles 11 « London W. 3, England 








“CLEVELAND” DISTRIBUTORS EVERYWHERE 
are ready to serve you! 





> 
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“Come, now, Ferdinand! 
| know that Armourclad 
Disc makes your work 
easy, but that doesn’t 
mean you should take off 
on a mental cruise.” 


Mr. Distributor ! 


Here are four reasons why it pays 
to handle Armour Coated Abrasives: 


1. A Complete Line of Coated Abra- 
sives to meet the grinding and fin- 
ishing requirements of every one of 
your customers and prospects. 


2. Quality of Product insured by strict 
control through every phase of man- 
ufacture. 


3. More Freedom from Competition 
from either your source or other dis- 
tributors within your territory. 


4. National Advertising to open the 1, STRONGER RESIN BOND! 
door for faster sales appears in lead- 
ing publications like these! tee 2. HEAVIER FIBRE BACKING! 


3. SHARPER CUTTING ACTION! 


AICO”. Ee ARMOURCLAD RESIN FIBRE DISCS 


For Faster, More Productive Metalworking 


Actual production tests have proved that 
this new disc cuts faster. This greater initial 
rate of cut lowers production costs, reduces 
labor costs. 


The new Armourclad Resin Fibre Disc cuts 
faster longer because its special resin bond 
gives better grain adhesion—greater resistance 
to heat and humidity. 


Better for all disc operations, the new 
Armourclad Resin Fibre Disc gives faster, 
more productive metal working — is especially 
good for severe grinding jobs. 


We recommend buying through 
your Industrial Distributor 


ARMOUR and Company 
Caled Abrasives Divisim 


1355 WEST 31ST STREET * CHICAGO 9, ILLINOIS 


AMOUR) (ARMOUR) ¢ 


ARMOURCLAD# 


meu hrm Of, 
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RAINBOW V-BELTS 





UNITED STATES 
RUBBER COMPANY 
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Hose 


“BUY BILLINGS FROM THE 
BILLINGS DISTRIBUTOR.” 


This statement is told to me- 
chanics and other wrench users 
each month, in full page space, 
in the most read industrial mag- 
azines. 


we 


~. 


BILLINGS 
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In these fumbers! 


@ Wherever you need security—in your plant 
or in the products you make—look to 
CHICAGO Locks! 

CHICAGO Locks are expertly engineered 
for maximum resistance to unauthorized open- 
ing. Provide you with protection at its best. 
Made of finest materials, CHICAGO Locks 
operate positively and dependably . . . give 
years of trouble-free service. Easy on your 
budget, too, because CHICAGO Locks are 


BETTER BUILT—INSIDE AND OUT 


priced for economy and are installed quickly 
and easily. Available with disc-tumbler, criss- 
cross tumbler, regular pin-tumbler and ACE 
7-pin-tumbler locking mechanisms. Type 
optional in most models. 

It all adds up to safety—and economy—in 
these CHICAGO numbers. Ask your jobber or 
write today for data sheets and prices on the 


full CHICAGO line. 


Chicago Lock Co. 


2024 North Raeine Avenus 


Chicago 14, Illinois 
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SAA ‘SURE-GRIP’ 
[PULLEYS a SHEAVES 








SAME Interchangeable Hub 


Now, the one-piece, flanged and split tapered ‘'Sure-Grip"’ Hub—applicable 
to both “Sure-Grip" Pulleys and Sheaves—permits you to carry a stock of 
pulleys and sheaves without an additional stock of hubs. 
Write for detailed information. 
Y} 


T. B. SONS CO., CHAMBERSBURG, PA. 
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Powell makes valves by the thousands. 
We have to in order to satisfy the nation-wide demanc. 


But don’t be misled! We know that quality often suffers 
through so-called ‘‘mass production’’ methods. So every 
Powell Valve from a standard small bronze globe to the 
most special design for corrosion resistance is given 
the most meticulous, individual attention. That’s why 
Powell Valves have such an outstanding reputation for 
long life and dependable performance in every branch of 
industry. It pays to install Powell Valves. 


Fig. 190—150-pound Iron Body 
Bronze Mounted ‘‘Irenew”’ Globe 
Valve. Has screwed ends, union 
bonnet and regrindable, renew- 
able wear-resisting ‘‘Powellium” 
nickel-bronze seat and disc. => 








Fig. 301—125-pound Iron Body Bronze Fig. 1460—Iron Body Bronze 
Mounted Giobe Valve. Has flanged ends, Mounted ‘‘Master Pilot” Gate : 
outside screw stem, bolted flanged yoke. Valve, with screw ends, rising Fig. 1503 — Class 150-pound 
renewable bronze seat and disc holder with stem, bolted flanged bonnet Cast Stee! Gate Valve. Flanged 
renewable composition disc. and tapered solid wedge. Fig. 1561—Class 150-pound Cast ends, bolted flanged yoke, out- 
Steel Swing Check Valve. Flanged side — —— stem and ta- 
2. .s > o ends and bolted cap. The disc has pered solid wedge. 
The Wm. Powell Co., Cincinnati 22, Ohio ample lift to permit full, straight- 
way, unobstructed flow through the 


DISTRIBUTORS AND STOCKS IN ALL PRINCIPAL CITIES valve body. 
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—the Kaufman Process 


Wise buyers of machinery and equipment watch for safety 
and maintenance factors—know what to look for in the 
way of sturdy accessible fasteners that facilitate adjust- 
ments, set-up changes and repairs. 

Cleveland High Carbon Heat Treated Cap Screws are 
dependabie for strength, accurate fit and clean-running 
threads. They cost very little more than ordinary cap 
screws, yet they have all the desirable qualities recom- 
mended by metallurgists and engineers. Cleveland makes 
a full range of sizes including diameters up to 1% inches. 
Write for more information and prices, 





Cleveland Specialization assures you 
highest standards in fasteners. 


CAP SCREWS MILLED STUDS SET SCREWS 


(cup point) 
Square head 
Fillister Socket 











CLEVELAND oe EAST 79TH ootange Aes os ith 
bfienes | 


ST E 6 E +) S — Se ee ‘ial eae: Chicago and Philadelphia 
Brice” S| apt reer, Jobber for Cleveland Fasteners 
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DON’T OVERLOOK THEM! 


You'll find it pays to keep your eyes open for sprocket 
sales. When you're visiting a customer, check over 

his sprockets. Chances are you'll find some that need 
replacing . . . that are so worn that they cause excess wear on 
the chains. You'll not only be helping yourself... 
you ll be helping your customer to better service 

at lower maintenance costs. 

Rex Sprockets are available for quick delivery in all 
standard sizes. They are engineered with a tooth 
formation designed for smoothest chain operation .. . * 
built of highest quality materials to give longer life 

to both chains and sprockets. Start your Rex Sprocket 
selling program today. We'll be glad to give you 

any sales data you want. Chain Belt Company, 

1622 West Bruce Street, Milwaukee 4, Wis. 


ma REX 


Compan’ 
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Important news 
about J-M’s new 
Ramie Fiber 


packing / 





NAVALON lasts longer because it contains 
more lubricant and retains more lubricant 


Navalon is important news to you and your customers 
... because it is an entirely new packing . . . another de- 
velopment of the J-M Research Laboratory. 








Navalon—made of ramie, the strongest of all natural 
fibers—outlasts other packings because it contains more 
lubricant to begin with . . . and because it retains more 
lubricant in service. 

Navalon is abrasive-free and rot resistant ... delivers 
outstanding performance on pumps, elevators, accumu- 
lators, presses, and reciprocating rods and plungers... 
operating against fresh or salt water, brine, cold oil, and 
other liquids. 

Navalon is a new sales leader added to the J-M packing 
line to help you introduce J-M packings to new customers 
...to help you serve regular customers more effectively. 
For prices and delivery information write to Johns- 
Manville, Box 290, New York 16, N. Y. 


IM 


P 


Johns-Manville 
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YOU'RE 0 ‘K WITH u -K AND THESE 


@ ORIGINATORS OF SELF-TAPPING SCREWS . 


PARK 
SELF-TAPPING 


FOR EVERY METAL AND PLASTIC ASSEMBLY 


5 OTHER PARKER-KALON PRODUCTS: Cold-Forged Socket Screws, Wing Nuts, Thumb Screws 
Hardened Screwnails and Masonry Nails - Shur-Grip File and Solder Iron Handles 


@ ONLY COMPLETE LINE 
@ 35 YEARS’ APPLICATION EXPER 


@ EXPERT ASSEMBLY ENGINEERING 

@ UNSURPASSED QUALITY CONTROL LABORATORY 
@ STRONGEST SALES PROMOTION 

@ UNVARYING JOBBER PROTECTION POLICY i 


@ PRODUCT DESIGN LEADERSHIP 








QUALITY CONTROL facilities at Parker- 
Kalon include a fully equipped testing 
laboratory, with an investment in 
equipment and skill that made history 
in the fastener industry. Distributors 
can be sure P-K products measure up to 
the highest standards. Their customers 
can depend on uncompromising uni- 
formity, because this vigilant quality 
control of P-K Screws eliminates the 
“doubtful screws” . . . screws that look 
all right, but some of which may fail to 
work right. The customer confidence 


EXTRAS max rar 







TENCE 





72 


INDUSTRIAL 


SOLD ONLY THROUGH 








thus gained pays off in continuous 
repeat business for P-K Distributors. 
IT’S ANOTHER P-K EXTRA... one of the 
many extras that make P-K a leader 
in the fastener industry, and give 
P-K Distributors the advantage that 
clinches sales. 

AND THAT'S WHY P-K, the original line of 
Self-tapping Screws, continues to be the 
line preferred by progressive distribu- 
tors everywhere. Parker-Kalon Corp., 
200 Varick St., New York 14, N. Y. 


< sr ® 


ACCREDITED DISTRIBUTORS 







ER-KALON 
SCREWS 


Metal Punches - Damper Regulators and Accessories 
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USG HELPS YOU SELECT GAUGES 


SUPERGAUGE 


An instrument of test gauge accu- 
racy, designed for many years of 
service in heavy-duty indus- 
trial installations. Withstands 
excessive vibration and 
pulsation and provides 

a safe positive check 

on process control. 


ALL-PURPOSE PRESSURE GAUGE 


An economically priced pressure gauge 
manufactured to commercial accuracy. 
It has a phosphor bronze bourdon 
tube and a corrosion-resistant move- 
ment. It’s smart in appearance and 
dependable in performance. 


6 out of 10 Manufacturers 
Buy US Gauges — 


CHEMICAL GAUGE 
Clean-Out Type 
Designed for service in chem- 
ical and processing plants for 
use on heavy viscous fluids 
that tend to clog. Supplied with 
precious metal Seens and 
assemblies for highly corro- 
sive chemical application, 
Diaphragm is easily re- 
moved for cleaning. 


BOILER GAUGE 


For use on hot water heat- 

ing systems. Indicates on 

one dial: water temperature, 

head of water above gauge and 
pressure in system. Rugged con- 
struction with easy-to-read dial. 
Available in round or square case. 


the World’s Largest Family of Instruments 


ULTRAGAUGE 


A superior yw: gauge of top-most ac- 
curacy and durability, designed espe- 
cially for chemical and oil refinery: _¢ 
applications. Furnished in 4%”, .“ 
6”, 84%”, 12” and 16” dial sizes,” 

. .. from vacuum up to o 
100,000 pounds per square ,¢ 
inch pressures. , 


REFRIGERATION GAUGE 


Important features include: adjustable 
hub pointer, broad easy-to-read lu- 
minous dial, removable screw check. 
Low side gauge has 1” and 1 Ib. 
graduation and is protected to 200 
Ibs. overpressure. Also available 
with external calibrator and re- 
tarded movement. 


1 The Truth 


HYDRAULIC GAUGE 


or built to give continuing 
and accurate measurement of 
hydraulic pressures. The ex- 
tra heavy-duty movement is 
designed to withstand the 
severe shocks and rugged 
service required of gauges 
when installed on hy- 
draulic presses an 
. Diesel engines. 


. 


WELDING GAUGE 


This well designed gauge 
inco’ satnetivecainey thew: 

out features in the low as 

well as the high pressures. It is 
especially designed to withstand 
rugged bend ing. It is a tough 
gauge for a tough job. 


Get your copy of our 
New Folder describing 
many USG Products. 


Cu and Mad. Les Coupon Today! 


UNITED STATES GAUGE 


DIVISION OF AMERICAN MACHINE AND METALS, INC. 
SELLERSVILLE 26, PA. 


Without obligation or cost please send me a copy 
of your new helpful folder. 


Tite 
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by 
BuTTERAELD Divisions, DOF 


During 1948, in foremost, 
carefully selected magazines, 
Union is publishing a total of 
1,168,200 hard-hitting, full- 
page-and-color sales messages 
to users of cutting tools through- 
out industry. 

When your customers read 
these messages — as they surely 
will —they’ll see striking illus- 
trations pointing up the dramat- 
ically repeated fact that: “No 
OTHER CUTTING TOOL WILL 
OUTPERFORM A UNION.” And 
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they’ll see, prominently fea- 
tured in every ad, this all- 
important advice: ‘CONTACT 
YOUR LOCAL DISTRIBUTOR.” 

Union’s fast-growing promo- 
tion is carefully planned to 
maintain the distributor’s key 
position in the sales picture. 
And as this promotion snow- 
balls along you’ll find continued 
100% cooperation building big- 
ger business for Union Cutting 
Tools—and bigger volume and 
profits for you. 


Right Now!... 
UNION IS 
BUILDING 
BUSINESS 
FOR YOU 

With Over 


1,000,000 
Sales Messages! 
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cutting tool © 
will outperform 





UNION: 





UNION TWIST DRILL COMPANY; 
Athol, Massachusetts 


MILLING CUTTERS + GEAR CUTTERS + TWIST DRILLS 
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We own and operate S. W. CARD MANUFACTURING CO., Division, Mansfield, Mass. i ERS » CARBIDE CUTTING TOOLS 
BUTTERFIELD DIVISIONS, Derby Line, Vt. Rock Islond, Quebec. Manufacturers of Tops, Dies, ee ee ee 
Screw Plates, Reamers 
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Talk of the Trade 


A STUDY IN NAMES: Inasmuch as Carl and Mack 
Marshall (Marshall Tool & Supply, Los Angeles) are 
twins and are married to twin sisters, it would not be 
surprising if some day twin boys arrived in one of the 
families . . . The Marshall countermen, keeping the 
customers’ interests in mind, have decided that should 
this happen, the boys should be named Harry and Hal 
... The idea behind this is that if a customer can’t get 
an item from Harry, he can go to Hal. 


ON THE SPOT: We've often wondered if it could 
happen, and now it has—to Carl McWade, Skilsaw adver- 
tismg manager . . . Carl attended a N.I.A.A. (National 
Industrial Advertisers’ Association) golf outing recently 
and held the lucky number for a prize—a Thor electric 
drill . . . His “acceptance speech” went something like 
this: “It’s a good drill, too—-No, I mean also—I mean 
aside from our . . . Aw nuts!” 


ANNIVERSARIES: Congratulations poured in on 
H. W. Goodall (Dixon Valve president) recently when 
he completed 60 years of business activity in the mechan- 
ical rubber goods field and celebrated his golden wedding 
anniversary. 














IN THE FALL: Even though there seems to be little 
connection, in a business way, between the industrial 
supply business and baseball, it’s amazing how many 
calls distributors in the World Series cities are receiving 
these days . . . Top flight football games hold the same 
attraction. 


PROMOTION CONSCIOUS: Ray J. Nagy believes in 
advertising the fact that he’s New England and eastern 
New York representative for E. C. Atkins . . . After 
establishing a five-year perfect driving record, Ray found 
he was entitled to Connecticut license plates bearing 
letters only . . . His car now carries tags that boldly pro- 
claim § A W §. ... The combination of letters was 
Ray’s third choice . . . He tried first to get EF C A, the 
initials of his firm, and then tried to get S A W, but 
both combinations had been taken. 


A-HUNTIN’ WE WILL GO: Fred Liefer (Zonne Elec- 
tric Tool Co., Los Angeles) was writing to a mail order 
customer in South Dakota and added a personal query .. . 
He inquired if the hunting was good in Dakota. . . It 
wasn’t long before Fred got a reply telling him the area 
was alive with game . . . “Pheasants are so plentiful you 
don’t have to shoot them, you just hit them over the head 
with clubs. You’d better plan to come at once”... 
Fred’s enthusiasm knew no bounds . . . He was just 
beginning to pack his bags and clean his guns when a 
second letter arrived . . . This one said the first letter 
was a slight exaggeration and that maybe Fred should 
postpone his trip . . . Fred was a bit deflated but the 
climax came when No. 3 letter arrived . . . This one stated 
that game had been extinct in the area for the last twenty 
years . . . It didn’t take Fred long to find out that the 
first two letters had come from Al Simmons (Zonne P.A.) 
. . » At last reports, Fred had taken his gun and gone 
hunting—for AT’s scalp. 

R. W. B. 
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Mand proved a million times over... 


this famous Fair Offer builds sales for 


B JENKINS DISTRIBUTORS 


Since 1869...seventy-nine years ago...this 
unusual offer has been continually published 
by Jenkins Bros. Because it has been proved 
as often as it has been published, it serves as 
an invaluable sales aid to Jenkins Distributors. 


Jt makes a straight-from-the-shoulder offer 
to the customer. And, because Jenkins Bros. 
stands solidly behind the offer, it provides an 
invaluable asset to the Jenkins Distributor . . . 
helping him build business .. . a warranty for 
every valve he sells. 

The entire Jenkins organization has ac- 
cepted the responsibility imposed by this 
warranty. To meet the challenge of proof, 
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they must continue to design and manufacture 
the finest valves that money can buy ... extra 
value valves that last longer, serve better. 

And to make a good franchise even better 
. . » Jenkins Bros. support their distributors 
with continuous, national advertising, sales 
promotion, sales assistance, prize-winning 
trade show exhibits, and expert engineering 
service. So it’s easy to see why Jenkins con- 
tinues to be the preferred valve franchise .. . 
why year in and year out, it pays, and pays 
well, to sell Jenkins Valves. 

Jenkins Bros.. 80 White Street, New York 13; 
Bridgeport, Conn.; Atlanta; Boston; Philadelphia; 
Chicago; San Francisco. Jenkins Bros., Ltd., Montreal. 
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a Faun OFFER 


Jenkins’ “ Fair Offer” appears in the Jenkins Catalog, in sales 
literature, and again and again in industry-wide advertising. 


VALVES 


SOLD THROUGH LEADING INDUSTRIAL DISTRIBUTORS EVERYWHERE 













FOR 25 YEARS All DISTRIBUTORS HAVE BEEN 


RECEIVING UNQUALIFIED ASSISTANCE 
FROM REPUBLIC RUBBER DIVISION 


Republic Rubber Division’s written 5-Point Policy develops positive and con- 
structive help for distributors. All distributors will benefit when as individuals or as 
a group they construct for themselves a policy of equal strength. Thus, they will join 
Republic in selling industry the idea of the distributor as an economic necessity. 


Twenty-five years ago Republic Rubber pioneered this “distributor necessity” 
idea ...an idea which really is the distributor’s “life line.”” Republic believe in it. 
So do distributors. That stimulates co-operation. 
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RECORD MAKER CONVEY- *\ 
OR BELTING, designed for 
heavy service and severe oper- 
ating conditions, is recom- F 
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25th Anniversary 


REPUBLIC’S 4-POINT POLICY 
(LA 
LUnee 


A line of rubber items sufficiently 
complete to permit effectively sup- 


plying the requirements of the trade 
solicited. 


(ually 


A quality of product uniformly good 
and capable of delivering service 
results that should reasonably be 


expected. 
-_flutce 


A price basis inducing and making 
possible aggressive competition with 
reasonable profit return. 


Sreclom 


Freedom from competition from his 
source of supply, either direct or 
indirect, among the trade covered 
by his day to day solicitations. 


efeling 


Selling helps of reasonable amounts 
so that his sales force may be given 
the advantage of specialized train- 
ae a knowledge of the product 
sold. 






MECHANICAL RUBBER GOODS BY 


NOW AVAILABLE FOR YOU ... REPUBLIC RUBBER 


this folder entitled “Distributors Serve 


You Best” tells buyers how you save 
money for them. It's free . . . give one to 
each of your customers ... how many do 


you want? 








SOP A Bate $7 € R U B BER 2 Ft. 38: Oe 
LEE RUBBER & TIRE CORPORATION ..s« YOUNGSTOWN, OHIO 
Lee Deluxe Tires. & Tubes, Conshohocken, Pa. 











Industrial Distribution — 











New Products 


N™ products—new lines—with the leavening 
effect they have on a distributor's operations 
and on distributor salesmen are perhaps the most 
dynamic force in the supply business. ‘They are a 
stimulant to progress and to new ideas. And they 
certainly give the salesman something different 
to talk about as he calls on the same customers 
month after month. 

This is borne out in striking fashion by the testi- 
mony of salesmen as reported in our September, 
1948 issue. In the questionnaire which was mailed 
to distributor salesmen across the country in con- 
nection with the preparation of this issue, we 
posed the question: What do you find most effec- 
tive in gaining entrance to your customers’ plants? 
As first choice among successful methods, 52 per- 
cent of the salesmen reported that they took a new 
product to the P.A. and that opened the doors to 
people in the plant. None of the other methods 
suggested compared to this in popularity. 

In the same issue, we asked a panel of purchas- 
ing agents what they looked for or expected of 
distributor salesmen. These P.A.’s were unanimous 
in their desire to have salesmen bring new prod- 
ucts to their attention. They admitted they 
couldn’t keep up on all that was new, but they 
felt it was a part of their distributors’ job to keep 
abreast of the latest technical developments and 
bring the cost reducing method to their attention. 


Technological Change 


Ours would be a nice, restful business if it 
wasn’t for the fact that we are in the middle of a 
rapidly changing production technology. New and 
better methods are constantly being developed in 
the plants of the nation, and whole new industries 
are springing up. These new ways of doing things 
are requiring new products and new applications 
for old ones. The complacent distributor who 
turns a deaf ear to the demands of the changes 
going on around him actually loses ground com- 
petitively as the parade moves on. 

Think of the changes of the last 25 years. It 
doesn’t take an old timer in this business to recall 
the products of the 20’s which have passed out of 





the spotlight in distributor importance and have 
been replaced in sales volume by newly developed 
items. We don’t have to go back to the horse-shoe 
days to think of the changes which have taken 
place in the composition of items on distributor 
shelves. The industry has, of course, done a good 
job of expanding the scope of its operations to 
keep abreast of change. This didn’t get to be a 
2.8 billion dollar industry by selling more of the 
same products alone. It afforded an economical 
distribution channel for new products and these 
new products swelled the total dollar volume. And 
change is still very much with us. This industry, 
and the distributors who make it up, can continue 
to expand if they meet the challenge of growth 
presented by new products. 


Break Even Points 


‘There is another angle on new products that 
can’t be overlooked. The new product and the 
new sales volume it will generate from hitherto 
untapped sources may be in part the answer to 
the question of how alert distributors will adjust 
to high break even points should volume decrease. 
The negative approach to this problem is to 
retrench and crawl into a storm cellar. The positive 
approach, on the other hand, lies more in the 
direction of developing new business with new 
products in areas not previously cultivated. As the 
base is broadened, of course, the whole structure 
becomes more shock proof. 

In suggesting that distributors give serious atten- 
tion to new products, there is no intention to mini- 
mize the importance of the old, backbone lines in 
every distributor's business. That goes almost with- 
out saying. Neither is it desirable to get obsessed 
with new products just for their own sake. Many 
new products are appearing, however, that are 
“naturals” in the distributor's business. To these, 
the distributor should give careful consideration. 


Halt, A Crvcber 
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COOPERATION brings increased sales to distributor and factory salesmen. 


Teamwork On The Firing Line 


Sales effectiveness of distribution and manufacturer salesmen depends 
upon cooperation and each tells other how he can help towards common goal 


Disrrisutors’ and manufacturers’ 
salesmen can, and do, achieve notable 
results when they work together as a 
team. The distributor salesman and 
the factory representative have a com- 
mon goal—increased sales—and the 
means to that objective is effective 
teamwork. However, teams are made 
up of individuals and individuals have 
a tendency to concentrate too much 
on their own interests. This self in- 
terest destroys the effectiveness of 
many distributor-manufacturer selling 
combinations. 

To illustrate, many factory represen- 
tatives fee] their time is wasted when 
a distributor salesman, with whom 
they are making a call, takes time to 
discuss other products with customers, 
or stops to take an order for any prod- 
uct other than theirs. The reverse side 
of the coin is the complaint among 
supply salesmen about factory repre- 
sentatives who take full and sole con- 
trol of each interview. 

Obviously, both salesmen have their 
minds set on increased sales. Yet both 


complaints reveal a lack of apprecia- 
tion for the other fellow’s position and 
function, which results in a lack of 
teamwork. In an effort to promote un- 
derstanding of each other’s functions 
and objections among industrial sup- 
ply salesmen and factory representa- 
tives, Inpustr1AL DistrisuTiIon has 
solicited and prepared a summary of 
opinions, ideas and statements regard- 
ing teamwork by both parties. 


Answer Two Questions 


The summaries seek to answer two 
important questions. The first is: 
What, in the opinion of the industrial 
supply salesman, constitutes the fin- 
ished product in a factory representa- 
tive? The second: What, in the esti- 
mation of manufacturers’ representa- 
tives, does he expect from the distribu- 
tor salesman who sells his product in 
the way of cooperation and help? 

It was Robbie Burns who said, “Oh 
wad some power the giftie gie us to 
see oursels as others see us!” A good 
thought and one well worth acting 
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upon. With that purpose in mind, we 

resent in the next three pages, the 
actory representatives’ idea of what 
makes a good supply salesman and the 
supply salesmen’s picture of an ideal 
manufacturer’s man. 

The first presentation is a consensus 
of 12 factory representatives’ think- 
ing about industrial supply salesmen. 
The other is the exact reverse; the 
consolidated opinion of the thoughts 
of 12 industrial supply salesmen on 
factory men. The summaries are not 
collections of pet gripes but the con- 
solidated and constructive thinking of 
both sides in an effort to improve 
teamwork and sales. 

The word pictures are a guide for 
salesmen charged with the job of sell- 
ing industrial supplies, tools. and equip- 
ment, and manufacturers’ men who 
are expected to help them, toward 
teamwork and results. There is oppor- 
tunity for each of the parties to make 
self-appraisals, disclose and analyze any 
shortcomings, and improve any latent 
capacity for cooperation. 





DISTRIBUTOR SALESMAN is link between factory man and customer. 


How To Be A Better 
Distributor Salesman 


12 factory representatives with 210 years experi- 
ence tell what they expect of supply salesmen 


Most FACTORY REPRESENTATIVES 
have a high regard for the distributor 
salesman. As one of them remarked, 
“Any group of salesmen responsible 
for building their industry to the point 
where they are doing three billion dol- 
lars a year, can’t be too far off.” 

This high opinion is qualified, how- 
ever, by some who insist that the sup- 
ply salesmen couldn’t miss, what with 
the war boom; etc. 

In fact, it is the consensus of the 
dozen manufacturers’ representatives 
interviewed, that the supply salesman 
can improve his performance along 
the following five lines of endeavor: 


1. The Supply Salesman Should 
Take More Time For Selling Job. 

Industrial distributor salesmen who 
believe in the old adage: the salesman 
who wears out the seat of his pants be- 
fore his shoes, is making too many 
contacts in the wrong places, can carry 
this idea too far. Today, when pro- 
fessional salesmanship is required to do 
a good selling job, it takes more time 
to sell. It takes time to interest the 
customer in the product. The effective 
salesman must show the customer a 
need for the product, demonstrate it 
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and follow through with other funda- 
mental steps of selling. 

Too many distributor salesmen have 
not rid themselves of the wartime 
habit of walking into a buyer’s office 
and saying, “Hello. What do you need 
today? ... Thank you!” and walking 
out with what constitutes a handout. 

The distributor salesman, in his 
haste to make all the calls on his sched- 
ule, passes up many opportunities for 
additional sales. The territory should 
be analyzed. Adequate time for selling 
customers and demonstrating prod- 
ucts where there is potential business 
should be allowed. The supply sales- 
man should make sure that he is not 
trying to bite off more than he can 
chew. If he is, he should request the 
sales manager to reduce his territory. In 
this way, the salesman can do a more 
intensified selling job and reap better 
dividends. He will increase the number 
of unit sales because he will have the 
time to create a market for all the 
products he sells. 


2. Distributor Salesmen Should De- 
velop More Selling Enthusiasm. 

The most important job the factory 
representative has is to create and 
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maintain the supply salesman’s selling 
enthusiasm for his products. He tries 
to do this by staging periodic sales 
meetings, supplying attractive product 
literature, advertising in INDUSTRIAL 
DistRIBUTION, manufacturer's product 
education schools and _ occasionally 
working with the supply salesman. 
All this is done to create selling en- 
thusiasm and promote product educa- 
tion. Each manufacturer’s man has to 
compete with other factory representa- 
tives for the industrial supply sales- 
man’s interest and selling time. They 
know that the supply salesman is not 
going to give selling time to a product 
he knows little or nothing about. A 
continual and consistent educational 
effort is essential to the sales success 
of any firm. The supply salesman can 
help by cooperating and making the 
most profitable use of his sales tools. 


3. The Supply Salesman Should Do 
His Part at Sales Meetings. 

Cut and dried sales meetings should 
give way to those that stimulate inter- 
est. They should be conducted by man- 
ufacturers’ representatives who know 
how to transmit selling enthusiasm and 
product education to the distributor 
salesmen. But the proposition is not 
all one way. The distributor salesman 
can contribute much to the success 
of a sales meeting. Those salesmen 
who attend sales meetings staged by 
manufacturers’ representatives with a 
“Here I am, you'll have to show me” 
attitude shirk that responsibility. 

Like the old vaudeville acts, there 
were good ones and bad ones, depend- 
ing upon the mood of the audience. 
Sales meetings are much the same, 
only sales meetings are not supposed 
to be entertainment. Factory represen- 
tatives are not showmen primarily. 
They stage sales meetings fer the sole 
purpose of educating industrial supply 
salesmen in the serious business of 
selling their products. The salesman’s 
appreciation is best shown by interest 
in what is going on at the meeting. 

The supply salesman should assist 
the factory man in making each sales 
meeting a success. Industrial supply 
salesmen are a part of the “show.” 
They should ask questions, relate their 
experiences in selling the product for 
the benefit of other salesmen and par- 
ticipate in all discussions. An open 
mind helps the supply salesman to 
build a background of selling problem 
solutions and selling fundamentals. 


4. Better Use Should Be Made of 
Product Literature. 

A better and wider use of product 
literature is in order. Here is a sales 
tool that does part of the supply sales- 
man’s job. It arouses the customer's 
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interest in a product. Some distributor 
salesmen pass out product literature 
only when the customer or prospect 
asks for it. Even then, some of these 
salesmen have to mail it to such a 
customer. This is not the best use. 

Product literature does its job when 
the customer is comfortable and ready 
to absorb, at his own convenience, the 
message that the salesman is anxious 
to put over. For hitting the customer 
when he is in the most receptive mood, 
product literature, properly handled, 
cannot be surpassed as a sales tool. 

Product literature should be used 
wisely. It should be placed into the 
hands of the individuals who count 
whether he be a mechanic, superin- 
tendent, shop foreman or buyer not 
to every Tom, Dick and Harry. 

Product literature is not for users 
alone. Salesmen can obtain consider- 
able product knowledge out of it. 
Nothing discourages a factory repre- 
sentative so much as being called out 
of town to give an assist on “some 
highly technical” problem by a dis- 
tributor salesman only to find that all 
the information that was needed to 
clear up the matter is contained on 
page two of the manufacturer’s catalog 
which the salesman had in his car all 
along. The supply salesman should de- 
vote more time to reading this mate- 
rial in order to do a better job. 


5. A Mutual Objective should be 
Agreed —_ When Making Calls. 

There has been considerable con- 
fusion about the parts the distribu- 
tor and manufacturer salesmen should 
play when making calls together. There 
should be some give and take and al- 
lowances made for the other’s position. 

Supply salesmen should avoid send- 
ing factory men alone on calls to cus- 
tomers and prospects. Calls like these 
lose considerable emphasis. Factory 
men become salesmen to the customer 
rather than experts. Also the supply 
salesman loses an opportunity to learn 
product presentation. If it is necessary 
to send the factory man alone on a 
call, the supply salesman should pre- 
pare his way with the customer to give 
the call added sales weight. 

The supply salesman need not 
neglect his other lines because the fac- 
tory man is with him. An understand- 
ing on objectives before starting out 
will produce teamwork. They can 
arrange a signal to indicate when one 
takes over and the other leaves off. 
All that is required is planning. Good 
results will follow when the itinerary 
includes the best prospects for the 
line, where the plants called upon are 
those where problems really exist and 
where the call is made on the right 
man at the right time. 


PRODUCT EDUCATION is factory man’s primary responsibility. 


How To Be A Better 
Factory Representative 


Dozen Supply Salesmen with 243 years experience 
Suggest how suppliers’ men can improve efforts 


ASIDE FROM THEIR EXPERIENCE, the 
12 distributor salesmen who compiled 
this list of recommendations for fac- 
tory representatives figure they qualify 
on at least one count—they all admit 
to having made the same mistakes. 

In general, the distributor salesmen 
agree that very few factory representa- 
tives suffer from inferiority complexes 
when it comes to handing out a sales 
talk on their lines. There is agreement, 
too, that this is a healthy sign in the 
make-up of a salesman. It proves that 
he knows his line superlatively well 
and that is regarded by the supply 
salesmen as a commendable quality. 

There are some “buts,” however. 
The industrial supply salesmen some- 
times wonder if this wealth of product 
knowledge isn’t being used as a cover- 
up for certain important selling de- 
ficiencies and bad habits of which 
some factory representatives are not 
aware. They would like to see all fac- 
tory men check themselves for any 
probable lapses in their selling equi 
ment and, for this purpose, have made 
a few suggestions. 

Like the manufacturers’ representa- 
tives who did the same for supply 
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salesmen, the distributor salesmen’s 
panel suggests five areas in which the 
suppliers’ men can improve efforts at 
cooperation. 


1. When the Distributor Takes on 
a Line, Follow Through. 

The supply salesman expects factory 
men to follow through after his firm 
takes on a line. The common com- 
plaint against some factory men, once 
their line is taken on by a distributor, 
is that they drop in occasionally and 
inquire: “How are you doing?” 

The supply salesman needs some 
help to get the ball rolling. He ex- 
pects the factory man to work with 
him for a time in order to obtain sell- 
ing ideas. The supply salesman wants 
to know the advantages that make 
customers want to buy the factory 
man’s product. He wants to know why 
it stands head and shoulders above 
competitive lines. He wants to know 
its applications, how it is demon- 
strated and what are the tested sen- 
tences that make the customer buy. 

These are only a few of the primary 
requirements for selling a new line 
that the supply salesman does not have 
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the time, nor the ability to develop 
by himself. The salesman’s talk must 
be styled to build customer confidence 
and he needs the facts to hold his cus- 
tomers’ interest when making sales 
presentations. 

The supply salesman wants the fac- 
tory man to make calls with him in 
order to learn what it takes to sell the 
line. He wants the factory man to re- 
gard his distributor calls as servicing 
operations. The factory man should 
back up the product with effective 
product literature, interesting sales 
meetings, advertising and display aids. 
With this cooperation, the supply 
salesman feels he can do a better job. 


2. Work a Full Day When Making 
Calls. 

When a salesmanager asks the dis- 
tributor salesman to set aside a day to 
work with a manufacturer’s representa- 
tive, the salesman usually make up an 
itinerary and arranges appointments 
with customers in whose plants the 
“doubled-barreled” sales effort will do 
most good. There should be no doubt 
about the effectiveness of a call made 
by such a selling team. It packs a 
healthy sales punch. The customer's 
usual reaction is that he is getting a 
service that he not only deserves, but 
one to which he is entitled. The dis- 
tributor brings into his plant a factory 
expert who will recommend, if possi- 
ble, better production methods which 
will save money for him. The supply 
salesman regards such service as the 
best selling point he has. 

Aside from that, such service is an 
excellent way to show the customer 
that there is distributor interest in his 
business and that the distributor sales- 
man is in there punching for him. 

The factory man should make defi- 
nite arrangements with the distributor 
salesman to start early in the morn- 
ing and work a full day. They should 
try to make all the scheduled calls. 

Of course, allowances should be 
made for a reasonable margin of error 
in keeping appointments on time. The 
salesman realizes that calls cannot be 
made on a strict timetable basis. He 
does, however, like to make all the 
calls he schedules. When an appoint- 
ment is broken, it does the distributor 
salesman irreparable harm. The good 
customer relationship he has worked 
to build up over a long period of time 
is strained. He stands a good chance 
of losing a customer. 

Incidents, such as the following, 
should be avoided. The supply sales- 
man arranges a day of appointments 
in company with a factory man. The 
latter arrives late, too late for the first 
appointment. The pair manages to 
make three calls by 2:30 p.m., and 
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then the factory man announces that 
he must catch the 3:02 out of town. 
This cancels the last one or two ap- 
pointments on the schedule. In an- 
other case, fairly common, the factory 
man goes to the other extreme. He 
spends so much time on the first few 
calls that the schedule for the rest of 
the day is nullified. 


3. Sales Stories should be Short and 
Pertinent. 

The supply salesman has learned 
that the customer is interested in how 
a product will benefit his operations. 
He is out to buy the result of the job 
which a product will accomplish in his 
plant. He does not want to know how 
long a product user list is, nor is he 
much interested in the many intricate 
steps involved in the manufacturer of 
a product. Unless he asks about such 
matters, it is best to ignore them. 

Yet, one of the most common sell- 
ing delusions is the idea of “the more 
talk, the more sales.” The supply sales- 
man thinks that many factory repre- 
sentatives have this failing. By mo- 
nopolizing the entire conversation, the 
factory man stretches his sales story 
beyond all reasonable limits, actually 
boring the customer to a point where 
he regards both, the distributor’s man 
and the factory representative, as un- 
desirable callers. 

The factory man’s story should be 
aimed at the customer’s problem. This 
keeps it brief and to the point. The 
factory man should bear in mind that 
the distributor salesman wants to make 
regular calls on the customer again. 

Arguments with customers should 
be avoided. It is very important that 
the customer be left in a good frame 
of mind. This is assurance of a wel- 
come on the repeat call. 


4. Keep Product Claims Factual. 
Exaggeration is a fault found mostly 
among the factory representatives who 
get only a single try at a customer. 
Usually the product sold is good for a 
generation of service. There is a tend- 
ency, among such factory men, to go 
overboard with exaggeration when the 
going gets tough. The sales talk takes 
on the aspect of political promises. 
Here again, the distributor salesman 
wants to continue to make regular calls 
on the customer for other orders. He 
must keep the confidence he is con- 
tinually striving to build when dealing 
with customers. He cannot support the 
exaggerated claims of a factory man 
who does not reappear on the scene. 
Supply salesmen believe it would be 
far better to understate the claims of a 
product than to exaggerate. Trickery 
is not salesmanship. The factery man’s 
objective is to show the customer how 
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he will gain by owning and using the 
gy Exaggerated claims are hard 
or the supply salesman to live down. 
In most cases, he never does overcome 
resentment which results from such 
sales. 


5. Sales Meetings Should Be 
Planned. 

Good sales meetings are those at 
which the manufacturer’s representa- 
tive produces a lot of good constructive 
selling ideas and, just as important, 
manages to get these selling ideas 
across to the supply salesmen. Such 
ideas help the supply salesmen in his 
job of selling products. The salesman 
gets a lot of good talking points and 
becomes more familiar with product 
application. 

The feeling among industrial sup- 
ply salesmen is that there are not 
enough manufacturers’ representatives 
capable enough to conduct a good 
sales meeting. These salesmen feel 
that, for the most part, the majority of 
the meetings attended during a single 
year are poorly conducted. Such meet- 
ings leave the supply salesman cold 
to the prospect of going out and doing 
a standout job on the product dis- 
cussed. 

There is a knack to staging a good 
sales meeting. Sometimes the trouble 
may lie with the sales engineer charged 
with the job of conducting the meet- 
ing. Supply salesmen feel, however, 
that a lot more serious study and plan- 
ning should be applied to the subject 
of what constitutes a good sales meet- 
ing by management officials. The sales- 
men do not rule out the possibility of 
factory sales managers preparing a 
script and making their salesmen re- 
hearse it before taking it out on the 
road. 

Supply salesmen believe that factory 
men who are charged with the task of 
conducting sales meetings should an- 
alyze the results obtained. If the meet- 
ing does not do the job, the factory 
man should consult his superiors for 
new ideas. Factory men should get be- 
hind a demand that planned sales 
meetings be developed by their execu- 
tives. It is in the interest of all con- 
cerned that the sales meeting be of the 
sort that will do a good job in stimu- 
lating  apeagond sales. If it is a special- 
ist’s job to conduct a good sales meet- 
ing, the factory should send out such 
a specialist to distributor salesmen. 

Sales meetings, in the estimation of 
supply salesmen, are one of the best 
means of conveying product knowl- 
edge and selling ideas. Manufacturers 
and their representatives should leave 
no stone unturned in an effort to un- 
cover the means by which such meet- 
ings can be made most effective. 
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NATIONAL president, E. H. Mc- 
Laughlin, Union Hardware and Metal 
Co., Los Angeles. 


AMERICAN president, J. G. Geddes, 
H. K. Porter, Inc., Somerville, Mass. 


Three Associations Plan..... 


INDUSTRIAL DISTRIBUTION 


A JOINT COMMITTEE made up of 
members of the ‘National, Southern 
and American Associations have made 
plans for three joint meetings during 
the fall and winter 1948. These meet- 
= | will be of the forum type and 
will take the place of the regional 
meeting held the past two years. 
Arrangements have been made to 
hold these forums on the dates and at 
the places listed below: 
October 29, 1948 
Westchester Country Club 
Rye, New York 
November 16, 1948 
La Salle Hotel 
Chicago, Illinois 
January 13, 1949 
Edgewater Gulf Hotel 
Biloxi, Mississippi 
The general theme of the formus 
will be “After the Break-even Point, 
What?” Everyone is concerned with 


the costs of doing business and with 
high break-even points. 

Three speakers are scheduled for 
the morning meeting. A speaker of 
national reputation will lead off with 
an address on the subject “Manage- 
ment Problems of the Industrial Sup- 
ply Business.” A distributor will dis- 
cuss “After the Break-even Point, 
What?” And the moderator of the 
afternoon forum will lay out the 
method of procedure to be followed. 

The afternoon program will cover 
specific problems involved in the dis- 
tribution of industrial supplies. The 
topics will be presented in a panel dis- 
cussion by both distributors and manu- 
facturers. There will be ample time 
allowed for audience participation. 
The general headings are as follows: 


A. Packaging and Labeling to Re- 
duce Handling Costs 
1. Their value to the consumer 


For the Rye Meeting ..... 


CHAIRMAN, Marketing Methods 
Committee, American Association, 
Ralph Johnson, The Norton Co. 


NATIONAL representative on_plan- 
ning committee, F. Marsena Butts, 
Butts & Ordway, Cambridge. 
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SOUTHERN president, Richard Al- 
cott, The Reichmann-Crosby Co., 
Memphis. 


FORUMS | 


2. Their value to the distributor 
3. Their value to suppliers 
B. Reducing Operating Costs 
through Simplified Methods 
1. Simplification of discounts 
2. Net pricing systems 
3. Decimal pricing systems 
4. Standardized price sheets 
C. Industrial Supply Industry’s In- 
terest in Economical Selling 
1. Packaging and small orders 
2. Economical units of sale. 


At this writing the plans are, of 
course, more advanced for the Rye 
meeting, but it is expected that the 
same general pattern will be followed 
in Chicago and Biloxi. The Chicago 
forum follows the annual meeting of 
the Central States Mill Supply Asso- 
ciation, November 15, 1948. And the 
Biloxi forum precedes the annual mid- 
year meetings of the Southern Associa- 
tion, January 14, 1949. 


MODERATOR of the afternoon 
panel discussion, Harold Torell, Syra- 
cuse Supply Co. 
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CASTERS on heavy field baskets make it easy to roll produce from trucks to grading table. HOISTS tip heavy baskets. 





Sales Opportunities in Produce Packing Plants | ~ 
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conveyor to scales and into RR car. 


LIVE CONVEYOR moves boxed produce from packing 
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San Diego distributor taps rich market for materials 


handling equipment among fresh produce packers 


by PAUL W. MYERS 


Myers Equipment Co. 
San Diego, Calif. 


THE ONE INDUSTRY above all others 
which holds a fascination for me is 
the raising, processing and _ 
of food products. This is not alone 
because the growers, packers and prod- 
uce merchandisers use, in quantities, 
the materials handling and power 
transmission equipment such as I 
have to sell. It is the way they do 
business, the speed with which they 
act during those few, fleeting days, 
hours almost, when the crop of each 
field comes to the peak of its matur- 
ity. That has always been a source of 
wonderment to me, even though we 
industrial distributors are apt to think 
that we are pretty quick on the trig- 
ger ourselves where it comes to ini- 
tiating and closing deals. 

Take, for example, my friend and 
customer, P. F. Likins. He packs, 
ships and sells celery, tomatoes, cu- 
cumbers, etc., in season. At the time 
I am writing this it happens to be 
celery. While this is the story of one 
packer in one locality, it could be 
duplicated a thousand times in all 
arts of the United States wherever 
tesh produce or fruits are grown. 


For background purposes let me 
tell you about this particular opera- 
tion and the plant. Likins buys celery 
from growers or will handle for their 
account, furnishing all necessary _la- 
bor, equipment and materials to har- 
vest, pack and ship. He also does all 
the selling either on an F.O.B. basis 
or delivery basis, as well as packing 
quite a volume of celery for the U. S. 
Government for export. In addition, 
he grows celery himself, 175 acres of 
it. 

Likins employs 45 to 50 people in 
the plant and a like number in the 
fields. The plant has a capacity for 
processing up to six carloads of celery 
a day. Likins designed and built most 
all of this plant himself and it em- 
bodies features that are entirely new. 


Equipment Requirements 


The general design of the Likins 
plant is shown by the accompanying 
flow chart. Running over this and 
also the photographs, the industrial 
distributor salesman, whether he 


works for a general line house or a 
house specializing in materials han- 
dling equipment, will see at once that 
in plants of this nature are wide mar- 
kets for his industrial equipment and 
supplies. 
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CONVEYOR along RR car loading dock moves packed 


crates from lidding machine to car door. 


PAUL W. MYERS and P. F. Likins who worked together 
in solving the materials handling problem. 


The requirements include: Stand- 
ard belt conveyors for the live lines, 
standard roller conveyors for the grav- 
ity lines; elevators; a variety of casters 
of various sizes; electric hoists; pumps; 
special equipment such as lidding ma- 
chines, topping saws; spray booth 
equipment; pipe, valves and fittings; 
lubricants; and a variety of accessories 
such as rubber hose, boots, gloves, 
etc.—in fact most types of industrial 
rubber products. 


The Likins Operation 


Operations start in the celery field 
where the crop is cut down, roughly 
culled of immature or damaged plants, 
and loaded into large baskets on 
truck-drawn trailers. These baskets 
hold, roughly, 75 cu. ft. and are 
mounted on casters. When the truck, 
with its train of trailers arrives at the 
plant it draws up beside the unloading 
dock and the baskets are rolled from 
the trailer to the dock. 

The baskets are then rolled in be- 
side the long grading table. A hook 
from an overhead hoist then adjusts 
the basket to an inclined position so 
that the operatives can readily reach 
in for the contents; a nice order for 
hoists, incidentally, there being one 
= each of the dozen baskets in the 
ine. 

It is the duty of the operatives to 
sort the heads and place the saleable 
ones in traveling metal baskets, with 
the heads all one way, the brushy tops 

(Continued on page 150) . 


















A REFRESHER COURSE organized around material in plastic folders launches the weekly sales program, builds sales 
enthusiasm, increases product knowledge. Factory representative reviews sales points on the “product-of-the-week.” 


Packaged Selling Wins Customers 


Salesmen of a Detroit distributor have a sure-fired 
selling program aimed at improving their selling tech- 
nique . . . based on organized sales kit 


THERE IS NO SALESMAN who can an- 
alyze the deficiencies of his sales talk 
while in the act of selling his cus- 
tomers. While in the actual presence 
of his customers, he does the best he 
can to apply what he knows about the 
product he is selling to the customers’ 
problems. Therefore, in order to do 
even a fair selling job, he has to know 
a great deal about the product he is 
selling and his customers’ requirements 
if he is to get the sales message across 
in a series of clear, concise, selling 
steps. 

The keen need for a packaged sales 
presentation to help his industrial sup- 
ply salesmen make their sales talk more 
effective now, when the buyer again 
has a choice in products, was recog- 
nized by H. H. Holinstat, sales man- 
ager, C. L. Gransden Co., Detroit. 
“Because of the conditions under 
which the industrial supply salesman 
works,” said Mr. Holinstat, “he is far- 
ther removed from management su- 
pervision than most workers. He is 
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faced with the necessity of creating 
customer interest and selling himself 
to the customer within the first few 
minutes of the interview, so he must 
be trained and prepared for this job 
at ‘home’, then go out and feel con- 
fident enough to do a good job on his 
own.” 

In order to do this effectively, Mr. 
Holinstat believes that industrial sup- 
ply salesmen should be well-grounded 
in the technique of presenting indus- 
trial products and carry with them, to 
every customer, a complete knowledge 
of the product he is attempting to sell. 


The Packaged Program 


To help the salesman reach this 
greatly desired goal, Mr. Holinstat has 
developed an effective selling aid de- 
signed to keep the salesman’s sales 
talk “alive” with talking points and 
at the same time give his customer a 
visual conception of the product with 
all the salient points brought forth 
in an attractively packaged sales pre- 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 


sentation with a punch. 

Every salesman is provided with an 
already prepared leather bound port- 
folio containing twenty transparent, 
plastic folders. The most effective and 
attractive literature the manufacturer 
has available is inserted in these fol- 
ders. The literature is put in an order 
which forms continuity in presentation 
of products when the secs con- 
tacts his customer. 

This sales tool is part of the weekly 
sales promotion plan which goes into 
action each Friday morning. The prod- 
ucts promoted in this plan are major 
lines only with a different manufac- 
turer’s line selected each week as the 
subject of the plan. 

A briefing period is scheduled for 
Thursday evening at six o’clock at 
which time the sales force attends. a 
sales meeting and the product for the 
week is assigned. The pages of the 
portfolio are reviewed at the sales 
meeting as they will be used when the 
salesman puts this portfolio to selling 
use. This action has had the effect of 
increasing the word power in the sales- 
man’s sales talk. The sales meeting 
puts the salesmen through a refresher 
course, building sales enthusiasm 
through increased product knowledge. 
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TO GET SALES points, H. H. Holinstat, sales manager, 
and E. C. Witt, salesman for C. L. Gransden Co., inspect 
a portable sander with Jerry Eakle, Independent Pneumatic 


Tool Co., representative. 


Contrary to some opinion, the pack- 
aged Sales presentation does not re- 
sult in a “canned” talk. Rather, there 


is still plenty of room for ingenuity on 


the part of each salesman. It only 
—_ to marshall the facts in an or- 
derly, systematic manner. 


Manufacturer’s Part 


Prior to the sales meetings, the 
manufacturer’s representatives who di- 
rect the sales meetings meet with Mr. 
Holinstat and together, plans are 
worked out to make the sales meeting 
an effective one. The meeting covers 
all the usual and unusual applications 
in the line of products and their out- 
standing construction features over 
competitive lines. The meeting winds 
up with a question and answer period 
which tends to bring to light points of 
sales resistance which may be encoun- 
tered and supplies the salesmen in 
advance with new selling ideas with 
which to combat them. The salesmen 
are encouraged to inspect dismantled 
tools and “pop” as many questions as 
they can about product and selling 
problems which they have encoun- 
tered. 

“The meetings are kept short,” said 
Mr. Hollinstat, ‘salesmen do not re- 
gard them as one of the unpleasant 
things they must do each week. We 
try to keep them timed to an hour 
and a half at the most so they do not 
interfere with any personal plans the 





ALL WRAPPED UP in one package are illustrations, dia- 
grams and technical data which 
tool with a customer—material arranged for orderly, sys 
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E. C. Witt uses as a sales 


tematic presentation. 


salesman might have for that eve- 
ning.” 


Salesmen Like It 


“After this sales refresher course,” 
said Earl C. Witt, salesman for C. L. 
Gransden Co., “we feel we are ready 
to go out and do a real selling job on 
the particular line. The portfolio idea 
works out fine in creating customer in- 
terest immediately upon its presenta- 
tion. Before, when I would try to in- 
terest a customer in a product by a few 
carefully chosen words in my sales 
talk together with some literature on 
the product I might have had with 
me, it took too long to develop any 
real interest in the product. This way, 
with the portfolio of illustrations, dia- 
grams and technical data on the prod- 
uct all wrapped up in one package, the 
customer’s confidence in the salesman 
develops faster because the questions 
he asks are answered without hestita- 
tion and correctly. The customer can 
see the product and the salesman bol- 
stered with product knowledge fresh 
in his mind from the briefing periods is 
equipped to do an intelligent selling 
job. This sales program has given me 
the confidence in my selling which I 
only feel when I really know the prod- 
uct I am selling.” 


Buyers Like It 


Mr. Witt reports the portfolio 
method of selling is popular with buy- 
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ers too. It takes little time in its pre- 
sentation yet keeps the interview aimed 
at factual, power packed information 
of interest to the customer. The re- 
sulting sales effectiveness has been 
highly satisfactory with the entire sales 
force. 

New salesmen in training find that 
this packaged sales program helps them 
to do a well-balanced, constructive job 
of selling. They find this combination 
an excellent method of compiling 
product knowledge quickly. By put- 
ting the portfolio to use in their every 
day selling job and attending sales 
meetings, they get their selling experi- 
ence backed up with a steady stream 
of product knowledge dealt out to 
them each week. 


Integrated Program 


A further step in the direction of 
supplementary promotion on the prod- 
uct of the week is the counter displays 
which are kept in step with the weekly 
sales programs. Manufacturers are 
asked to supply attractive counter dis- 
plays and signs with which to enhance 
the effectiveness of the display and 
support the sales plan. The effect of 
a weekly change in counter displays 
has had excellent results from an in- 
creased sales standpoint by keeping 
the customers informed of the many 
types of industrial supplies, tools and 
equipment available to them through 
this industrial distributor. 
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(Courtesy of Armco Drainage & Metal Products Inc.) 


OUTSIDE the Wm. H. Taylor Co., new warehouse erected by joining three small prefabricated units. 


“Prefab” Solves Warehousing Problems 


Allentown, Pa., distributor finds “‘prefabs’’ an economical solution 


to his warehouse problem and an answer to lower handling costs 


PHYSICAL HANDLING costs are high 
for the industrial distributor who is 
forced to handle an increased volume 
of business and heavier inventories 
with inadequate warehousing facilities. 
Yet the high cost of construction and 
inflated property prices prohibits ex- 
pansion for many industrial distribu- 
tors. 

G. F. R. Bahnson, president of the 
Wm. H. Taylor Co., Allentown, Pa., 
found himself in this position but did 
something about it. “We had to do 
something”, said Mr. Bahnson, “we 
were spending money hand over fist 
on our old materials handling set-up. 
It got so”, he continued, “when our 
inventory records would show some 
stock on an item, it would take us 
a couple of weeks to find it. Stock was 
purposely held down because we 
lacked the place to store it”. 

Practically all distributing houses 
have physical peculiarities which in- 
fluence arrangement of stock. There 
is however, a “best” arrangement of 
stock and the best arrangement was 
sought by Mr. Bahnson. Until now, 
the Wm. H. Taylor Co., used their 
large two-story building to house their 
entire industrial distributor operation. 
In addition to the regular industrial 
distributor services, a well equipped 
machine shop occupies a large portion 
of the al th space in this building. 
With a substantially increased volume 


90 


of business in the past few years, op- 
erations in all the departments of this 
firm were found to be increasing too. 
Consequently the space in which each 
department had to operate became 
too small for efficient operation. Al- 
most inevitably confusion and con- 
gestion result when two or more 
functions share the same space. Work 
tracks cross each other. When this 
happened, the cost of maintaining 
quality service for the customer pro- 
duced unduly high operating costs. 


Efficient Handling 


A number of inefficiencies are 
found when men and machines are 
not used to their best advantage. The 
challenge to Mr. Bahnson, as to many 
other distributors, was to maintain an 
efficient level of service for their cus- 
tomers, while handling the increased 
volume of business. The answer to 
the challenge, according to Mr. Bahn- 
son, lies in the more efficient han- 
dling of each physical operation within 
the firm. 

Every possible means of solving the 
problem was therefore considered. 
The first course of action, one which 
would help to remedy this situation, 
was to secure additional warehouse 
space. The preferred location for the 
warehouse, Mr. Bahnson decided, 
should be near the city railroad ter- 
minal. He wanted the added advan- 
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tage of a railroad siding—tRe only 
economical method of handling bulk 
items purchased in carload lots. 

After investigating the available 
properties in the railroad terminal, 
Mr. Bahnson leased a piece of prop- 
erty from the railroad. The location 
of the property was good, as it was 
less than 300 yards from the site of 
his present place of business. A freight 
siding could be had by extending a 
spur track a short distance to the 
rear of the property. With the loca- 
tion of the warehouse settled, plans 
for the warehouse building went into 
motion. 

In an effort to keep building costs 
at a minimum, the possibility of a 
steel prefabricated building was in- 
vestigated. Finding most of these too 
small for his needs, Mr. Bahnson hit 
upon the idea for a multiple building 
made from the small prefabricated 
units. By erecting one structure made 
of three prefabricated units, each 
24 x 100 feet, an excellent warehouse 
of the size needed could be erected 
on this property. Approximately 7500 
sq. feet of floor space was thus af- 
forded in this building. 


“Prefab” Advantages 


There was much to be said in favor 
ofa building such as this: 1- The cost 
per unit (24 x 100 feet) would run ap- 
proximately three thousand dollars, 
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depending upon the number of win- 
dows and doors in the structure. In 
this case three complete units would 
not be necessary. In joining the three 
units, the long side walls of the cen- 
ter building could be eliminated, as 
well as one side wall of each outside 
building. The unit cost therefore was 
reduced substantially. 2- Rather than 
a building constructed of permanent 
building materials, using high cost 
skilled labor in its construction, this 
prefabricated building was a simple 
erection job and could be set up faster 
and with a cheaper labor cost. 3- Pre- 
fabricated buildings are delivered as a 
packaged unit with all materials neces- 
sary to complete the job intact. Ma- 
terial shortages would not delay the 
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(Courtesy of Armco Drainage & Metal Products Inc.) 
INSIDE the building two drive-in loading docks facilitate handling operations. 


completion of this building. The 
foundation and floor, which are not 
part of the prefabricated unit, is of 
concrete, a material not on the “hard 
to get” list. 4- This prefabricated 
building is demountable and the ma- 
terials used in its erection can be 
salvaged 100 percent. Should the need 
arise, it could be moved to a new 
location. 


Three-in-One 


To design a method of joining the 
three units and make up specifications 
for the construction of the foundation 
and floor, a local engineering firm was 
called in. I-beam columns, spaced at 
proper intervals in the warehouse 
support the roof of the structure. A 


sixteen inch space was allowed be- 
tween the buildings where metal cov- 
ered troughs connect the buildings 
and carry roof drainage to leader pipes 
located just inside the front and rear 
walls of the building. This method of 
roof drainage was devised to allow 
the large sliding doors, hung on the 
outside of the building, to operate 
freely. 

The foundation and floor specifica- 
tions were based on the required ware- 
housing facilities and the nature of 
materials to be stored. This informa- 
tion was supplied to the engineer by 
Mr. Bahnson. A six inch concrete 
floor, elevated on a heavy foundation 
wall, high enough to permit trucks to 

(Continued on page 148) 
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FLOOR PLAN showing the location of traveling hoist, driveway wells, foundations for 


steel racks and railroad siding platform. 
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Concepts of service in industrial supply selling vary 


among salesmen but Texas supply firm’s representative 


finds from experience that the salesman sells service 


.. Service Sells The Salesman 


By O. L. CUNDIFF 
Salesman, 
The Murray Co. of Texas, Inc. 
Dallas, Texas 


SERvIcE is of considerable impor- 
tance in selling industrial supplies. 
There is considerable truth in the re- 
mark that the only distinguishing 
commodity that the industrial dis- 
tributor has to sell is service. The 
salesman sells service, and service sells 
the salesman. By accommodating the 
customer in various ways, the sales- 
man demonstrates his interest in his 
customer and his operations, gains his 
confidence, enhances his own and his 
company’s reputation as a reliable sup- 
plier and increases sales. 


Standards of Service 


Service, however, means different 
things to every salesman. I have 
found, after 12 years on the outside, 
that there were an even dozen pre- 
cepts which embody my own concept 
of the word. If your prices are com- 
petitive, your delivery equally as good 
as your competitor’s the conscientious 
application of these 12 tenets in day- 
to-day dealings with customers will 
result in your obtaining a fair share 
of the business in your territory. 

The 12 maxims I have found to be 
helpful are listed elsewhere on these 
pages. It seems to me there is no 
imit to the service that can be per- 
formed by a salesman in an effort to 
satisfy customers. The service and 
special assistance performed by the 
salesman can be a most important 
part in convincing the industrial buyer 
that he can gain materially through 
channeling purchases through the dis- 
tributor. 

Since most of the industrial supply 
salesman’s customers are repeat id 
ers, the importance of being truthful 
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in the representation of products, 
stocks, deliveries and many other de- 
tails, is self-evident. By giving the 
purchaser an accurate picture of prod- 
ucts and delivery prospects, the sales- 
man is serving him well. It helps the 
buyer make a good decision for which 
he takes the fall responsibility. 

It is quite possible to turn many 
prospective sales into momentarily 
lucrative business by overselling. Un- 
fortunately, it doesn’t take an over- 
sold buyer long to turn into a dis- 
satisfied customer. Therefore, it is a 
teal service to sell the customer what 
fits his needs best, regardless of the 
fact that more money can be made 
by selling him more than he requires. 
This might bring the salesman more 
income, but it does not give the cus- 
tomer the greatest benefit for his 
money outlay. 

After selling a customer some prod- 
ucts, the salesman has an opportunity 
to serve again by demonstrating a 
willingness to go into the shop and 
work with foremen and _ individual 
workers. He can assist them in using 
the products he has sold. He can make 
sure that these products are used to 
assure the greatest possible advantage. 

Such a follow-up on a sale is merely 
insurance for the salesman. In selling, 
the salesman talks of adequate serv- 
ice, dependability when assistance is 
needed, quality merchandise, perfor- 
mance and life. To make good on 
these claims, the salesman should see 
to it that his products are being used 
and cared for properly. 

Closely allied to this service is the 
introduction by the salesman to the 
customer of new products and ideas. 
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O. L. CUNDIFF has been with The 
Murray Company of Texas, Inc., for 
21 years. He has been outside salesman 
for the last 12 years, handling about 
100 accounts which include some of 
the best known firms in the area. 


New products which save time, man- 
power and money are being sought 
avidly by most customers aware of 
increased costs. The salesman’s alert- 
ness in this respect constitutes a defi- 
nite service. 


Be Available 


No amount of foresight will eli- 
minate emergencies in industrial 
plants and the salesman can take ad- 
vantage of this fact by making him- 
self available at all times to the cus- 
tomer. A true salesman should be 
ready to sacrifice his own time in the 
interest of his customers because he 
is interested in repeat sales and con- 
tinued business. This proves he is a 
salesman rather than an order-taker. 
Almost anyone can take orders, but 
in selling industrial supplies service is 
the “extra” ingredient that makes a 
successful salesman. 

A great many plants do mainte- 
nance and repair work on weck-ends 
and holidays in order to interfere as 
little as possible with general produc- 
tion schedules. On these days, the 
salesman’s establishment is closed 
also. The true salesman, however, 
will make his time available to the 
maintenance engineers who fre- 
quently cannot anticipate their needs 
until they start a job. 

Only recently, a customer called 
me at my home on a week-end to in- 
form.me he had a break-down at the 
plant which was in continuous opera- 
tion. He had to have some chain to 
get the plant running again. I dropped 
my own plans for the day and went 
to the supply house, cut the required 
length of chain and delivered it. The 
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12 Guides to 


Experience on the firing line has taught O. L. 
Cundiff that customer service means that he 
should: 

1. Be truthful to his customers. 

2. Sell the customer what best fits his needs, 
regardless of whether the profit on the sale is 
great or small. 

3. Cooperate in helping customer utilize his 
products to the fullest advantage. 

4. Be on the alert for new products which will 
save customers time, manpower and money. 

5. Be available to customers for service, coun- 
sel or deliveries at all times, especially during 


Good Service 


o 

6. Take an interest in his customers’ opera- 
tions. 

7. Anticipate his customers’ requirements. 

8. Keep informed on product knowledge and 
product application. 

9. Secure technical assistance for customers 
whenever they need it. 

10. Conserve his customers’ time by regular 
calls at their convenience. 

1l. Be ready to procure whatever the cus- 
tomer needs, regardless of whether his firm han- 
dles the needed items or not. 

12. Follow up orders, back orders, direct ship- 


emergencies. 





ments and deliveries. 








plant was back in operation on the 
same day. Otherwise, it would have 
had to stay closed until Monday when 
normal delivery was resumed. 

While the value of the chain sold 
in this particular instance was mone- 
tarily small, the value of the service 
in the customer’s estimation was huge. 
The purchase orders that followed 
fully justified the sacrifice of my time. 

The above-mentioned services, and 
many others, are a reflection of the 
salesman’s interest in the customer's 
welfare. An active interest in the cus- 
tomer’s operations will let him know 
that you want to help. And, of course, 
this interest must go beyond mere 
lip service. You must know what he 
is making and how he is making it 
to be of real assistance. 


Know Requirements 


By knowing customers’ operations, 
the salesman becomes acquainted with 
requirements. This helps him to an- 
ticipate what each customer’s needs 
will be and to determine the best 
time for reordering stocks. Such a serv- 
ice is appreciated greatly by busy pur- 
chasing agents. Frequently, industrial 
buyers depend upon foremen and 
other factory workers to keep them 
posted on what items are needed. 
Generally, these requisitions do not 
allow sufficient time for deliveries. 
The salesman, who can anticipate 
needs and make more accurate allow- 
ances for delivery these days, can be 
invaluable in suggesting what is 
needed and when it should be ordered 
to avoid shortages and delays. 

By keeping up to date on knowledge 
of products and applications, the 


salesman performs another valuable 
service for the customer. Such knowl- 
edge enables him to describe accu- 
rately to the customer what he can 
expect from a given product and how 
best the product can be utilized in 
the customer’s operations. The sales- 
man should acquaint himself with en- 
gineering information, general details 
of the product, its limitations, safety 
factors and top performance. 

Where the salesman feels he is not 
qualified sufficiently to offer technical 
advice on a particular item, he can 
assist the customer by securing the 
cooperation of the supplier’s factory 
men. Buyers appreciate such coopera- 
tion as very frequently, factory men 
suggest better methods or improve 
old ones. 

Saving time for the customer, 
whether he is a company president or 
a purchasing agent, is more than just 
a service. It should be a duty. Regu- 
larity of calls made at the time most 
convenient to the customer, increases 
the buyer’s and seller’s efficiency. An- 
other means of saving time, is for the 
salesman to know what he wants to 
say and to say it clearly and concisely, 
without wasting words on irrelevan- 
cies. 

When the customer has trouble 
with products other than those the 
salesman sells, the latter can be of 
inestimable assistance to the buyer in 
solving procurement problems. I 
have found it profitable to be ready 
to help in finding out where such 
items may be obtained. The salesman 
is usually in a better position to know 
sources of supply. The many catalogs 
he has at his disposal are not always 
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accessible to industrial buyers. 

In this day, when pipe, fittings and 
iron are still critically short, the sales- 
man should be alert and help cus- 
tomers obtain these materials. He may 
not be able to do it from his own 
firm’s stock but he can help in locat- 
ing other sources. The customer ap- 
preciates such initiative because he 
realizes that there is no profit from 
such transactions. It is hard to say 
what purchase orders actually resulted 
from such service, but I am firmly 
convinced that many of mine were 
inspired by my activities along these 
lines. 


Follow Up Orders 


Last, but not least, I have found 
that customers are keenly interested 
in how a salesman receives and han- 
dles orders. The salesman should take 
a personal interest in all deliveries 
and make certain these deliveries are 
made to the customer’s satisfaction. 
He should follow up orders that are 
placed direct with the factory. He 
should be thoroughly informed on 
the status of back orders and be able 
to assure the customer of his vigilance 
at all times. 

In short, a salesman imbued with 
the will to serve considers his cus- 
tomers’ problems as his own. He will 
do his utmost to assist that customer 
in working out a solution to those 
problems where he can make a con- 
tribution. A true salesman considers 
himself an adjunct to his customer’s 
purchasing department. It makes the 
jobs of buying industrial supplies and 
the selling of them, easier and more 
pleasant. 
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DIMINISHING STOCKS are noted by posting clerks at 


three inventory record desks. 


SIMPLIFIED 


REQUISITION CLERKS Timothy Kirby and M. 


Schleser scan inventory records for marked shortages. 


PURCHASING ROUTINE 


Cooperation between inventory clerks 


and requisition unit keeps stocks at re- 


quired levels in Pittsburgh firm 


A SYSTEMATIC METHOD of purchasing 
to minimize out-of-stock conditions, 
keep up a profitable turnover, facili- 
tate ordering in economical quantities 
and keeping executives informed of 
stock movement is employed at the 
Pittsburgh Gage & Supply Co., Pitts- 
burgh, Pa. Elmer W. Olson, assistant 
to the president, does not claim in- 
fallibility for the system but reports 
that so far the firm has found that 
the plan, which enlists the vigilance 
of three inventory clerks, has operated 
very effectively in accomplishing what 
it was designed to do. 

Involved in the purchasing routine 
at Pittsburgh Gage & Supply are three 
inventory record clerks, who do the 
regular posting; two requisition clerks 
who prepare the purchase data, and 
authorizing executives such as Mr. 
Olson, Frank Brown, buyer, and vari- 
ous other department heads. 

A purchase order at Pittsburgh Gage 
& Supply originates in the inventory 
record where three posters are con- 
tinually entering shipments received, 
outgoing shipments, new orders and 


$4 


PURCHASING AGENT Frank Brown studies over requisi- 
tion for approval, following which an order is typed. 


back orders on each item. While post- 
ing one of these regular entries, in- 
ventory clerks are required to watch for 
diminishing balances-on-hand _indi- 
cated by comparison of balance-on- 
hahd with minimum marked on each 
item page. 

The firm uses large loose-leaf books 
with visible margin pages for each 
item to keep its stock records. When- 
ever a posting clerk notices a balance 
near or beyond the minimum, he 
places a signal tab on the visible mar- 
gin of the page. This tab makes it 
easy for requisition clerks going over 
the inventory pages to notice those 
items which require attention from 
the purchasing department. 

Small sections of the inventory rec- 
ord, each containing a file of visible 
margined pages, can be taken out of 
the desks in which they are kept. 
Each day the requisition clerks go 
through the inventory records, section 
by section, and seek pages parked with 
signal tabs. Upon locating one, the 
requisition clerk makes a preliminary 
examination of the balance in rela- 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 


tion to the rate of sales. A sales his- 
tory is kept in the inventory record 
for each item. 

If, in the estimation of the requisi- 
tion clerk, an item should be reor- 
dered, the essential purchasing infor- 
mation on the item is transferred to 
a Stock Requisition Blank. Each of 
these blanks has room for the entry 
of information on 24 different items. 
However, all the items which appear 
on any single blank, must be only 
those which are to be purchased from 
the same supplier. 

Therefore, if the first item on which 
stocks were running low was a }4-in. 
set screw, the supplier’s name (obtain- 
able from the inventory record) would 
be entered at the top of the blank 
and the purchasing data on }-in. 
set screws would be placed on the first 
line. Subsequently, other threaded 
products of different types and sizes 
(all obtainable from the same sup- 
plier) may require reordering. Pur- 
chasing data on these items would 
be placed on the next empty lines of 
the blank. 
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STORE STOCK requisition contains all essential information for estimating how much to order of 


each item on basis of current rate of sale. 


At the end of the day, the requisi- 
tion clerks would have as many filled 
blanks as there were supply manufac- 
turers of the items running short. No 
additional sorting of items is required. 
The information on each blank is 
sufficient to draft an original copy of 
an order. 

The nature of the information 
transferred to the requisition blanks 
is an interesting example of the utili- 
zation of inventory data in purchas- 
ing. There is room at the top of the 
blank for the supply manufacturer’s 
name which is filled in by the requisi- 
tion clerks. Shipping instructions, the 
firm’s purchase order number, the 
date on which the inventory record 
was checked and the date the order 
was approved are indicated at the top. 

Below this space, which takes up 
1} in., is the horizontally ruled section 
with spaces for 24 different items. 
There is a double-ruled section at the 
left which is divided into four columns 
for entering past sales of each item 
by quarters. Data contained in this 
section usualy determines the quan- 


tity to be ordered. 

The rest of the page is divided into 
six perpendicular columns for enter- 
ing such information as present size 
of stock, quantity on order, quantity 
on back order, quantity required to 
replenish, size of item, if any, and a 
description of each item. Requisition 
clerks place their estimate of quan- 
tity required to replenish but this fig. 
ure may be altered subsequent 
when the blank is studied for ap- 
proval by an executive. 

After the requisition has been ap- 
proved, the date is entered at the top 
and an order is typed from the blank. 
The typewritten orders are then sent 
to the inventory control desks and 
the information is posted to the rec- 
ord for each item. This information 
is placed in the “Ordered” column. 

According to Mr. Olson, the sales 
history of each item brought up for 
purchasing, is a valuable aid in deter- 
mining what the new purchase order 
should be. From the sales history, the 
executive can estimate turnover, most 
economical quantity to order, and 
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The forms are printed on sheets measuring 84 by 11 in. 


future supplies. 

In order to determine more ac- 
curately the current rate of sale of 
some items involving greater expendi- 
tures, Mr. Olson said that total sales 
for the immediate past six months 
are required and obtained from the 
inventory record. Month to month 
figures are studied whenever items 
from major lines are requisitioned. 
Month to month figures, Mr. Olson 
said, enable management to deter- 
mine the trend of sales as well as give 
monthly average. Such statistics in- 
dicate whether sales are climbing or 
falling off and may stimulate inquiry 
into causes. 

In addition to increasing purchas- 
ing efficiency, the continual review 
of past sales statistics for each requisi- 
tioned item, gives management an 
opportunity to determine what items 
may need sales stimulants, such as 
promotion, meetings and campaign- 
ing. It encourages continual probing 
of the market to see whether slow 
moving items belong in stock or are 
merely a drain on working capital. 
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Plus business results 
from careful planning and 
execution of product pre- 
sentation by Sales, Pur- 
chasing, Inventory and 
factory representative 


to make... 
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DISPLAY employs 3 dimensional product presentation, a potent stimulant to a 
sales and Stauss & Haas’ display floor provides many stimulants. 


.. . Displays Help Salesmen 


IT Is NECESSARY and important for 
the industrial distributor to keep his 
products on display at all times to ob- 
tain plus business. That is the opinion 
of Malcolm Haas, industrial supply 
department head at Stauss & Haas Co., 
New Orleans. 

At Stauss & Haas, the merchandis- 
ing sense is strong, and the attitude is 
encouraged by Edward F. Stauss, presi- 
dent and sales manager, and Edgar J. 
Haas, secretary-treasurer. Working un- 
der their directives, Malcolm Haas 
utilizes all of the firm’s facilities for 
effective and continuing displays— 
store windows, sales floor and walls. 


Sold On Display 


Mr. Stauss’ penchant for display re- 
ceived considerable corroboration soon 
after the war. Upon receiving ship- 
ment of a 20-in. band saw, the first 
stock shipment in years, he ordered 
the machine to be placed on the floor 
where it could be seen and inspected. 
While it. was on the floor, an out-of- 
town customer telephoned for infor- 
mation about band saws. Curiously 
enough, the customer was in no par- 
ticular hurry about buying, although 
the items were still in rather short 
supply. Mr. Stauss had to do some sell- 
ing. After giving a description of the 
tool over the phone, Mr. Stauss in- 
vited the customer to visit the store 
and inspect the machine for himself. 
The customer replied he would. 
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The customer came in, inspected 
the machine carefully and asked a lot 
of questions. He ended by placing an 
order for it, stating that, had he been 
unable to inspect the tool, he was cer- 
tain he wasn’t going to buy sight un- 
seen. 

Strategically located in downtown 
New Orleans, the building occupied 
by the firm is fronted by two large 
display windows and possesses a large 


store area. The company takes full 


advantage of display opportunities. 
The windows are changed frequently, 
the display floors less often, and the 
wall displays are more or less perma- 
nent,. depending upon the type and 
nature of new lines taken on. 

Within the store are a series of 
compartmented wall displays featur- 
ing small supplies, such as welding 
accessories, machine tool accessories, 
power tools, hand tools, cutting tools, 
etc. The displays are not on the actual 
walls of the building, but are hung on 
partitions which screen the stock 
shelves behind from which orders are 
filled. The only portion of the service 
department visible to the visitor at 
Stauss & Haas is the counter where 
orders are taken and filled. The orderly 
effect of display is not marred by the 
clutter of stock shelves. 

The center area of the store floor 
is reserved for showing of pedestal and 
stand tools for metal and wood-work- 
ing. Such merchandise, says Mr. Haas, 
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cannot be sold while lying crated in 
the storeroom. Its rightful place is on 
the display floor where prospective cus- 
tomers can see and touch it before 
buying. When coupled with a need for 
a tool, the sight of one is a potent 
stimulant to a sale, Mr. Haas added. 

The floor display is further enhanced 
by making use of the supporting col- 
umns which stand in the center of the 
floor. Wall boards, containing machine 
tool accessories which suggest addi- 
tional needs to buyers of tools on the 
floor, surround each of these columns. 


Proven by Reeords 


Sales records, said Mr. Haas, show 
that many of the machime tool sales 
made by the company came as a result 
of the fact that the customer could see 
and inspect the item. Through the 
display of home workshop tools many 
hobbyist customers have developed 
into commercial accounts. Mr. Haas 
cited an instance of a retired railroad 
worker who became interested in some 
home workshop tools after having seen 
them on display in the windows. 

The man purchased a workshop out- 
fit and, six months later returned to 
look over some industrial equipment 
of the same sort. He had started out 
by making toys for his own family and 
friends but the yd of the toys 
grew and induced him to make a busi- 
ness of it. He purchased a complete 
shop of industrial items and accessories 
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SALES strategy is developed by Malcolm Haas, purchasing; R. M. Ostrom, Delta 
representative; George Powers, salesman, and Ben Pellegrini, inventory. 


Do Better Selling Job 


to turn out better work faster. Today 
he is listed as a regular customer for 
cutting tools, abrasives and other per- 
ishable items. 

Displays, Mr. Haas pointed out, are 
planned beforehand in order to achieve 
maximum results. The cooperation of 
sales, purchasing and inventory depart- 
ments and manufacturers’ men_ is 
solicited. Salesmen can give good clues 
to the lines which display would help 
sell, purchasing and inventory supplies 
information on availability and current 
stocks, while the manufacturer’s man 
can say what display aids the factory 
can furnish, such as stands, wallboards, 
posters, literature and display ideas. 

The attitude of one veteran sales- 
man of the staff—George Powers,—tre- 
flects the opinion of the remaining 
members. Mr. Powers believes that dis- 
play is a valuable silent partner of the 
salesman and he welcomes this aid. 

His colleagues on the sales staff all 
report developing interest in tools, 
equipment and supplies on display and 
clinching many sales when customers 
and prospects see and inspect. 


Cites Experiences 


Mr. Powers has been selling for 
more than 25 years. Following the war, 
he said, a large number of war plants 
began closing down and many of the 
employees began casting about for 
business opportunities. Many of them 
opened up little machine and repair 


shops but had difficulty in deciding on 
suitable equipment and tools. 

Many of these prospects consulted 
Mr. Powers who worked with them on 
their problems. Since equipment and 
tools represented a considerable invest- 
ment to such prospects, they were not 
casy to sell from a catalog. As deliveries 
began to ease, and Stauss and Haas 
was able to display products, Mr. Pow- 
ers invited the prospects to the store to 
see the tools he recommended. A sight 
of the tool and the chance to inspect it 
invariably clinched the sale. 

In one instance, Mr. Powers added, 
a lumberman had a problem of sharp- 
ening moulder knives. Mr. Powers 
went into the machine shop to watch 
the job and then suggested a tool and 
cutter grinder. The lumberman was 
hesitant about investing in a machine 
he had never seen, but Mr. Powers in- 
vited him to the store where such a 
grinder was on display. The lumber- 
man accepted the invitation and, dur- 
ing his visit, was shown the features 
of the machine and how it would do 
the job required. The prospect de- 
parted with instruction sheets, oper- 
ator’s manual and other literature to 
study and, in three days, called Mr. 
Powers to place his order. 

An instance of where the display 
does almost entirely the job of selling 
is one of Mr. Powers’ pet stories. Mr. 
Powers does a lot of calling on school 
boards and manual training teachers in 


Principles Of Good 
Display Demand: 
Orderliness 

A Center of Interest 


Emphasis On Utility 


Adequate Lighting 


Room For Selling 


order to stimulate sales in the various 
machines, tools and supplies needed by 
this group of prospects. As a result of 
steady calls, he became acquainted 
with a manual training teacher who 
had an artisan’s interest in fine tools. 
Mr. Powers, who shares the same 
interest in quality tools and equip- 
ment, spend considerable time discuss- 
ing the subject with the instructor and 
ended up by issuing a standing invita- 
tion to drop into Stauss & Haas quar- 
ters to inspect whatever tools and sup- 
plies were on display. The instructor 
took up the invitation and is a con- 
stant visitor to the New Orleans store. 
During his visits to the store, the in- 
structor has placed many orders for 
shop equipment and tools and for 
home workshop tools for himself. 


Appeal to Hobbyist 


In another instance, a hospital engi- 
neer on whom Mr. Powers called quite 
frequently, revealed that his hobby was 
cabinet making. No amount of talking 
and description of the various tools and 
supplies was able to influence this 
prospect but a visit to the store did. 
The engineer was drawn to a 20-in. 
band saw that was on display and, be- 
fore he left, he placed an order. 

Instances such as these, Mr. Powers 
said, are not remarkable but some 
salesmen are apt to overlook the part 
display plays in their selling. Display 
works silently, but very effectively. 
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A New Product 
Will Do It 


Give the new products a whirl, they put 
new life into your selling technique and 
open the door for new business 


By HAROLD BELL WRIGHT 


Salesman, Bond Supply Co. 
Battle Creek, Mich. 





THERE ARE TIMES when every industrial supply salesman 
will experience what seems to be a long run of slow 
going. Every call that’s made seems to turn sour for 
some unexplained reason. Selling enthusiasm hits bottom 
and the more you try to analyze the situation, the lower 
goes your morale. 

The last time this happened to me, I realized that 
this condition was a danger signal in my selling job. 1 
could see that it was time I stopped to take stock of my 
sales performance. 

Self-inventory revealed that I had relaxed my selling 
efforts. I just wasn’t in there selling anymore. Regular 
calls on the same customers week after week have that 
effect on an industrial supply salesman. After a time you 
develop a friendliness with buyers and then quite uncon- 
sciously you begin to take their orders as a matter of 
course. 

When this dangerous habit catches up with you, 
however, the buyer starts to take you for granted too. 
Yes, he'll give you your regular orders for the supplies 
vou once did a selling job on, but only for a short time. 
The orders will gradually get smaller in size as your 
competition steps in. 

This happens because you, as a salesman, are slipping. 
You are stale. Your selling needs new blood, new mate- 
rial to work with. So my system, and I’ve found it to be 
a good one, is to pick up some new product to work 
with. Your firm is constantly taking on new lines. By 
putting your sales emphasis on these lines, you will have 
something to create and hold interest once more. 

Your interest in the new product is going to improve 
vour selling technique too. You'll have a better attitude 
toward your job. For example, my firm just took on a 
line of. prefabricated packaged shelving. I decided this 
line was. going to be my “interest. getter.” 

Here: was something new to work with so I start to 


KEYED UP with a new selling job to be done, the next 
morning I take off with a couple of prefabricated shelves 
in the car. 


make a mental search in my territory to develop a market 
for this shelving. All —_ use shelving; for storing the 
products they manufacture, in tool crips where their 
tools are stored and even in storerooms for stationary 
supplies and catalogs. Especially that new plant up the 
line, they built their shelving out of green lumber last 
year, they’re all warped out of shape now. Come to think 
of it that shop superintendent wanted to do something 
about that warped shelving. He can be sold. 

But wait! How do you sell packaged shelving? They’re 
delivered to us knocked-down and packaged. That’s so 
they won’t take up too much warehouse space and can 
be delivered at a price. The shelf won’t look like much 
in the box, it will have to be demonstrated and in the 
customer’s office or shop. I'll get a couple of units out 
of stock and put them in the back of my car. They don’t 
take up too much room and they won’t take long to 
erect. This ought to make an interesting demonstration. 
I’ll set up a display in our showroom too, this will invite 
customer inquiries. 

Well that does it, the next morning I take off with a 
couple of prefabricated shelves in the car all keyed up 
to do a new kind of selling job. Something new to talk 
about for a change. Packaged shelving paved the way 
for more sales in my territory. I’ve watched new con- 
struction; stores for new businesses. Just recently I ran 
into a retail paint dealer who had the problem of getting 
shelving for his new place of business. After a demon- 
stration proving the weight carrying capacity of pre- 
fabricated shelving and how it could fit into his physical 
set-up, he was sold. 

This same fellow was in the market for other items 
too, an electric hoist, hand trucks and several fittings, 
valves and spigots. You see a new product will put new 
life into your selling, open the door for new business 
and what’s more renew your interest in your job. 
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THERE’S A SIGN “Please take a number” when the cus- 
tomer hits the front door. 


Who’s Next? 


Milwaukee distributor borrows a leaf 
from the butcher’s notebook, sets up 


system for handling rush customers 


IN SOME INDUSTRIAL distributor firms there are certain 
hours during the working day when all the counter cus- 
tomers seem to come in at the same time. It’s rush-rush- 
rush for three or four hours. And strangely enough they 
all want their orders filled at the same time so they can 
get back to their shops as fast as possible. 

Counter salesmen like to give these rush, pick-up cus- 
tomers good fast service. But there is always one char- 
acter at the counter during the rush hours who wants 
to be number one boy when he really is number four or 
even number ten. 

This, of course, may lead to some debate among the 
waiting customers as to “who’s next.” And it may lead 
to hard feelings upon the part of some customer who 
tightly or wrongly feels he has not been served in proper 
sequence. 

In the interest of averting misunderstandings of this 
type, Shadbolt and Boyd Co., Milwaukee, distributors 
have a numbering system for customers, just like the 
butcher. The customer hits the front door, there’s a 
sign there saving “Please take a number.” On the counter 
is another sign which has about fifty cards on it numbered 


ON THE COUNTER is another sign which has about 
fifty cards on it numbered in order. 


NUMBER 


é&7 
ie ins 
; IS NOW 
BEING SERVED 


NUMBERED CARD taken from the customer tells what 
number “is now being served.” 


in order. It has the same request as the first. The cus- 
tomer takes the top card and waits until the counter 
salesman calls his number; when called, the numbered 
card is taken from the customer and hung on another 
sign in back of the counter which tells the customer what 
number “is now being served.” Bill Dane, counter 
salesman for the Milwaukee firm is all for this system, 
“It’s pretty hard to keep track of “who’s next” when in 
the process of filling your previous customer’s order you 
have been taken up to the second floor for awhile. In the 
meantime two or three customers may have come in and 
you don’t know the order in which they arrived. 

“This way,” he continued, “everybody at the counter 
gets a “fair shake” and there are no more arguments.” 





Remember the INDUSTRIAL DISTRIBUTION FORUMS (page 85) 


October 29, 1948 


Westchester Country Club, Rye, New York 


November 16, 1948 LaSalle Hotel, Chicago, Illinois 


January 13, 1949 


Edgewater Gulf Hotel, Biloxi, Mississippi 
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Sales Tips Fr om Salesmen ... creative selling needs fol- 


low-through . . . customer analysis spells sales success . . 
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S. J. HOMET 


Creative Selling 
Is Still the Best 


Creative selling is the system that 
turns the trick for S. J. Homet, sales- 
man for the H. N. Crowder, Jr. Co., 
Allentown, Pa. 

He recommends a careful inspection 
of the customer’s plant so as to be in a 
position to recognize a customer’s 
problem when he sees one and to be 
able to suggest changes in equipment 
which will help the customer do a bet- 
ter job. Mr. Homet feels this is a serv- 
ice which the customer appreciates, a 
service which instills the customer’s 
faith in the industrial supply salesman. 

Recently while inspecting a local 
cement mill, Mr. Homet found a 
power transmission installation which 
he thought could be improved on. He 
contacted the plant superintendent, 
recommended the change be made and 
secured an order for the installation of 
new equipment. 

After the installation had been in 
operation a short time, Mr. Homet 
called on this plant’s superintendent 
again to find out if he was getting the 
expected results. The plant superin- 
tendent was so impressed by the ex- 
cellent service resulting from the new 
equipment that he placed an order 
with Mr. Homet for the same installa- 
tion to be made in five other plants, in 
other cities. “Now I have this cus- 
tomer permanently, and the door is 
open for more business.” 

“Of course,” he continues, “a good 
sound practical engineering sense is an 
important asset in creating sales. I 
think a large part of the industrial 
supply salesman’s job is to strive con- 
tinually, day by day, to gather all the 
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practical knowledge of products, meth- 
ods and equipment he can. Without 
this knowledge,” he adds, “creative 
selling is impossible.” 


M. T. WILSON 


Breaking Down Sales 
Figures Aids Selling 


M. T. Wilson, salesman for the R. 
C. Neal Co., Buffalo, N. Y., believes 
that the little extra time he spends in 
preparing figures for customer analysis 
spells the difference between ordinary 
and above-average sales performance. 

For day-in and day-out selling, Mr. 
Wilson claims, there is no tool to com- 
pare with a customer analysis sheet 
which shows the customer’s purchases 
for each month broken down by major 
lines. Each week he receives copies of 
invoices sent to his customers. He 
sorts these out by customers and then 
studies the purchases in each line 
made by each customer. He totals 
these purchases by lines for each cus- 
tomer and compares the totals with 
purchases of lines made in previous 
months. This constitutes a week-to- 
week check on whether or not he is 
obtaining the business he should from 
each of his customers. 

At the end of the month, Mr. Wil- 
son has four sets of totals for each cus- 
tomer who has made purchases during 
the month. He adds these totals and 
enters them on the customer’s analysis 
sheet where they can be compared di- 
rectly with the previous months’ totals. 

The comparisons, whether made at 
the end of each week or each month, 
are relevant, Mr. Wilson said. They 
show when a customer’s purchases for 
any particular line are increasing or 
decreasing. He can check to see if 
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. job- layout promotes more than good -will. 


there is a corresponding movement in 
related lines. When the results are ad- 
verse, he can do something about it 
by going directly to the purchaser and 
finding out the cause. If the results are 
favorable, there is a possibility of in- 
creasing his sales in related lines. 
Nothing is left to memory when 
Mr. Wilson approaches a customer. 


i. as 
W. G. WHITE, customer, 
and J. J. FORRER, JR. 


Writing Specifications 
Means More Sales 


The opportunity to write specifica- 
tions for customers’ jobs is one of the 
rewards of technical training for an 
industrial supply salesman, according 
to J. J. Forrer, Jr., of James McGraw, 
Inc., Richmond, Va. Writing the 
specifications is almost like writing out 
the order. 

Mr. Forrer was graduated with a de- 
gree in mechanical engineering from 
Georgia Tech and had a year’s experi- 
ence with a metal firm before entering 
upon sales engineering. He likes to 
tackle powcr transmission problems 
and found that it pays. 

A recent customer was an electrical 
contractor who had secured the con- 
tract from a grain milling concern to 
convert a hand-operated elevator to 
one driven by electrical power. Al- 
though the contractor was no cus- 
tomer for motors, the job held out 
possibilities for sales of other items 
handled by the industrial supply firm. 
Mr. Forrer’s offer to analyze and lay 
out the job was accepted by the con- 
tractor who appreciated the assistance. 
Although he didn’t get the order for 
the motor, Mr. Forrer did sell a reduc- 
tion gear drive, controls, belts, pulleys, 
wire rope and other items not handled 
by the contractor. 
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@ Every month a heavy barrage of Osborn’s 
advertising covers your customers, helping you sell. 
Consistent advertising year after year helps make 

this quality line of Osborn brushes the 

best bet for industrial distributors. 


* 493,628 Certified 
Monthly Circulation. 












































THE OSBORN MANUFACTURING COMPANY 


5401 Hamilton Avenue Cleveland, Ohio 


WORLD'S LARGEST MANUFACTURER OF BRUSHES FOR INDUSTRY * POWER DRIVEN BRUSHES + PAINT BRUSHES * MAINTENANCE BRUSHES 
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Supply Sales Trends 
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ORDERS PER WORKING DAY—were 116, down 
three per day from the June figure. Orders per salesman 
per day were 16, no change. July had 25 working days. 
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REGIONAL TRENDS—Summer vacations and the 
weather put all but the West in decline. The Pacific SIZE OF AVERAGE ORDER— in July, was $36.50, 
Coast lost almost 100 points; the South and North down almost $5.00 from June. Volume per salesman 
Atlantic, 50 points each. Volume, size of order and was $16,400, down $1,500 from the volume registered 
orders per day all fell off. for each salesman in June. 
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Ze Pipe. Range with Drive Shaft 2'/2" to 


The NEW No. 582"TOM THUMB" port- 
able pipe and bolt threader. Standard 
range 4," to 2" pipe. Extra range |/," 


8" pipe. Bolt range V4" to I/o", 








The NEW Oster No. 582" TOM THUMB" 
is ready for sales action. Its 18 distinc- 
tive features make it the most advanced 
portable pipe and bolt threading ma- 
chine in its capacity range. It's a machine 
you can sell with convincing enthusiasm! 


New Features that Help You Sell / 


@ The NEW "SPINFAST" Front Chuck speeds up 
chucking and unchucking. Its easy-to-grip wheel elimi- 
nates use of a chuck wrench. Spin the wheel one way 
and three powerful jaws grip the pipe quickly and 
positively. Spin the wheel the other way to unchuck 
the pipe instantly. 

The NEW Cut-Off Device is the quick-cutting roller 
type. It is a// steel and unbreakable. 


The NEW Reaming Device—a strictly new idea—is 


integral with the die-head. It is mounted on front for 
close work. Operation is extremely fast. 


A NEW type of lever feed PULLS the carriage for- 
ward instead of pushing it. The carriage FLOATS on 
ALL-STEEL ways to conform to irregularities in the 
pipe. Carriage is removable to lighten the weight of 
the machine for easier portability. 


Those are a few of the sales-making features com- 


bined in the NEW No. 582 "TOM THUMB". You 
need Catalog No. 30 to get the full facts about 
this new Oster power threading machine. 


Write for Catalog No. 30 NOW! 





THE OSTER MANUFACTURING COMPANY, 2041 EAST 61st ST., CLEVELAND 3, OHIO, U. S. A. 
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SELECTED BUSINESS INDICATORS 


(Sources: Dept. of Commerce) 
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1945 1946 


Industrial stock prices dipped down again .. . 


1947 


1948 1945 


1946 1997 1948 


. . » department stores sales outran stocks. 


Keeping Up With Business 


Wholesalers’ Sales 
Top First Half of °47 


Sales during the first six months of 
this year were up 9 percent over the 
corresponding period of 1947, accord- 
ing to the monthly “Wholesale Trade 
Report” of the Department of Com- 
merce. June dollar sales of the 2,747 
merchant wholesalers reporting in the 
confidential survey 2% nee ma, all 
parts of the country and various lines 
of trade), totaled $499,288,000, up 12 
percent over June of last year, and up 
6 percent from May of this year. 

June 30 inventories, valued at cost, 
of more than half of the wholesalers 
were up 18 percent over June 30 
of last year; up 2 percent from 
May month-end. Twenty-nine trades 
showed stocks up from a year ago and 
6 reported decreases. 


Inventory Problems 
Feature Business Aids 


Several “Small Business Aids” of 
special current interest and available 
without charge from the Department 
of Commerce have been issued tre- 
cently dealing with specific manage- 
ment problems, among them inventory 
control, distribution costs and cus- 
tomer complaints. 

Distributors might with profit look 
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into the following “Small Business 
Aids” No. 227 ‘Causes of Customer 
Complaints’; No. 256, “The Reduc- 
tion of Distribution Costs’; No. 264, 
‘A Survey of Inventory Control in 37 
Companies’; and No. 453, ‘The Grow- 
ing Danger of Inventory Losses.’ 
The “Aids” are a series of short 
summaries of information on specific 
business problems prepared as case 


studies or reprinted from well-known — 


trade publications. 


Production Slows 
Its Post-War Climb 


The steady post-war climb of in- 
dustrial production in America shows 
signs of a slow-down, though price in- 
creases continue to gain, the Depart- 
ment of Commerce reveals. 

Industrial output in June and July 
was “moderately lower” than in the 
early part of the year. Output for the 
first six months was only slightly 
higher than in the last half of 1947. 

The Department comments: “The 
rate of advance was probably the slow- 
est for any six-months period since the 
post-war uptrend began, with fewer 
industries reporting gains in output 
and more reporting downward adjust- 
ments.” 

Additional industries, the . survey 
points out, have been added to the list 
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of those which have worked off de- 
mand backlogs, though in a number 
of major industries the unfilled orders 
still are large. A few industries which 
had experienced an earlier setback have 
staged a renewed upturn over the last 
six months. 


BRIEFS: 


. .. Construction in the 37 states east 
of the Rocky Mountains rose to $4,- 
766,795,000 in the first half of this 
year, an all time dollar record for a 
first-half period. 

. . . More than 9,000,000 families in 
America today are buying goods on the 
installment plan. Every third car, for 
instance, is bought on credit. 

. . . United States investments in for- 
eign countries hit the unprecedented 
peak of $26,700,000,000 last year. Six- 
teen billion of the total was private 
capital; the balance government funds. 
. . . Nearly 20,000,000 tons of raw 
steel have been lost through major 
strikes since early in 1946. It repre- 
sents a loss to clamoring customers of 
more than 8 million automobiles; or 
24 million, tractors; or more refriger- 
ators than there are people in the 
country. 

. . . Trade Is A Two-Way Street: 
Sixty-seven percent of our imports are 
raw materials to keep our factories 
running. 
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"Police the Pipelines”’ 
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Yarway Strainers are selling by the thousands because 
they are better engineered for the job they do. 


“The Screen is the Thing”—a high-grade, woven 
Monel wire screen that stops the dirt, lets fluids 
flow freely. 


Then, too, purchasers like the body finish—Cad- 
mium plated for protection against corrosion and 
for better appearance. 


And last but not least, Yarway Strainers are easy to 
clean, having a steel blow-off bushing, easily re- 
movable, precision machined with straight thread. 
Screen and bushing come out together, go back 
together, aligning automatically. 


Six sizes, ¥2" to 2", for pressures up to 600 psi, 
serve practically all strainer needs. 


Supply house strainer sales curves are rising 


speak for themselves of the popularity of Yarway 
Strainers. Completely described in Bulletin S-201. 


YARNALL-WARING CO., 111 Mermaid Ave., Phila. 18, Pa. 


YAR WAY FINE SCREEN STRAINERS 
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INDUSTRIAL PRODUCTION inpEx — Steady and Strong 


Economic activity continues at a 
high level. The several lines of busi- 
ness and trade that had experienced a 
seasonal setback over the summer 
months have recovered the ground 
lost and are back in high gear. 


Production Patterns 


It is a good idea, every now and 
again, to look back on the economic 
trends of the last few years to see 
how and in what direction the country 
is moving. For instance, one might 
with profit look into what has hap- 
pened, production-wise, in individual 
durable goods industries, in terms of 
their peak output of 1941. Have they 
advanced beyond the rate of produc- 
tion for that year, or are they still be- 
hind? Have they evolved a pattern of 
production, and if so, what does it 
mean in terms of current backlogs, 
supply and demand, and their business 
prospects for the future. 

A table of selected manufactured 
products—of interest to distributors 
because all are good customers—ap- 
pears below. It compares the rate of 
output in the first half of 1948 with 
the average monthly rate in 1941, 
which was generally the peak prewar 
year. 

The fifteen products listed are im- 
portant durable goods manufactured 
by the reconversion industries. It will 
be seen that the recent rate of output 
for four of the products shown (rail- 
way passengers cars, washing machines, 
electric ranges and vacuum cleaners) 
was more than double the prewar 
rate. For five others next in line the 
rate of increase ranged from 25 to 50 
percent higer than in 1941; and for 
three others the increase was more 


106 





July* June July 
1948 1948 1947 
192 177 
184 
208 
164 


141 


Total Production.... 187 
Total Manufactures 193 198 
Durable 220 222 
Non-durable ... 172 179 
Minerals 154 159 


*These figures are preliminary and 
subject to minor revision on the basis 
of additional data. 





moderate (batteries, stoves, heaters). 

Out put of passenger automobiles, 
truck trailers, and non-electric cook- 
ing stoves, it will be observed, was 
below the 1941 production rate by a 
small margin. 


Few Durables Decline 


Once postwar reconversion had 
been achieved, industry after industry 
reached new production marks. Some 
have then receded to lower rates of 
output, among this group radios, heat- 
ing stoves, nonelectric water heaters, 
oil burners and vacuum cleaners. Each 
of these products hit their postwar 
peaks late in 1946, declined through 
1947, recovered temporarily late in 
1947, and presently are in decline 
again. 

For the products produced in the 
reconversion industries, where back- 
logs have been large, the postwar up- 
trend in output has proceeded almost 
uninterruptedly from 1946 through 
the first half of 1948. In this category 
one might include refrigerators, wash- 
ing machines, electric ranges, non- 
electric cooking stoves, railway freight 
cars, and trucks—all large users of in- 
dustrial equipment, tools and supplies. 

Frequently an industry or product 
category will not have achieved its 


1941 production peak despite a long 
backlog of orders that ordinarily would 
carry its output well beyond that fig- 
ure, Passenger automobiles is a case in 
point, where lack of steel and labor 
difficulties has limited production. Oil 
burners is another, whose low output 
is due not to a lack of customers but 
to the tightened fuel-oil supply situa- 
tion. 

On the whole, however, the indus- 
tries where manufacturing activity has 
been sustained at or close to peak 
rates, or still is rising (to the extent 
permitted by available materials), are 
more important in terms of pro- 
duction than the industries mentioned 
which have shown appreciable de- 
clines. Undoubtedly, they account for 
the continued uptrend in production. 





Production of Selected Manu- 

factured Products, Increased (+) 

or Decreased (—) First Half 1948 
Compared with 1941 


Product 
Railway Cars 
Washing Machines. . 
Ranges, Electric.... +120% 
Vacuum Cleaners .. +113% 
Freight Cars + 40% 
Rubber Tires + 40% 
Trucks & Busses.... + 37% 
Refrigerators + 31% 
Radios + 28% 
Auto Batteries + 25% 
Heating Stoves .... + 12% 
Water Heaters + 5% 
Cooking Stoves .... — 6% 
Passenger Autos.... — 8% 
Truck Trailers — 9% 


Production Rate 
+158% 
+125% 
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Bolts and Cap Screws are an im- 
portant part of “National’s” most 
complete fastener line. Being well 
made from selected steel, they per- 
form “work horse” duty in a broad 
variety of uses. 


Throughout a full range of sizes, 
“National’s” Carriage, Machine, Lag and Plow Bolts are 
made to give dependable service. All have well-formed 
heads, and smooth, strong, uniform threads. “‘National’s” 
Cap Screws, available in either low or high carbon steel, 
have uniform quality throughout a complete range of 
diameters and lengths in either fine or coarse thread. 


These quality bolts are packaged to make your selling 
and stock handling easier. A color code on the labels, 
showing the type of fastener in each box, saves time— 
makes selling “National” fasteners a pleasure. 


Sold by leading distributors. 








THE NATIONAL SCREW & MFG. COMPANY, CLEVELAND 4, OHIO 
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... use a hydraulic hoist for unloading 


By using an automobile hydraulic hoist, Hudson-Tucker 
San Diego, Calif., recently unloaded 80,000-Ibs. of grease 
in three hours and seven minutes. 

W. H. Hudson, president and general manager, bought 
the hoist second-hand for $125. It has a 12-in. piston, 
oil operated (by means of compressed air) and has a rated 
capacity of three tons. An excavation 11-ft. deep was 
required to sink the cylinder. In the bottom of the 
excavation, a three-foot layer of concrete was poured to 
support the cylinder. On top of the piston is a 4-in. 
steel plate for the platform, 12x4-ft. The excavation and 
installation cost $700. 

While well pleased with the savings in labor, Mr. Hud- 
son said that if he were to do it again he would try to 
get a two-piston hoist. That, he explained, would permit 
handling heavy loads that might not be evenly balanced, 
without any tendency for the platform to tilt. 

A further refinement to the system is an A-frame, with 
chain hoist, which straddles the platform. It is used to 
handle such items as the motor shown in the photo- 
graph. The truck backs under the chain hoist which 
picks up the motor, the truck pulls out, the hydraulic hoist 
is raised and the chain hoist is used to lower the motor 
to the platform. 

The system is part of the firm’s program to simplify its 
materials handling problems. 


... lift heavy loads 


THE BACKBREAKING JOB of lifting heavy loads from 
a platform to a truck is eliminated at Bard Steel & Mill 
Supply, Kalamazoo, with a movable loading and receiving 
dock. Shipments are loaded on the rolling platform, pushed 
out to a truck and transferred without lifting. 


Heavy items can be moved from a truck to the hydraulic 
hoist by handtruck or a chain hoist. When the hydraulic 
hoist is lowered items can be wheeled off into storage. 


..+- keep stocks orderly 


A SPIC AND SPAN STOCKROOM is normal at Essmuel- 
ler Co., St. Louis. It is kept that way by delegating respon- 
sibility to only two persons; each has a key to the stockroom 
and they are held jointly responsible for seeing that the floor 
and shelving are kept clean and in order. 
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A PARTIAL LIST OF V-R PRODUCTS 


V-R CARBIDE AND wt et 


TANTUNG CAST ALLOYS Diss, Balls and Ring 


Extruded Rounds 

Bushings and Burr Blanks 
Special Tools and Wear Parts 
Standard Tools 

Boring Tools 

Cutoff Tools 

Shell End Mills 


Solid Carbide Spring Forming 
Tools 


Scribers and Punches 
Bull Dog Too! Holders 
Wire Drawing Dies 
Mandrel Nibs 


Scalping Dies 


er A 
V R. offe (A You P IANTONG Standard Blanks 
1 


Standard Tools 
Shell End Mills 
Special Tools 


World's Finest Carbides (originator of Steel Cutting Carbides). 
Complete line of V-R carbide tools and blanks. y) Precision Castings 
Complete line of Tantung cast alloy tools and blanks. 

Solid carbide spring forming tools. 

Standard tool holders. 

Precision cast Tantung wear parts. 

Personalized V-R Engineering Service. 


National business paper and direct mail advertising. 


oon GO ww hk WO WN 


Cooperative V-R Branch Offices located 
in principal cities, 


Specialized distributor selling aids. 


VASCOLOY-RAMET SorroRAtion. "aise 


An affiliate of The Fanstee! Metallurgical Corporation and The Vanadium Alloys Steel Company 
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Nelson Flagg 


. % 


Ed Sullivan and Carl Lyons 


New Group of Officers 
In Connecticut Club 

Nelson Flagg of Page Steel & Flagg 
Co., New Haven, is president and Ed 
Sullivan of Sullivan Tool & Supply Co.. 
Hartford, secretary and treasurer of the 
Connecticut Mill Supply Club. 

Carl Lyons of C. S. Mersick, in 
New Haven, is the new vice-president. 


Hibbard, Spencer, Bartlett 
In New Quarters 


Hibbard, Spencer, Bartlett & Co. of 
Evanston, Ill. now is located in its new 
building just outside the north city 
limits in the southwest corner of the 
city of Evanston, at 2201 W. Howard 
Street. 

The streamlined structure is 
equipped with the most modern 
mechanical equipment for merchan- 
dise handling. 
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Skilsaw, Ine. 
Advances Kemphert 


Walter W. Kemphert was named 
vice-president in charge of sales of 
Skilsaw, Inc., at a recent meeting of 
the board of directors. 

Until recently, Mr. Kemphert was 
connected with the Worthington 
Pump & Machinery Co., Harrison, 
N. J., and served in sales promotion 
and advertising activities and as man- 
ager of the merchandising division. 

He has long been active in the 
American Supply & Machinery Man- 
ufacturers Association, where he or- 
ganized and served on committees for 
sales promotion, sales methods an: 
marketing. He was elected a member 
of the executive committee in 1945, 
and second vice-president in 1947. At 
present he is treasurer of the associa- 
tion. 

As a director of the Sales Executive 
Club in Newark, N. J., Mr. Kemp- 
hert has promoted the idea of scientific 
salesmanship and the increased use 
of sales promotional materials. 


Walter W. Kemphert 


Baltimore P. A.’s To Hold 
Products Exhibit Oct. 26-28 


The eighth annual manufacturers’ 
products exhibit, sponsored by the 
Purchasing Agents’ Association of 
Baltimore, will be held Oct. 26, 27 and 
28 in the Lord Baltimore Hotel. 


VERY MUCH IN ATTENDANCE at the recent golf outing of the outside sales 
personnel of the W. S. Wilson Corp., New York City distributors, were (back row) 
Frank L. Parker, Thomas C. Christianson, Walter G. Steinert, John L. Sturges, Hugh 
H. Hirshon, president, J. Knox Meneely, L. Edward Caler, John B. Joyce, Edward A. 
Hirshon, general sales manager, Harold B. Christensen. Front row: left, William C. 
Boyle, John G. Strump, Robert W. Carter, John P. Mulligan, Edmund E. Hendess. 
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WHEREVER 


SELL THEM FOR BENCH GRINDERS—Whirlwind Wire TH EY’RE : SELL THEM FOR PORTABLE GRINDERS—Whirlwind Wire 
Wheel Brushes come in six wheel sizes from 4” to 12”3 Wheel Brushes come in 4” to 8” wheel sizes; made of 


in 1, 2 or 3 sections; and in .014”, .0118” and .005” -014” wire for rough cleaning, .0118” wire for high- 
wire. Adaptors fit them to almost any arbor or spindle. (ol 3 AN | | G speed buffing, .005” wire for fine finishing and 


METAL 


‘ ae 
. x > da 
SELL THEM FOR PORTABLE SANDERS—Whirlwind Wire Cup Brushes come in SELL THEM FOR ELECTRIC DRILLS—Small Whirlwind Cleaning Brushes are 
4”, 5” and 6” sizes, made of .022” wire for tough cleaning jobs. Brush ideal for workin close quarters. Available in several shapes, fitting angles, 
has 5”, 11-thread bushing; threads on Sander spindle. cavities and grooves. 


SELL THEM WHIRLWINDS* 
for Better Brushing at Top Speed 


You'll find plenty of places to make profitable sales of Black & Decker Whirlwind 
Wire Brushes . . . because they save money, muscle and man-hours on so many 
tough jobs! (1) They speedily remove rust, scale, old paint, light weld spatter. 
(2) Clean machinery, parts, castings, tanks, structural metal. (3) Prepare surfaces 
for welding. (4) Do high-speed buffing and fine burnishing or finishing. 


You can use them on practically any spindle . . . and particularly on Black & 
Decker Electric Bench Grinders, Portable Grinders, Sanders and Drills. They’re 
built right in our own plant, on special machinery, for extra toughness, extra life, 
extra performance! We’re advertising Whirlwinds in this month’s leading trade 
papers. So put some extra push behind this profitable repeat item now! The 
Black & Decker Mfg. Co., 617 Pennsylvania Ave., Towson 4, Maryland. 


*Trade Mark Reg. U. 8. Pat, Off. 


LEADING DISTRIBUTORS (spe EVERYWHERE SELL 
— “2 


Dick Docker 


PORTABLE ELECTRIC TOOLS 
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lips Screws make assem~- 
fe find and drive!” 


KE WORK EASIER .-- in fact, 
y because, aS One user says: 2 €Y imes faster $0 
i and in anky inside 
2 i ° h ” 


"re far easier tO handle, t 
orker who “goes crooke 
Phillip athe only screw with the tapered, enginee 
g. Production stays UP all.day long. And time-savings, #0% 


craftsmanlike ay: Here's 4 #0, qualit te) 

ant sue Ov sell the W , ‘American Phillips wane , vibration- 

paces resistance, ndabili in strenuous use...the ales-resist- 

ance melt away- ¢ these double- arrelled production and sales advantages 
roduct. Write. 


for your P 
AMERICAN SCREW COMPANY, 
Chicago Th 589 E. Minois St- 


PROVIDENCE 1, RHODE ISLAND 
Detroit 2: 502 Stephenson Building 
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It has gone a long way in improving 
conveyor helt strength 


eens Rayon 


For high strength at low cost...look into Cordura® 


There’s a long lift involved for con- 
veyor belts that carry coal and ore from 
mine pits to loading stations. To give 
these belts the terrific tensile strength 
required, engineers have turned to Du 
Pont ‘Cordura’ High Tenacity Rayon. 

“Cordura” makes possible a lighter 
belt—and a longer belt. One-piece con- 
veyor belts made with “Cordura” will 
eliminate costly, troublesome transfers. 
And they trough easily—have remark- 
able resilience. 

“Cordura” is engineered to yield 
much greater strength than natural 
fiber yarns commonly used. And each 
strand is a continuous filament—no 

short pieces to pull apart under 
strain. 


Perhaps you'd expect to pay a pre- 
mium for the advantages of “Cordura.” 
But in many cases you can reduce pro- 
duction costs because you get so much 
strength from so little! ” 


Can you use “Cordura” to improve 
an article you make? Write Du Pont 
for detailed information about ‘‘Cor- 
dura” High Tenacity Rayon. And tell 
us your specific needs. Perhaps we can 
help guide you to a profitable applica- 
tion. 
Can you use a product improved 
with “Cordura”? Check with your 
supplier—or write Du Pont. 

Rayon Division, E. I. du Pont de 
Nemours & Co. (Inc.), Wilmington 
98, Delaware. 


*REG, U.S. PAT. OFF. 


REG. U.S. PAT. OFF. 


BETTER THINGS FOR BETTER LIVING 
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Newspaper Guild 
Honors Edmund Orgill 


Edmund Orgill, president of Orgill 
Bros., Memphis, Tenn., was awarded 
the Newspaper Guild of Memphis 
(C.I.0.) Good Citizenship Award of 
1948 for his many activities in com- 
munity service. 

Mr. Orgill has served two years as 
president of the Memphis Chamber 
of Commerce, general chairman of 
Southwestern College’s million dol- 
lar Pre-Centennial Campaign, chair- 
man of the War and Welfare Fund 
for two years, president of the Rotary 
Club, president of Tennessee Episco- 
pal Laymen’s League and a leader in 
the Y. W. C. A.’s $400,000 Building 
Drive. 

In addition, he has been president 
of Memphis Youth Service Council, 
a director of the L. S. Lawo Man-for 
Boys Club and co-chairman of the 
$72,000 Gailor Hall Support Fund, 
and a leader in a number of other 
civic enterprises. 


Utilities Supply 
Opens Branches 


The Utilities Supply Co., Los 
Angeles, has opened two new branch 
offices, one in San Francisco, the other 
at Sacramento. The San Francisco 
branch is managed by Dick Morris, 
formerly salesman in the Los Angeles 
territory. The Sacramento branch is 
under Bob McConnel, manager, for- 
merly resident salesman in that terri- 
tory. Two salesmen will work out of 
San Francisco and one out of Sacra- 
mento. 

The company specializes in the pub- 
lic utility and oil industries, majoring 
in materials handling equipment, cast 
pipe and fire plugs. They carry one of 
the largest caster stocks on the West 
Coast. 


Allis-Chalmers Names Manly 
To Manage Dealer Sales 


W. L. Manly has been appointed 
manager of dealer sales of the Allis- 
Chalmers Mfg. Co., succeeding W. A. 
Meyer, who has been named assistant 
manager of the Texrope drive depart- 
ment. 

Mr. Manley has been with the com- 
pany since 1937, serving in the water 
conditioning department, where he 
has been manager since 1942. 

Mr. Meyer has been with the firm 
since 1926 and has served, successively, 
in its milling machinery, Texrope and 
central sales departments, and as man- 
ager of general purpose equipment 
sales. 


114 


RHEE oat RE 


SONS AND GRANDSONS of 


the original founders were in the forefront at the 


company’s dedication ceremonies. Left, John Jeppson, assistant secretary and super- 
intendent of the new plant; Aldus C. Higgins, chairman of the executive committee; 
George N. Jeppson, chairman of the board and Milton P. Higgins, president. 


a a 4 


AIRPLANE VIEW features the new Narton grinding wheel building in the left 
foreground, the rest of the firm’s extensive plant in the background. 


Norton Co. Dedicates New Plant 


The Norton Co., Worcester, Mass., 
recently dedicated a new $4,300,000 
manufacturing plant over 602 ft. long 
and 320 ft. wide and containing ap- 
proximately 5 acres of manufacturing 
space on one floor. The building is 
said to be the largest in the world for 
the manufacture of grinding wheels 
under a new process. 

George N. Jeppson, chairman of 
the board of Norton Co., who started 
the development, delivered the open- 
ing dedicatory address on the subject 
“A Vision Becomes a Reality”, at the 
conclusion of which he turned the 
new plant over to Milton P. Higgins, 
president. Other speakers included 
Mr. Higgins, who gave the actual 
dedication talk, Ralph F. Gow, ex- 
ecutive vice-president, and Wallace T. 


Montague, vice-president. Andrew B. 
Holmstrom, vice-president and gen- 
eral manager of the abrasive division, 
was chairman of the program and 
introduced the speakers. 

The new building will house a new 
process for manufacturing grinding 
wheels. In his address Mr. Jeppson 
complimented the many Norton men 
who helped to solve all the problems 
attendant upon completion of the 
new building and the new manufac- 
turing process. He singled out for 
particular commendation, two Norton 
development engineers, Wallace L. 
Howe and Edward Van der Pyl. 

In turning over the new plant to 
Mr. Higgins, Mr. Jeppson also pre- 
sented him with the ten millionth 
wheel made by the new process. 
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i. LOMBEK 


Smoother. Faster 


And here’s why you can cut a lot smoother and faster with Simonds 
“Red Center” Solid Circular Saws: 


1. Simonds Own Special Saw Steel, poured under close labora- 
tory control in Simonds modern electric mill. 


2. Specially Formed Saw Teeth ... for greater uniformity ... 
better ‘“‘cutability.”’ 

3. Expert ome assures true roundness . . . closer concen- 
tricity . . . better balance. 


Special Si ds Machi for flatter grinding which means 
accurate clearance right up to saw-edge .. . and Simonds 
famous finish, which means truer running saws. 


Inspections on Every Process to make sure you get the best 
results out of the best saws made. 





Ask your dealer for the type and size of Simonds “Red 
Center’ Solid Circular Saw best suited to your own 
work. Call today. 


4 
( a4 . « «and don’t forget SIMONDS ALSO MAKES 


ALL TYPES OF INSERTED-POINT SAWS 
MACHINE KNIVES (Bits and Shanks) WIDE BAND SAWS NARROW BAND SAWS CROSS-CUT SAWS 





BRANCH OFFICES: y 350 Columbia Road, Boston 27, Mass.; 127 S. Green 
St., Chicago 7, Ill.; 416 W. Eighth St., Los Angeles 14, Calif; 228 First St., 
San Francisco’S, Calif, 4311S. W. First Ave., Portland 4 , Ore.; 31 W. Trent 
— 8, Washington dian Factory: $95 x Remi St., Montreal 
30, Que. 





SAW AND STEEL CO. 
ITCHBURG, MASS. 


SIMONDS 
os 
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THE WORLD’S LONGEST BELT-RUN, the ten-miler at Shasta Dam, was laid 
out beforehand by its designer, E. W. Stephens, above, manager of belting sales for 
Goodyear, on a relief map similiar to the one he is poring over, made to exact scale. 


THE CHAIRMAN of the volunteer 
speakers’ bureau of the Seattle Com- 
munity Chest is Wallace Campbell, 
president Campbell Hardware & Supply 


FLEET OF NEW cars provided for sales staff of Parsons Bros., Bridgeport, Conn., 
THE LOUDEST TIES in the Con- is lined up outside industrial supply department’s headquarters. 
necticut Mill Supply Olub adorn Ed. 
Sullivan of Sullivan Tool & Supply and 
Art Klebes, Smith & Klebes, Inc. 


ws 8 


< + i oe 
IT’S IN THE BAG for sack racers, 
Bobby Foster, Bill Wright, George 3 
MacDonald and George Graham, Boy- , ; ; 
erCampbell Co., Detroit, employees YE EDITOR Walter Crowder touches terra firma again after a short flight in a 
at their annual outing. helicopter on a recent visit to the plant of the Bell Aircraft Corp. at Buffalo, N. Y. 
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; i A compact, speedy, light- 
weight hoist that can “take it.” One that’s easy to install 
anywhere, lifts loads easily at a flip of the wrist on the one- 
hand bar-grip control. A hoist that saves time, effort, cuts 
costs, uses small amount of current, needs little maintenance. 


A profitable hoist to sell for light-duty 
production and maintenance jobs. Capacities ranging from ¥% to 
2 tons. Hook and trolley types. An all-purpose lifting tool to 
round out your hoist line. 


And to give yourself extra hoist dividends, sell the Yale Spur- 

Geared Hand Chain Hoist, Cable King and Load King Electric 
Hoists, and the portable Pul-Lift. The Yale & Towne Manufacturing 
Co., 4530 Tacony St., Philadelphia 24, Pennsylvania. 


MATERIAL HANDLING MACHINERY 
CUTS PRODUCTION COSTS... SAVES TIME... SAVES EFFORT... PROMOTES SAFETY 


De eae ell 


INDUSTRIAL DIAL SCALES + HOISTS—HAND AND ELECTRIC + TRUCKS—HAND LIFT AND ELECTRIC 
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Every week is Fire Prevention 


Week. Don’t let some rival 


burn you up on sales. Match 


your wits against these 20 


questions. You can bank on 


the answers on Page 146. 


. 


Match the following types of fire: 

(a) Class “A” 

(b) Class “B” 

(c) Class “C” 

with the nature of the fire they 

define: 

C] electrical fires 

() fires in flammable liquids and 
greases 

(J ordinary fires, in wood, paper, 
textiles, etc. 


. Can you name (by letters A, B and 


C) into which class the following 
fires would fall: 
C} gasoline 

excelsior 

rubber 

textiles 

wall outlet 

crude oil 


. The extinguisher which has the 


reputation of putting out morc 

fires than all the others combined 

1S: 

C] cartridge-operated, 
anti-freeze 

(] the foam type 

CL] soda-acid type 

C) vaporizing liquid type 

() pump tank (water or anti- 
freeze) 


water or 


. The foam type extinguisher is 


especially recommended for fires 
in flammable liquids. 


[] True [(] False. 


. For fires in wood, papers, textiles 


and ordinary combustible mate- 
rials, the extinguisher most com- 
monly used and recommended is: 
CL] foam type 

CL) pump tank 

C) soda-acid 


. The six types of extinguishers 


recommended for freezing loca- 
tions are vaporizing liquid, pump 
tank, cartridge-operated, carbon 
dioxide loaded stream & dry com- 
pound 

[} True [() False. 


guisher against freezing tempera- 

tures below say, 40-deg. F: 

0 use an anti-freeze solution 

C) hook up a lighted electric light 
bulb in the extinguisher cab- 
inet 

C] build a fire under it 


8. In soda-acid extinguishers, the 


soda solution should be mixed out- 
side the extinguisher. 
[] False. 


{| True 


. A dry compound extinguisher (gas 


cartridge) should be recharged if 
it shows a net weight loss 

CL] up to 30 percent 

L) exceeding 10 percent 

QO) of 20 percent or more 


.Carbon dioxide cylinders should 


be recharged about once every two 


months. 
[] True [() False. 


. Three of the following types of cx- 


tinguishers are most often recom- 
mended for use against electrical 
fires (Class “C”) Which? 

CO] foam 

O) vaporizing liquid 

C) soda-acid 

C) carbon dioxide 

(i dry compound 


. All types of extinguishers should 


be recharged periodically. 
[] True [(_]} False. 


.A 24-gal. foam extinguisher will 


make about: 
C) 24-gal. 
QO 8 gal. 
CO) 16 gal. 
O) 22 gal. 


agents that put out the fire, then 
disappear, are carbon dioxide and 
vaporizing liquid. 

([} True [] False. 


. Which of the following extinguish- 


ing agents floats on liquids and 
clings to solids: 

Q) vaporizing liquids 

CL) foam 

CO) carbon dioxide 

C] soda-acid 


. Match the following extinguishing 


agents: 

C) vaporizing liquid 
O) carbon dioxide 
[1 soda-acid 


with their method of putting out fire: 


17 


18. 


20. 


(a) by blanketing 
(b) by blanketing and cooling 
(c) by wetting or cooling 


. Vaporizing liquid (carbon tetra- 


chloride base) extinguishers may 
in emergency use water instead. 
[] True [] False. 


The freezing point of vaporizing 
liquid is: 

O) minus 40-deg. F. 

C) minus 48-deg. F. 

) minus 56-deg. F. 


.In the hands of an operator who 


knows his extinguishers, the pump 
tank will throw a stream up to +5 
ft. 

[] True [) False. 


The oldest of fire extinguishcrs, 
and the one commonly seen in 
offices: 

QO is the foam extinguisher 

C) is the soda-acid type 


7. To protect the soda-acid extin- 14.The two types of extinguishing C) is the vaporizing liquid type 
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Where Hand and Paddle Methods are Used 
...Sales are Waiting for You! 


A simple thing like using obsolete hand 
and paddle methods to fill a grease gun 
boosts maintenance costs...which means 
lower productive capacity per dollar per 
machine. Right then, the door’s wide 
open for profitable sales opportunities 
for you. For complete details on any Ale- 
mite Equipment, write 1886 Diversey 
Parkway, Chicago 14, Illinois. 


Here’s New Grease Gun Loading Equipment 
Most Every Plant Needs 


Most plants use hand guns. So, when you 
show how Alemite’s new method of load- 
ing a hand gun can save up to 334 man- 
hours for every 100 lbs. of grease used— 
Mister, you’ve got an audience! Why, 
that’s 334 hours saved that can be applied 
to other much needed preventive main- 


tenance work! 


In addition, this Alemite Method saves 
grease and eliminates mess ... keeps dirt, 


moisture and grit out of lubricants. 


It’s just one of many ways that Alemite 


Methods simplify lubrication procedures 


and add more productive time to ma- 
chines. As an Alemite Representative, you 
can show case after case where modern 
Alemite Methods eliminate costly, time- 
consuming handling of oils and greases... 
slash time-outs for lubrication. To sum it 
up, you can give your customers the best 


help in lubrication that money can buy. 


ALEMITE 


STEW, MODERN LUBRICATION METHODS 
Seer THAT CUT PRODUCTION COSTS 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 





WITH SALES 
POSSIBILITIES | 


NEW PRODUCTS 























Plate-Type Fasteners 


For Heavy Conveyor Belts 
And Applied Anywhere 


A new line of fasteners and repair 
plates for heavy duty conveyor belts is 
so designed they can be applied any- 
where. They make a smooth, flexible 
tight joint. Of heavy gauge steel, they 
are so designed that they will with- 
stand any load the belt can safely carry. 
A two-sided joint permits use of both 
sides of a belt. The “Plategrip” fas- 
teners are provided for belts from 3-in. 
to 14-in. thickness and are packaged 
in sets of 10 of a size to a box.— 
Armstrong-Bray & Co., Chicago, Ill.— 
Industrial Distribution, October 1948. 














Pump 


For Corrosives 
And Abrasive Liquids 


Corrosive and erosive liquids like salt 
water, coolant oils, vinegar, syrup, 
fuel oil etc. are handily carried in a 
new pump of twin-ramp, Dura-Flex 
construction. The small model of the 
pump weighs 64-Ibs. is the size of a 
man’s hand, (5 by 4 by 4-in.) and 
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has pumped 12 percent sand and mud 
1500 hours with no apparent wear 
to impeller, the manufacturer claims. 
The pump is of all-bronze construc- 
tion and stainless steel shaft. It is 
available with or without outboard 
ball bearing for pressures up to 65 
psi. It’s high vacuum will lift water 
up to 28 ft.——Marine Products Co., 
Detroit, Mich.—Industrial Distribu- 
tion, October 1948. 














Screw Driver, Nut Setter 


With Low Speed, High Torque 
And In Twelve New Models 


A new line of low-speed, high-torque 
air screw drivers and nut setters in- 
cludes 12 new models (Nos. 7060 to 
7071 incl.) in a range from 450 to 
1100 rpm. They include pistol type 
and lever type air tools with a choice 
of positive clutch or friction clutch. 
Advantages of the slow speed screw 
drivers and nut setters include higher 
driving torque, so that larger size 
screws and nuts can be driven; slow 
speed saves bits; attachments, par- 
ticularly clutch jams, will last longer 
due to slower ratcheting of the jaws; 
slow speeds of 450 to 750 rpm are 
particularly suited to self tapping 
screws and cross recessed head screws. 
—The Aro Equipment Corp., Bryan, 
O.—Industrial Distribution, October 
1948. 
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Solder 


It’s Non-Corrosive, 
Non-Conductive, and Versatile 


“Resin-Five” core solder is said to be 
positively non-corrosive, non-conduc- 
tive, and virtually odorless and will 
easily solder zinc, brass, nickel silver, 
nickel plate, copper, and ferrous al- 
loys—an accomplishment said not to 
be possible with ordinary rosin. The 
new product involves chemical inter- 
action at the anhydride structure of 
the rosin itself, converting it from a 
naturally inactive state to an active 
state, yet preserving its original non- 
corrosive and electrically non-conduc- 
tive physical character.—Kester Solder 
Co., Chicago, Ill—Industrial Distri- 
bution, October 1948. 














Inserted Tooth Cutters 


Can Be Used In Work 
For Right Or Left Hand 


Inserted tooth cutters embodying 
new techniques in milling cutter de- 
sign are said to permit their use as 
right or left hand cutters. The tool 
is equipped with right hand cutting 
blades as standard, but the same cut- 
tet body can be used as a left hand 











FUNCTION OF DIE CAST FILES. Die castings of aluminum, magnesium 
or zine alloy present special problems under which regular purpose 
files do not stand up as they should when removing webs, fins and 
flashing, or filing thin sections, sharp corners and edges. Regular pur- 
pose file teeth also have a tendency to clog up rapidly. 


Mill Bastard Die Cast File While Nicholson and Black Diamond Die Cast Files have the same 
number of teeth per inch as the regular Mill Bastard file, their teeth 
are specially shaped and sharpened to cut fast and without excessive 
clogging. Die Cast file teeth are also made extra strong on sides and 
edges to prevent their “shelling off” or “breaking out” under severe use 


against obstinate fins, corners or other projections. 


POPULAR TYPES OF DIE CAST FILES. The Nicholson or Black Diamond 
Mill Bastard Die Cast File is single cut. The Half Round is double cut 
on its rounded side as well as on its flat side, thus permitting compara- 
tively fast stock removal. But since it is made in Smooth instead of 


Bastard cut, it also produces a good finish. 


HOW TO USE DIE CAST FILES. Light to medium pressure should be 
applied in filing small die castings; medium to heavy on large ones. 


A right-toward-left stroke generally should be used. 


IDENTIFICATION AND SIZES. Nicholson and Black Diamond Die Cast 
Files are stamped “Die Cast” on tang. Regularly furnished in Mill Bastard 
and Half Round in 6”, 8” , 10”, 12” and 14” lengths. 





Nicholson makes special-purpose files for Brass, Lead, Aluminum, Stainless 
Steel, Foundry Castings, Die Castings, Die Making, Lathe Filing, Curved 
and Shear Tooth Filing—and Swiss Pattern files of all shapes and patterns. 


bd u.s. a.* (In Canada, Port Hope, Ont. ) 


eMOts NICHOLSON FILE CO., 42 Acorn Street, Providence 1, Rhode Island _»-ag@mevo, 
ye 
"*aon ae 


INDUSTRIAL DISTRIBUTION * OCTOBER, 1948 





WINTER BROTHERS TAPS ARE DEPENDABLE 


Winter Taper Pipe Taps are designed to provide the 
close tolerances essential in tapping pipe fittings. Like 
other Winter Taps, they give you cleaner threads, 
longer service between grinds, and extra tap life. 


@ When you sell Winter Taps, you sell more than a fine tool. 
You sell a tradition of service that helps your customers get 
the most from their taps. Competent, trained Winter Engineers 


- are within easy reach across the country, ready to advise you 
tlwags at Your Sewice 


Winter Brothers advertising in 
leading business publications points arises. These men can draw upon the accumulated knowledge 


out that Winter distributors carry a 
complete stock of Winter taps. of the entire Winter organization—close to a half-century of 


Your customers are encouraged to . 3 f 
deal with their industrial distribu- tapping experience—in serving your customers. 


tors when they need any staple 
industrial product. 


inter Brothers coMPANY 


ROCHESTER, MICHIGAN, U.S.A. © Distributors in Principal Cities © A Division of 


the National Twist Drill and Tool Company ¢ Branch Stores: New York, Chicago, Detroit, San Francisco 


and your customers whenever a troublesome tapping problem 
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PERFORMANCE IS BUILT INTO NATIONAL METAL CUTTING TOOLS 


- 


es 
a 
“4 


PS 


National Counterbores are noted for 
their rugged construction, simplicity of 
design, and adaptability to a wide vari- 
ety of opérations. The complete National 
line also includes Twist Drills, Reamers, 
Milling Cutters, End Mills, and Hobs. 


@ Modern, scientific heat treatment is an important factor in 


bringing your customers extra dependability in their metal 


cutting tools. At the new National plant, this critical step in Call Your Distributor 


Every National ad in general 

business magazines advises 

guarded by the use of the best equipment obtainable. This readers to ‘‘Call your dis- 

tributor for cutting tools or 

applies to furnaces as well as to time and temperature controls. any other staple industrial 

: : , product.”’ For years National 

No important operation relies on the human element. has recognized the important 

role of the industrial distrib- 

utor in stimulating produc- 
tion efficiency. 


[ATIONAL rwisr pez anv Toor company 


ROCHESTER, MICHIGAN, U. S. A. Tap and Die Division—Winter Bros. Co. 


Distributors in Principal Cities » Factory Branches: New York + Chicago + Detroit + Cleveland + San Francisco 


quality tool manufacturing is closely controlled and safe- 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 





cutter by inserting a set of left hand 
style blades. The blade-holding fix- 
ture of the cutters is designed for 
quick and accurate blade setting. The 
blades are held securely in position. 
Rigid cutter bodies are precision built, 
with added weight to insure maxi- 
mum power in the cut. Each style 
cutter has the type of mounting best 
suited for safety in operation and ac- 
curacy in machining. “C” Arbor 
mounting for 6-in. cutter and direct 
mounting for 8-in. cutter—Wendt- 
Sonis Co., Hannibal, Mo.—Industrial 
Distribution, October 1948. 


14-Inch Band Saw 


Gives More Working Area, 
More Vertical Clearance 


Design, construction and performance 
features incorporated into a new 14-in. 
band saw are said to permit the 
operator 45 percent more working area 
and 33 percent more vertical clear- 
ance. The saw has a 20 by 23-in. tilt- 
ing table with 124-in. vertical clear- 
ance and 1]33-in. horizontal clearance. 
Cast iron and cast aluminum construc- 
tion assure ruggedness and rigidity 
with minimum weight, and quality 


precision machined parts assure dura- 
bility and accuracy. — Heston & 
Anderson, Fairfield, lowa.—Industrial 
Distribution, October 1948. 











Carbide Midget Mills 


Give Equal Or Better Finish 
Than A Grinding Operation 


Equal or better finishes than grinding 
on many jobs is claimed for new car- 
bide midget mills. Operating prefer- 
ably at speeds of 2000 to 5000 sfm, 
the cutting action and controlability 
of the new mills is said to greatly 
excel that of similar high speed mills, 
aided by the gyroscopic balance charac- 
teristic of the higher speed power 
tools, either air or electric. The mills 
are said also to outlast their high speed 
counterparts 30 to 50 times on abra- 
sive and tougli materials and will cut 
hard materials up to 63-C Rockwell. 
They may be used in freehand opera- 
tions or can be chucked in machines 
and the work manipulated either man- 
ually or mechanically.— Severance 
Tool Industries, Inc., Saginaw, Mich. 
— Industrial Distribution, October 
1948. 


Hard Surfacing Electrodes 


Of the Coated Tubular Type 
For Super-Abrasion Resistance 


To extend its complete line of hard 
facing electrodes, the company now 
has in production two new electrodes 
of the coated tubular type for deposit- 


ing super-abrasion resisting surfaces 
of weld metal. (Tubular electrodes 
are steel tubes in which is contained 
the hard surfacing alloy in a concen- 
trated form.) ‘“T'ungweld-C” is a 
tubular, light coated electrode which 
contains in the tube coarse particles 
of tungsten carbide. The particles arc 
deposited by the arc in the weld ‘cra- 
ter and as the weld solidifies are held 
in a tough iron alloy matrix. “Tung 
weld-F” is a shielded arc tubular elec 
trode containing fine particles of 
tungsten carbide. It is for use on 
earth cutting tools but produces a 
smoother, thinner and sharper edg: 
than the rough edge of ““Tungweld-C.” 
Both types of electrodes are available 
in 14-in. length in }-in. size, packed 
in five-pound containers—The Lin 
coln Electric Co., Cleveland, O.— 
Industrial Distribution, October 1948. 














High Tensile Nut 


Of the Double Hex Type 
And Self-Locking 


A new high tensile, double hex nut 
is designed to develop 185,000 psi 
minimum in NAS high strength air- 
craft bolts where weight and space 
limitations are major factors. Com- 
pletely interchangeable with existing 
internal wrenching nuts, the new 
double hex design permits a weight 
reduction of 66 percent, a height re- 
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Manufacturer 


Product 


Manufacturer Page 





Pump 


Inserted Tooth Cutters. 
14-Inch Band Saw 
Carbide Midget Mills.. . 
Electrodes 

High Tensile Nut 


Sintered Carbide Alley. 
Electric Drill 

Screw Driver Handles... 
Soluble Oil Mixer...... 





Plate-Type Fastener.... Armstrong-Bray & Co...... 
ee Rit Also 5 aiken A Marine Products Co 

Screw Driver, Nut Setter Aro Equip. Corp............ 
Kester Solder Co 
Wendt-Sonis Co............ 
Heston & Anderson 
Severance Tool Ind., Inc.... 
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Sander-Polisher 
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Roto-Table 


Bonding Film 
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Power Squaring Shears. 


Flood And Spot Lamps. 
Tapping Attachment... Wickman Mfg. Co 
All-Steel Saw Frame.... 


Portable Compressor... 
Rubber-Coated Gloves.. 
Toolmakers’ Hammer.. 


Prehler Proved Products... . 
Amer. Hoist & Derrick 
Famco Machine Co........ 
Roto-table Co 

Champion Lamp Works.... 


Minn. Mining & Mfg. Co... 
Brown & Sharpe Mfg. Co... 
Ingersoll-Rand Co 

Edmont Mfg. Co 

L. S. Starrett Co 
Aluminum Industries, Inc. 
Kindt-Collins Co........... 
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3 WIDELY USED AND PROFITABLE LINES 


BRAKO 


REG. U. S. PAT. OFF. 


PRODUCTS “Unbrako” Socket Set “Unbrako” Socket Set “Unbrako” Socket 
Screw—with Knurled Screw—with Knurled Head Ca 


e P Screw — 
Cup Point — “won't Thread — “won't with Knurled Head for 


shake loose.” shake loose.” “‘slip-proof” grip. 





Knurling of Socket 
Screws originated with 
“Unbrako" in 1934. 


o aa 








SELF-LOCKING NUTS pen fe 


“Flexloc” Self-Locking Nuts—one-piece, all- -metal, all- 
active thread—the nut that “won't shake loose.’ 





Fig. 732 
Drawer is extra. 


Fig. 847 


WORK BENCHES OF STEEL “Hallowell” Work-Benches of Steel—with or without 


back and end pieces and shelves. 


Le 


Yes, these Products sell fast and stay sold . . . make friends for you . . . assure a steady, repeat 
business to make your — effort easier. “Complete plant facilities, effective sales promotion vou can't Mettes Fad men, Se. _—_ 
activities, consistent business paper advertising and prompt, courteous service to you and your pe = #25 or 3550 Mallowell”” Ki Ke Y Kit 
customers . . . all @ port of TANDARD” odventoges. whose Hollow Handle contains most all hex 
“UNBRAKO” Socket Screw Products—manufactured from oe sinh _grate alloy steel, to close tolerances— bits. KITS: Pats. Pend. 
have pnd outstanding advantages: INTERNAL WRENC that promotes compact designs 
space, weight, materials and costs; KNURLING . . . an exclusive “‘Unbrako” feature— ee 
which © on m the head of “Unbrako” Cap Screw speeds asse' mbly—and on the threads or points of 
the “Unbrako” Set 7 assures positive Self-Locking; SELF-LOCKING ... all of our patented 
“Unbrako” Set Screws, almost regardless of application, are excellent Self-Lockers . . . sizes avail- 
able in a full range of diameters, lengths, thread series and types of points. 


“HALLOWELL” Work-Benches of Steel—hydraulically riveted—and this fine, neat, ready-made line 
wears and lasts as only steel can. There is a large variety of styles from which to ‘choose, making it 
possible to meet the most exacting and diversified needs of your customers. 


“FLEXLOC” All-Metal, iw Resilent, Self-Locking Nuts—every thread carries its share of > * PAT’D AND PATS. PA, NN 
load—available in N. dN. C. thread’ series. The “Flexloc” can be used over again and a PENDING Y Za. 
without losing much NS its torque, x - is a, and ve callow. Sizes from #6 to 2 


diameter. Inquire about our “F epee we be nop = A to you. 
Ask for your copies of the Uniake, “Hallowell,” vinlchy “Flexloc talogs . keep them handy 
for ready reference. “‘Unbrako”’ Screw Products acknowledge no yt ~ in strength. OVER 45 YEARS IN BUSINESS 


JENKINTOWN, PENNA. BOX 519 
BRANCHES: CHICAGO DETROIT + _— INDIANAPOLIS SAN FRANCISCO ST. _LOUIS 
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A TRUE BALL JOINT Spherical grinding finishes the seats of a 


Dart into a true ball joint with wide, true-bearing surfaces. Because of this fea- 
ture, Darts are easily made tight without jamming . .. without damage to seats, 


TWO BRONZE SEATS 


The special bronze alloy used for Dart 


seats has a high resistance to pitting, electrolysis and corrosion...means years 
of leakproof protection. 


PRACTICALLY INDESTRUCTIBLE Both body and nut of a 


Dart are made of high-quality, air-refined malleable iron to give extra resist- 
ance to stress and stretching . . . extra years of life under toughest conditions. 
EXTRA-HEAVY SHOULDERS And lastly, to withstand more 


years of wrench abuse, the shoulders of a Dart union are made stronger and 
heavier. 


M ‘\ 
ln” 


‘When you add up these features it is easy to 
see why your customers will be happier...your 
profits greater... when you sell sturdy Dart: 
unions. - ' 


Z Uy) 


TL 


Lf 


E. M. DART MANUFACTURING CO. 
PROVIDENCE 5, RHODE ISLAND 


UNIONS 
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New Products 


(Continued from page 124) 





| duction of 50 percent. Other features 
| of the new nut include nylon locking 


collar; forged steel body, cadmium 
plated; bearing surfaces square with 
the axis of threads within 1-deg. for 
nuts up to and including 4-in. and 
4-deg. for nuts ¥-in. and larger; self- 
locking in any position on bolt ox 


| stud. The new nut is available in 


sizes }-in. through 13-in. in National 
fine thread series.—Elastic Stop Nut 
Corp. of America, Union, N. J.—In- 
dustrial Distribution, October 1948. 


Grinder 


For 20-Inch By 3-Inch Wheels 
And Seven-and-a-Half Horsepower 


| With the addition of a heavy duty 


74-hp., grinder the manufacturer com- 
pletes the range of sizes starting with 
3-hp. 6-in. wheels. The new machine, 
Type 70 FAS, for 20-in. by 3-in. grind- 
ing wheels and 1150 rpm, is ball- 
bearing equipped, the guards are of 


| structural plate steel and adjustable 


to wheel wear. Each guard has a 


| hinged door, exhaust outlet, and ad- 


justable spark breaker. A push-button 
safety starter having overload protec- 


| tion is conveniently located. Optional 
| equipment includes removable water 


pot and safety glass eye shields.—The 


| Standard Electrical Tool Co., Cin- 


cinnati, O.—Industrial Distribution, 
October 1948. 


Sintered Carbide Alloy 


Designed For H. S. Planer Tools 
‘For Clamped In Or Brazed Blanks 


A new sintered carbide alloy has been 
designed especially for high speed 
planer tools. The alloy, “Carmet 
Grade CA-51” and the blanks can be 





“Believe it or not... 





E used to stock 124 different sizes of 

endless V-belts. Now, just four reels 
of Veelos, the link V-belt, give us every size 
we need. The right length belt for any drive 
is uncoupled from a reel, quickly made end- 
less, then installed. Machine downtime for 
belt changeover is almost eliminated by the 
ease with which matched sets of any required 
length can be coupled on a drive. And by 
switching to Veelos, we’ve made a big saving 
on our V-belt investment.” 

You can do the same. 


4 reels of Veelos provide as many 

as 316 sizes of endless V-Belts 
Very likely you need less than 316 sizes for 
a complete V-belt inventory. When you stock 
Veelos on reels you can forget belt deteriora- 
tion and obsolescence. Storage space is saved. 
Inventory records are simplified. 

Veelos is made in all standard sizes .. . fits 
all standard grooves . . . is available in 100 foot 
reels. Learn about the host of advantages Veelos 
offers you. It’s a profitable line to stock and sell. 





=== NEW VEELOS CATALOG 








This is the catalog that brings many V-belt benefits to you. 

It gives you all the facts and complete engineering data. 

Your copy sent on request. 

MANHEIM MANUFACTURING & BELTING COMPANY 
MANHEIM, PENNSYLVANIA 











VEELOS is known as VEELINK outside of the United States 


this is my COMPLETE V-Belt Inventory” 


ADJUSTABLE TO ANY LENGTH - ADAPTABLE TO ANY DRIVE 
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| $ supplied for ‘Planers using either the 
-~ | “clamped in” or brazed type blanks. 
° , | The new alloy is claimed to be su- 
The Line of _ | | perior to any developed thus far. Its 
i “abilities” include: material cut, 60 
DISTRIBUTORS PREFERENCE __ | percent semi-steel casting; depth of 
_ | cut, up to 14-in.; feed, .100-in.; sur- 
face speed 175 fpm; metal removed, 
| as much as 2100 Ibs. per grind of 
tool; most economical metal removal, 
1750. Ibs. per grind.—Carbide Alloys 
Division, Allegheny Ludlum Steel 
| Corp., Pittsburgh, Pa.—Industrial Dis- 
| tribution, October 1948. 








JACKSON DESIGNS 
FOR DURABILITY SO 
DISTRIBUTORS CAN 
SATISFY USERS... 








The very nature of 
‘Jackmanco’ products sug- 
gests hard service. Wheel 
barrows, drag scrapers, and 
concrete carts are not items 
of equipment which are 
carefully handled in the 
field. They must be ‘tough’ 
because they are roughly | Electric Drill 


used. Of the General Duty Type 











‘Jackson’s seventy - two 4 For Production, Maintenance 


years experience in build- | | New developments and improvements 
ing this type of equipment — have been incorporated into a new 
has dictated the kinds of | 4-in. general duty electric drill, in- 
: _. | cluding motor frame and gear box 
materials to use and the | | pressure die cast, gears of nickel 
way to use them so that _ chrome, high frequency heat-treated, 
' .. | and armature bearing that is. self 

these products will stand : dligning, The gear spindle bearings 
the gaff. Regardless of the are oil-impregnated porous bronze; 
. . the chuck spindle thrust bearing is 
kind of Service, users de- | of the ball type. The scientifically 
mand maximum perform- shaped side handle has tripper switch 
:  |—tubular handle removable.—S. 

— 7 fact at — Wolf & Co. Ltd., London W 5, Eng- 
call for ‘Jackmanco’ equip- =——|_| Jand.—Industrial Distribution, Octo- 


ment is well known by  ; ber 1948. 
Jackson Distributors. 
Established 1876 
* Screw Driver Handles 
JACKSON MANUFACTURING CO. eine 
cal HARRISBURG, PA. , Easy To Handle And Safe 
| BARROWS. .CONCRETE C ARTS. '. | | A plastic incorporated into new screw 
hn - | | driver handles is said to eliminate a 
.-DRAG SCRAPERS. .MORTAR | | serious fire and personal safety haz- 
A PANS .. MORTAR MIXING. ard. The new “Nocom handles 


a are no more flammable than a 
- , BOXES .. SALAMANDERS .._ | | hard wood and are claimed to be 

Reaus. on. | ‘ {| stronger than old-fashioned clear han- 
ue a LAWN ROLLERS «4 | dle materials. They will not soften 
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Sold only by Authorized SIOUX Distributors 


WORLD OVER 
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1205 ELSTON AVENUE CHICAGO 22, ILLINOIS 


C/R Hammers 
have malleable 
iron heads with 
replaceable coiled 


rawhide faces. 








(A _ = 


=) 
WU RAWHIDE i; tops 


for “‘soft’’ mallets and hammers. 


And you can’t beat Chicago 
Rawhide. Tightly coiled, speci- 
ally treated C/R surfaces won't 
split, crumble or mushroom. 
They absorb shock, deliver 
powerful blows, protect delicate 
surfaces, and stand up under 
tough use. Always ask for 


Chicago Rawhide. a 


CHICAGO Kawhide MFG.CO. 


| 


Other C/R maintenance products are: round, flat and twist belting; belt pins and belt lacings; 
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gears, pinions and gear blanks; aprons and hand leathers ; hydraulic packings. 
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when warm, nor shatter if dropped 
when cold. Even at 40-deg. below zero, 
the handles show no bad effects. The 
new material is a superior electrical 
insulator and impervious to oil, grease 
and water. The handle’s design per- 
mits of optimum gripping comfort, 
and is combined with special chrome 
vanadium alloy steel blade.—Forsberg 
Mfg. Co., Bridgeport, Conn.—Indus- 
trial Distribution, October 1948. 





Soluble Oil Mixer 


For Many Industrial Uses 
In Lubrication And Cooling 


A new soluble oil mixer for use in 
machine shops, industrial plants, etc., 
performs three operations simultane 
ously. It proportions water and solu- 
ble oil, mixes them into a uniform 
emulsion and transfers the soluble oil 
from the original drum into another 
container ready to pour into the ma- 
chine sump or circulating system. ‘The 
mixing unit is inserted in the bunghole 
of a drum of soluble oil, connected 
by hose to a water outlet, and ad- 
justed. Water pressure (average 24-30 
lbs, per sq. in.) is the only power 
required. ‘The compact unit weighs 
54 Ibs.—Alemite Division, Stewart- 
Warner Corp, Chicago, II].—Indus- 
trial Distribution, October 1948. 


Sander-Polisher 


Converts Drill To Sander 
And Bends To Fit The Work 


In three seconds any drill can be con 
verted into a sander or polisher, ac- 
cording to the manufacturer of a new 
attachment which will fit electric drills 
of 4-in. capacity and more. The new 
accessory also works with lathes, drill 
presses, motors or flexible shaft tools, 


and the direct drive to the sander is 


said to utilize the full rated power of 
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| Central Ohio Coal Company* 


_ gets 


L-O-N-G-E-R service 


from Jal Arocdadonbcle NRE ROPE 


30-month figures prove 
superior performance of 
J&L wire rope 








For two and one half years, Central 
Ohio Coal Company of Zanesville, 
Ohio, has kept detailed records on 
the performance of wire-rope hoist- 
ing lines, draglines and dump cables 
used in their strip-mining operations. 
These records prove that, among 
the several different brands used, 
J&L Wire Ropes gave more days of 
service and moved more cubic yards 
of overburden. 


Here are the average performance 
hgures: 


Dragline—50% longer service life than 
competing wire ropes. (J&L Precision- 
bilt 24%" dia. Type ‘‘U’’ Lang Lay) 


Hoisting Line—30% longer service life 
than competing wire ropes. (J&L Pre- 
cisionbilt 134” dia. 6 x 37 Lang Lay) 


Dump Cable—More than twice the service 
life of competing wire ropes of %”’ larger 
diameter. (J&L CenterFit 1%” dia.) 


a4 
So Ne 
° £9 


But it is what’s behind these records 
that counts! Both J&L and Central 
Ohio “know their ropes.” J&L 
knows how to build wire ropes and 
what type to recommend for every 
job. Central Ohio knows how to 
operate them for the longest and 
most profitable service. This means 
not only correct application, but 
also proper, engineered care. 


—And what is “proper, engineered 
care?’ Why not let a J&L Wire 
Rope service engineer tell you? He’s 
a specialist in wire rope application. 
He knows how to get the most out 
of every inch of hoisting line, drag- 
line, logging rope, marine cable, 
oil-country line—or wire rope in any 
other application. 


If you would like to have a J&L 
engineer call on you, write us. The 
coupon is for your convenience. 


*Affiliated with Ohio Power Company in the American Gas and Electric System. 


JONES &L AUGHLIN STEEL CORPORATION 
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Above—Page, Model 627 S, Walking Drag- 
line, with 12-1/2 yd. bucket. JEL Wire Rope 
for hoisting line, dragline and dump cable. 


Jones & Laughlin Steel Corporation 
420 Jones & Laughlin Building 
Pittsburgh 30, Penna. 

Gentlemen: 

We are interested in learning how to 
get more service from our wire ropes. 
Please have a J&L engineer call on us. 








You don’t have to depend on “generalities” when you 
present “American Swiss” Swiss-Pattern Files to customers 
and prospects. 

“American Swiss” gives you definite facts and figures . . . 
proof of uniform excellence and long-wearing qualities. 


For example. 


A 








Made of high grade file steel, 
not tool steel 





the driving tool. The unique feature 
of the sander is that its finishing sur- 
Heat in with automatic face bends to fit the work. cue 
no — regulation — to lete kit includes one sanding disc and 
within =5°F. fesabibin buffer. A drawstring holds 
the buffer taut to the disc to convert 
it into a _ polisher-buffer.—Prehler 


Made to a size tolerance of Proved Products, Chicago, Ill.—In- 
+,002-in. in many shapes dustrial Distribution, October 1948. 





All files cut from tang to 
extreme point 


Cate Sh SD ee ee 


* 
rem, a 
ture, 





Based on more than 45 years of 

experience in specializing in the 

manufacture of Swiss-Pattern 
iles 


More than 3000 different 
shapes, cuts and sizes . .. a file 
for every intricate, accurate, or 
finishing filing job 





And finally . . . every file 
guaranteed for perfection 
... there are no ‘“‘Ameri- > 
an Swiss’? second-grade a : Elevator 


SSIMS NWSINaWY 


For Portable Material 
Rises Up To 97 Feet 


Our Catalog tells the whole story .’. . Pare 1 A new allowable height of 97 ft., with 
write for your copy. ge ; a platform lift of 90 ft., is said to be 
AMERICAN SWISS FILE & TOOL CO. i! possible with a new portable material 
410 Trumbull St. Elizabeth 1, N. J. elevator. The device is self-erecting 
when used at the 47 ft. height or 
under. A concrete bucket of 14 cu. 

s ft. capacity is available which is inter- 

VAL hCG changeable with the 6 ft. by 6 ft. 
platform, both units being pin con- 


nected for quick, easy installation.— 


. American Hoist & Derrick Co., St. 
W i SS r ATT r R N c ! LE Paul, Minn.—Industrial Distribution, 
October 1948. 
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Seymour $m 
NAP-LOCk 
PLIER-WRENCH 


S 


© PLIER-WRENCH 


/ 


Wy. INSTANT 


WS 
CY Lock 
OU can make the best tool BETTER. When this plier- \ 


RELEASE 
wrench first came out, the trade called it the best yet, 
and their customers backed them up. Now—to an already A finger touch 
fine tool, we add improvements that make it practically a releases the jaws 
new tool! 


De ely eet eee 


“rag 


The “Capacity Indicator,” for one thing, is an especial aid to 
turning out a run of jobs of the same kind. The “Lock Release,” 
which works like an easy trigger, is another “production” aid. 
And both are a delight to the occasional user who likes good 
tools. 


The “Snap-Lock” Plier-Wrench is made of heavy gauge 
pressed steel with reserve stock wherever needed. The jaws 
(one swiveled to hold odd-shaped objects) are of hardened 
tool steel, They will stand up to hard service; yet are easily 
replaceable, Black enamel finished handles with non-slip grip. 
Two sizes: No. 2610, 10”, $2.25 retail; No. 2607, 7”, $1.75 
retail, At your jobber’s now—with complete displays and 
resale helps. Be FIRST to feature this first among toggle type 
tools! 


SEYMOUR SMITH & SON, INC., 900B Main St., Oakville, Conn. 


JOHN H. GRAHAM & CO., Inc., 105 Duane St., New York 8, N. Y. 


Ai Bie Se 5 hey 


oes 


NATIONALLY ADVERTISED in full-coverage media 
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Catalog Customer 


REPEATS! 


Upon delivery recently to Beals 
McCarthy & Rogers, Inc., Buffalo, 
of the seventh catalog we have 
made for them in a row, their Vice 
President E. F. McCarthy wrote us 
as follows: 

“We have now had an opportu- 
nity to examine our completed cata- 
log ‘D' and are all very much 
pleased with it. 

“As you know, this is the seventh 
catalog which you have published 
for us and each one seems to be bet- 
ter than the last. I am sure that 
this new book will be of great bene- 
fit to our entire organization and 
feel that we are getting it out at a 
very opportune time. 

“Please accept our sincere thanks 
for the very fine cooperation which 
we received from you and your 
associates in compiling this new 
catalog.” 








Proving once again that 
LEADERSHIP PROSPERS 
WITH LEADERSHIP 


The Lakeside Press 


R. R. DONNELLEY & SONS COMPANY 


350 EAST TWENTY-SECOND STREET - CHICAGO 16 
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Still Another + 











Power Squaring Shears 


For Rapid, Easy Cutting 
Up To 18 Gauge Stock 


A new power shears has been devel- 
oped to satisfy the demand for light- 
weight, low-cost power machinery. 
The power squaring shears are capable 
of cutting 18 gauge stock easily and 
rapidly, according to the manufac 
turer, and are available in three mod- 
els, 36, 42 and 52 inches. The shears 
are sturdily built throughout and are 
equipped with powerful gear drives. 
Inlaid, precision-ground, high carbon 
tool steel blades are furnished as 
standard equipment, as are adjustable 
front and back gauges, hold-downs 
and guards.—Famco Machine Co., 
Racine, Wis.—Industrial Distribution, 
October 1948. 




















Roto-Table 


To Provide Central Power 
For Hand-Cranked Machines 


A variety of hand-cranked tools and 
machines are provided with central 
power through the use of a newly 
designed and developed “Roto-Table.” 


The single power unit is said to be 
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MILWAUKEE 


INDUSTRIAL BRUSHES 
for All Industrial Needs 


% That MILWAUKEE Industrial Brush “TOOLS” have the 
grushe® ability to contribute in full to quality needs—to speed pro- 
Wiee! Brusne® prunes duction and to make cost savings, is being demonstrated in 
, we both large and small plants daily. 
muna a, Today there is a natural growth of acceptance—a market 
piore’® Brune’ Brushes gore has been developed that is across the country in extent. 
Woot Sweeny eter on™ Look now to these “TOOLS” and this market for better 
hn Hones profits tomorrow. 
THE MILWAUKEE BRUSH MANUFACTURING CO. 
MILWAUKEE 8, WISCONSIN 





WIRE WHEEL BRUSHES - WIRE CUP BRUSHES ; WIRE SCRATCH BRUSHES 


The Key to Industrial Brush Problems 


FLUE BRUSHES - FLOOR BRUSHES - PUSH BROOMS - BENCH BRUSHES - FOUNDRY BRUSHES’ 
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No “Weak Link” Here! 


Every link of chain manufactured by International Chain is 
rigidly tested before shipment. 


In the illustration above, Y2” Proof Coil Chain is being tested. 
The dials register the load being applied—the one on the 
left measures up to 10 tons—the one on the right from 10 
tons to 100 tons. In operation the catalog figure of the proof 
test is indicated by one pointer on the dial—the load is ap- 
plied until the other pointer reaches the pre-set figure—the 
machine is then stopped and the next section tested. 


International makes chain for every 
need: marine, farm, automotive. Our 
engineers are always ready to help 
you solve any unusual chain problems. 


INTERNATIONAL 
CHAIN & MFG. CO. 


YORK, PENNA. 
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economical, speeds production, saves 
man-hours and manpower and is ac- 
commodated in a small space. The 
table, 42-in. in diameter, rotates 
around a central shaft to which is 
attached an electric motor-driven 
gear box. A spring-loaded arm having 
universal joints and sockets at each 
end, connects the drive unit with ma- 
chines mounted around the rim of 
the table. Three speed ranges are pro- 
vided through V-belts, and a foot 
switch controls both forward and re- 
verse motion. The circular table pro- 
vides working space equivalent to a 
24-in. by 27-ft. stationary table.— 
Roto-table Co., Dayton, O.—Indus- 
trial Distribution, October 1948. 


Flood And Spot Lamps 


For Bullet-Shaped Holders 
And Recessed Fixtures 


| New and improved 150 watt R-40 re- 
| flector flood and spot lamps have been 


developed to meet the demand for 


| more dependable lamps for use in the 
| popular and widely used bullet shaped 
| holders and recessed fixtures. The 


new lamps have a rugged, medium 
skirted mechanical base that cannot 


| come loose, drop out or sag in such 


fixtures. Their overall length is ap- 


| proximately that of the firm’s ce- 


mented base lamps so they fit the 
same fixtures with no change in light 
distribution, appearance or operating 
temperature of the fixture—Cham- 
pion Lamp Works, Lynn, Mass.— 
Industrial Distribution, October 1948. 


Tapping Attachment 


It's Designed To Eliminate 
Costly Tap Breakage 


Tap safety, greater range, operational 
simplicity and low maintenance are 
a few of the features offered in a new 
type of tapping attachment, designed 
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Save Time, Money and Manpower... 


HAVE COMPRESSED AIR 
Where you want it, When you want it. 


vend a 
¥ 


QUICK OUT 





A slight twist dis- 
connects adapter. 
Air shuts off im- 
mediately and 
automatically. 


a continuous 


One simple push locks in adapter, 
starts air flowing automatically. 








Now you can have compressed air at your fin- 
gertips, always, with Schrader two-piece, quick 
connecting air couplers, conveniently placed 
along walls, benches or posts. Schrader Quick- 
Acting Adapters snap into Check-Units attached 
to the main air line. Any pneumatic tool can be 
carried to its point of use and be put to work 
immediately. Hose need never be dangerously 
and wastefully draped over benches and 
machines! 

Fe ee a, Get full information on these time and step 
shines BEQUIRED 46 uns : | Saving devices now by checking off ‘Air Line 
couple—can't uncouple ac- Couplers’ on the coupon below and dropping 
cidentally. : it in the mail today. - 

. > 
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A. SCHRADER'S SON, 482 Vanderbilt Avenue 
Brooklyn 17, N. Y., Dept. SMO13 
Division of Scovill Manufacturing Company, Incorporated 


Please send me your FREE BULLETIN and more informa- 
tion about the products | have checked in circles below. 
NAME 
COMPANY. 
ADDRESS STATE 


© Air Cylinders Air Line Couplers 
Se \ Air Valves Air Hose & Fittings 
PRODUCTS. () Press Controls Hose Reels 
CONTROL THE AIR () Air Ejection Sets Hydraulic Gauges 
(_) Blow Guns Air Pressure Regulators / 


ap ee: - 8 ~ 
Pe he: 
ssesooeceoce 
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You’ll make your customers happy by sup- 
plying them with “K” fittings. The threads are straight, 
full, and perfect. They take hold easily because the cham- 
fer in the opening guides the pipe thread in. 

Yep! It’s a pleasure to work with “K” fittings . . . a sat- 
isfaction, too, to be sure there won’t be any leaks from 
bad joints or sand holes or cold checks. 

“K” fittings are precision-cast, precision-machined, pre- 


cision-inspected. Supply ’em to your customers. 


THE LINE INCLUDES: 


@ Standard and Extra Heavy @ Standard and Extra Heavy 
Cast-Iron Screwed Fittings Companion Flanges 


@ Standard Flanged Cast Fittings @ Drainage Fittings 


PRECISION FITTINGS 


KUHNS BROTHERS CO. 


DAYTON 1, OHIO 


COMBINED SALES FACILITIES at Malleable 
Iron Fittings Company, Branford, Conn., and 
Kuhns Bros. Co., Dayton, Ohio. 
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specifically to eliminate costly tap 
breakage. Known as the “Jay-Dee”, 
the attachment employs a resilient 
material, said to be 150 times more 
effective than steel, which delivers a 
safe cutting torque and protects taps 
regardless of load. It can be used with 
all types of reversible machines, for 
horizontal or vertical tapping, for 
blind or through holes. Four index 
stations, listed according to tap size 
on the body of the attachment, can 
be quickly selected. Tap changing 
takes five seconds; no wrenches are 
required.—Wickman Mfg. Co., De- 
troit, Mich.—Industrial Distribution, 
October 1948. 

















All-Steel Saw Frame 


For Sawing Around Corners 
Features Quick Blade Changes 


An improved, all steel saw frame for 
sawing around corners, the No. 99 
convertible hack saw frame, features 
quick blade changes and the agility 
to get into narrow openings down to 
fs-in. Stops are provided on the frame 
to fit 3, 44, 6, 10 and 12-in. blades 
and they are changed simply by re- 
leasing the lever on the tension bar, 
installing another blade, and resetting 
the lever. There are no loose parts 
and the frame cannot “jack-knife.” 
The all steel frame and handle are 
integral, providing great strength and 
rigidity. The comfortable pistol grip 
is correctly angled for balance.—K-D 
Mfg. Co., Lancaster, Pa.—Industrial 
Distribution, October 1948. 


Bonding Film 


It’s Transparent 
And 100 Percent Adhesive 


An unsupported film of pure adhesive 
provides a metal-to-metal bond resist- 
ant to shear tests up to 3500 Ibs. per 
sq. in., according to the manufacturer. 
Called “Scotch-Weld”, it is transpar- 
ent, roughly resembles cellophane in 
appearance, is provided in rolls like 
tape and is not tacky to the touch. 
It is 100 percent adhesive with no 
supporting material in the film. The 





. cutting off test specimens in the Metallurgical Labora- 
tory of this giant steel plant. There is no time for pamper- 
ing here. Each saw must handle anything that comes. as it 
comes—the hardest steels and toughest alloys, in all de- 
grees of hardness—in any size, any form or condition— 
because each heat, each drawing, and each forming run 
has to be tested, 


The steel mill where these pictures were taken reports 
that these saws have been operating 24 hours, 7 days a 
week for the last five years. Maintenance cost has been 
practically non-existent. Furthermore, the efficiency of these 


saws has made possible the elimination of an equal num- 
ber of other sawing machines in the department. 


The answer to your cut-off problems, whether large or small, 
will be found in our new C48 catalog. The services of our 
field engineers are also available in every locality. Send 
for either or both now. 


ARMSTRONG-BLUM MFG. CO. 
“The Hack Saw People” 
5700 Bloomingdale Ave. Chicago 39, U. S. A. 


ada ew 


No. 1, No. 2Series No. 4B Series No. 6 Series 
Capacity: 4°x4" Capacity: 6"x6" Capacity: 6"x6" 
Capacity: 6"x6" 


No. 9A Series 
Capacity: 10x10" 


No. 8 Series 
Capacity: 18"x18" 


No. 18 Series 
Copacity: 18"x18" 
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For work on metals, 
alloys, wood, plastics, 
stone, horn, bone, etc. Plugs in 
any AC or DC socket. 
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A good production tool. Has every- 
thing—speed, power, versatility and 
pencil-point precision. Constantly 
cooled by forced air, the 44 runs cool 
and smooth all day long. Weighs 2 
pounds, 842” long, 20,000 
r.p.m. $31.50. In wood 
carrying case with acces- 
sories $42.50 







































Hi-Power 













A big fellow. Fast, powerful, 
sturdy, for continuous work. 
Has ample power to drive a 
242" diameter wheel. Weighs 
3 pounds. 10” long, 
17,000 r.p.m. In case 
with assortment of ac- 
cessories $42.50 


\ HANDEE | 


First tool of this type and today’s finest. 
For precision work. Also gets into hard- 
to-reach places to make repairs on ma- 
chinery. Weighs 12 oz. 6%” long. 
25,000 r.p.m. With 7 accessories $20.50. 
Handee with 40 accessories in carrying case $27.50. 


CHICAGO ACCESSORIES 


Grinding and mounted wheels, sanders, steel cutters, etc.—the most 
complete line to fit any power tool—over 500 of finest quality—all made 
in our own plant. 
























Write for literature and attractive franchise open on all 
nationally advertised Chicago Wheel products 


CHICAGO WHEEL & MFG. CO. 


Est. 1895 
1101 W. Monroe St., Dept. MB Chicago 7, Ill. 


140 
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film is placed between units to be 


bonded and is cured by simultaneous. 


application of heat and pressure—heat 
of 300 to 500—deg. F. for 5 to 60 
minutes, and a pressure of 25-to-100 
Ibs. per sq. in. both varying with the 
type of bond desired—Minnesota 
Mining & Mfg. Co., St. Paul, Minn. 
—TIndustrial Distribution, October 
1948. 
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End Mills 


Of Single-End 
And Double-End Types 


Eight new end mills, of the long and 
extra long, fast spiral, single-end and 
double-end types, range in size from 
3-in. dia. to 2-in. dia. Four of the 
eight are the two-flute fast spiral type, 
and all are straight shank. The addi- 
tion of the new end mills and new 
sizes greatly extends the scope of ap- 
plication of the makers line of end 
mills and permits users to acquire 
sizes and types for a correspondingly 
greater range of work.—Brown & 
Sharpe Mfg. Co., Providence, R. I.— 
Industrial Distribution, October 1948. 


Portable Compressor 


Completely Air-Cooled, 
It’s Self-Contained 


A new gasoline-engine-driven portable 
compressor is completely air-cooled, 
self-contained and intended for use by 
small contractors, or as a utility com- 
pressor for large contractors. The two- 
cylinder, single-stage compressor has a 
piston displacement of 37.5 cfm at 80 
psi pressure. It’s equipped with an 
automatic unloader which permits the 
compressor to operate at constant 
speed, but compress air only when 
needed. The compressor and _ its 











Bigger Volume For You In Hewitt Air Hose 


Your customers can be sure of main- 
taining efficient working pressure 
longer with Hewitt Air Hose. 


Owners of metal products manu- 
facturing plants, processing plants, 
steel mills, rolling mills and others 
have found this out. 


You will, too. Just one look at this 
flexible, nonkinking hose and you'll 
see why Hewitt Air Hose withstands 
severe service. 

If you could cut it apart you’d see 
an inner tube made of long-life 
rubber compounds to resist oil with- 
out swelling or flaking. You’d see a 
carcass of tightly twisted cord braids 
bonded with rubber compounds to 
assure high burst-resistance, without 
expansion and elongation. 

And, of course, you’d notice that 
the tough cover is built for maximum 


HEWITT RUBBER DIVISION 


More 
power to 
you! 


protection against severe abrasion, 
impact, sun-checking, weathering. 


So recommend Hewitt Air Hose for 
your customers’ pneumatic tool oper- 
ations. For facts about your profit 
opportunities with this and other 
types of Hewitt Hose, write Hewitt 
Rubber Division, 240 Kensington 
Ave., Buffalo 5, N. Y. 


HEWITT 
AIR HOSE 


4 


HEWITT-ROBINS INCORPORATED 
INDUSTRIAL DISTRIBUTION * OCTOBER, 1948 
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HEWITT OFFERS YOU 
THESE 3 TYPES 
OF AIR HOSE 


1 Monarch. Molded and braided air 
hose used where hot oil conditions are 
especially severe. This is a top quality, 
highly flexible, yet nonkinking air hose 
built for most severe air tool and com- 
pressor service, where strongest and 
sturdiest in hose construction is needed. 


2 Ajax. Wrapped duck air hose used 
when a general service, reliable type 
is required. Designed for moderately 
severe pneumatic tool operations. 


3 Conservo. Molded and braided air 
hose for general air tool service such as 
riveting and chipping hammers. 
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driver are mounted on an air receiver 
which forms an integral part of the 
running gear. It has 6.00 by 16 pneu- 
matic tires, and a quick-detachable 
ball-and-socket type trailer hitch.— 
Ingersoll-Rand Co., Phillipsburg, N. J. 
—Industrial Distribution, October 
1948. 








That’s the story of Hein-Werner Hydrau- 
lic Jacks in your customer’s plants. One 
man can lift 50 tons as a one hand oper- 


ation with a powerful, easy-operating 
H-W Hydraulic Jack. 


Absolute dependability is a known factor in every Hein- 
Werner Industrial Jack—guaranteed by strict factory 
testing at 1/2 times rated capacity. The test is proof of the 

rugged strength that is built into H-W Jacks . . . in the Rubber-Coated Gloves 
exclusive Heinite Piston that withstands ten times the wear , 

of conventional cups or packings . . . in the solid steel Designed for Women 


base . . . in the pressure tested malleable iron top nut With Soft, Napped Fabric 
and handle socket. 











“Swaggerette”, new natural rubber- 
Yes, 50 tons of dependable coated gloves for women, are lined 
pressure can be easily har- | with soft-napped fabric and can be 
nessed to pushing, pressing, used advantageously in many female 
bending operations or hundreds occupations in industry, such as as- 
of other plant applications with sembling or inspecting parts, oe 
a AER RP a rough, sharp, dirty or harmful ma- 
it aici siimasiceas terials, etc. The gloves are easy to 
put on and easy to take off; they’re 
flexible and comfortable. “Swagger- 
ettes” are gauntlet style gloves in 
three sizes, small, medium and large. 
—Edmont Mfg. Co., Coshocton, O. 
—TIndustrial Distribution, October 
Made in models of 11, | 1948. 

3, 5, 8, 12, 20, 30, 50 
and 100 tons capacity. 
Write us for complete 

details. 














| Toolmakers’ Hammer 


For Accurate Spotting 
And Center-line Punching 





| A seven-power lens built into ‘the 
| 


head of a new tool and die-makers’ 
HEIN-WERNER CORP. | 


hammer is said to eliminate the usual 
WAUKESHA. WIS, ' fumbling or Jooking away involved 


INDUSTRIAL DISTRIBUTION ©: OCTOBER, 1948 





ONLY THE E-ZEE STILLSON 
can grip, to I pipe 
WITH ONLY ONE SETTING 


THE E-ZEE STILLSON IS THE ONLY STILLSON 
THAT CAN DO ALL THIS: 


@ grip and work three sizes of pipe, up to 
1”, with one setting of the adjustment 
nut.* 

@ grip and work two sizes of pipe, up to 
2”, with one setting of the adjustment 
nut.* 


@ grip and work pipe when jaws are open 
wider than pipe diameter. 


PIVOT ACTION 
PERMITS GRIPPING AND 
WORKING 3 SIZES OF PIPE — 
WITH A SINGLE SETTING. 
FINGER - TIP PRESSURE 


AT POINT ‘‘A"’ GIVES 


IMMEDIATE RELEASE. . Sizes 
Available: 
6” 8” 10” 

14” 18” 24” 


@ grip and work with jaw opening nar- 
rower than pipe diameter. 


@ doesn't lose original setting when jarred, 


*F st made with ” 
bumped, or dropped. rom a test ith 14 


model. All other models have 
same proportional flexibility. 


ONLY THE E-ZEE CHAIN TONG 


can turn pipe right or left at one setting 


WITHOUT ADJUSTMENT 


sees Turns pipe right or left at one setting—without adjust- 
ment 


Has ratchet action 
Has 25% greater chain wrap than any other wrench 


ONLY THE 


E-ZEE 
CHAIN TONG 
WRENCH 
offers all these 
plus features 


Chains will not jam under pressure 


----Permits handling pipe in corners, coils and banks, where 
no other wrench can operate 


sees Adjustment nut and bolt is provided for those rare cases 
where a tight chain is required. 


THE E-ZEE MODEL RN 
An automatic self-adjusting and 
self-locking wrench... 
practically the entire range of 


E=-ZEE SLIP JOINT PLIERS 


® Drop Forged Steel 
@ Milled Jaws insure a Clean 
Tooth Form 


@ All Pliers are Heat-treated 


covers 


$5 open end wrenches. Perfect 
ratchet action. 8” size will take 
nuts from 7/16” to 15/16”. 
Sizes Available: 6” 8” 


and Hardened 

@ Available in Dull Nickel 
Plated Polished Finish with 
Drawn Blued Handles 

Sizes Available: 6” 8” 


E-ZEE TOOL MANUFACTURING CORPORATION 


136 LIBERTY STREET, NEW YORK 6, N. Y. 
FACTORY: 148 WEST RIVER ST., PROVIDENCE 1, R. I. 
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Zz of all recorded fires put out 
3 with hand Fire Extinguishers 


use this potent statistic 


/ BUFFALO 


etter-buil 


Once again, the Fire Extinguisher is acclaimed a prompt and 
mighty protector of life and property. In a survey made by Safety 
Research Institute of records for one year supplied by fire depart- 
ments of 191 cities, a total of 41,657 fires was recorded. Of these, 
13,624 or 32.7% were put out with hand Fire Extinguishers. 

Use this fact in selling BUFFALO better-built Fire Extinguishers. 
If one-third of all fires were put out by Fire Extinguishers, it is 
obvious that anyone having his property adequately protected by 
Fire Extinguishers could quickly put out most of his fires because 
he can go to work instantly. Remember, there is a size and type of 
BuFFaLo better-built Fire Extinguisher exactly suitable for every 
class of fire hazard. 

Sold through better mill supply houses everywhere. A few 
territories now open. Why not write us? 


BUFFALO FIRE APPLIANCE 


co 2 7 2 8 AT IT OWN 
DAYTON 1. OHIO 
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when separate glass and hammer are 
used. A punch can be spotted pre- 
cisely and struck accurately without 
once removing the eyes from the 
work. The hammer is made from a 
steel forging with flat and ball peen 
heads and weighs only four ounces. 
The heads are offset to permit use in 
corners or close to obstructions.— 
L. S. Starrett Co., Athol, Mass.—In- 
dustrial Distribution, October 1948. 


Outdoor Paint 


Of the Aluminum Type 
Resists Heat to 1000-deg. F. 


A new type of ready-mixed paint to 
meet the urgent need for a high heat- 
resisting, protective coating for use 
on outdoor boilers, steam pipes, 
smoke stacks, etc., is said to be able 
to resist heat up to 1000-deg. F. and 
will not blister and peel off when 
hard rains hit the extremely hot sur- 
faces. The new paint is called “Perm- 
ite Special Exterior Heat-Resisting 
Aluminum Paint No. 1901”,—Alu- 
minum Industries, Inc., Cincinnati, 
O.—Industrial Distribution, October 
1948. 


Disc. Grinder 


Versatile And Rugged 
It’s Vibrationless 


Through perfect balancing, which 
permits extreme accuracy in grinding, 
the manufacturer of a new 24-in. disc 
grinder claims the tool has been made 
vibrationless. It is quickly and easily 
adjusted by means of a counterbal- 
anced table, which can be moved up 
or down 1]-in. by hand pressure to 
any desired position. The disc is re- 
versible for right or left hand jobs.— 
Kindt-Collins Co., Cleveland, Ohio.— 
Industrial Distribution, October 1948. 








Let Besly’s “HELPING HAND” Help You 
Push Tap Sales Up in All Those Fields 


Problems involved in the threading = at the lowest possible cost to you. 
of materials which are highly abra- Let Besly put your profits ahead 
sive or have a tendency to “close in” | with these taps to handle such “hard- 
after tapping require more than or- _—to-conquer jobs.” Check the chart 
dinary tap engineering. Through in- | below—See how many more impor- 
tensive research on these jobs, Besly tant advantages Besly gives you for 
can now provide specially treated § increased sales in these markets. 
taps that assure clean, accurate Then make it a point to check with 


threading of materials of this type | your Besly representative—today! 





BESLY’S SPECIALLY TREATED TAPS FOR 
THREADING PLASTICS, ABRASIVE MATERIALS, 
DIE CASTINGS, ETC. GIVE: ! Besly’s “Helping Hand” 
has 5 Strong Fingers 


: eo stl 
Abrasive Resistance £ Free Cutting 


Special Surface treat- For automatic screw 
ment to increase tap machine work. 
life. 








Free Fit — 





Faster Delivery 

To accept j Expert Engineering Counsel 
Gauge after With power screw /@) gf Besly Inventory Control 
plating. drivers. A Well Balanced Line 

Top Quality Taps 








BESLY TAPS ‘© “BEStY TITAN ASRASIVEG WREELS 
BES LY GRENADE RS AN DO Bee SB ee CO RL ES 


CHARLES H. BESLY & COMPANY © 118-124 North Clinton Street, Chicago 6, Illinois 
Factory: Beloit, Wisconsin 
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Ti -OLEv 


re RTE gf 


Volume Sales 
and 


Quick Profits 


for 


avaiLasee IN 


ALUMINUM 
AND COLORS 


* 


Distributors 


art 
CONTENTS ONE DSS 


AND 
PREVENTS 
RUST 


yminums, 


94 Blacks, 6 Al Blue, 


tyee es includin 8 Grays. 4 Greens 


oof white, 
ds, F 


w hee Gronse: 


Everyone your salesmen call on is a possible user of 
Rust-Oleum products. Sales add up to large volume 
—repeat business multiplies profits. Rust-Oleum is 
essential in all types of maintenance and many 
production jobs... it fills an important need for 
positive, low-cost rust protection indoors or out. 
Here’s why Rust-Oleum is a money-maker for 
industrial distributors: 


1. It's a long-profit, easy-to-sell, repeat sale line that 
offers time, labor and money-saving advantages to 


every customer on your books. 


2. Rust-Oleum’s powerful sales story, based on exclusive 
features, is a practical ‘‘door-opener” for establishing 


new accounts and reviving “lost business.‘ 


3. It provides lasting protection for metal at substantial 
savings over the best anti-rust methods used previously. 


4. Application is easy. Costly preparation of surface is 
avoided. Wirebrush to remove loose paint, dirt, scale, 


etc. Then spray, dip or brush on. 


S. Salesmen require no complicated, technical knowledge. 


6. Acceptance is increasing—stimulated by proved trade 
paper and direct-mail campaigns that draw inquiries for 


distributors. 


7. Our policy of selective distribution assures fast, profit- 
simple, yet 
powerful, sales program backed by Rust-Oleum’s thor- 
oughly qualified field men helps you to get quick results. 


able turnover on minimum inventory. 


Write us regarding tested promotion plans based on selec- 
tive distributor policy. Your territory may still be open. 
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Know the Answers 


to quiz on page 118 





. That’s true. 





. Class “A” are ordinary fires; Class 


“B” are fires in flammable liquids 
and greases; Class “C”’ are elec- 
trical fires. 


.Gasoline is “B”; excelsior is “A”; 


rubber is “A”; textiles is “A’’; wall 
outlet is ““C”’ and crude oil is “B”’. 


3. The vaporizing liquid type. It is 


estimated it puts out 60 percent 
of all fires. 


It is approved also 
for ordinary fires, but not for use 
on live electrical equipment. 


. Soda-acid type is most commonly 


used but pump tank is approved 
for some class of fires. 


. That’s true. 


7.A lighted electric light bulb in the 


extinguisher cabinet usually will 
prevent freezing of the soda-acid 
extinguisher. 


. That’s true, and the water used 
? 


should be lukewarm, not hot—and 
take care to fill only to the filling 
mark on the inside of the ex- 
tinguisher. 


.When the net weight shows a 


loss exceeding 10 percent, recharge 
the extinguisher (replace the cart- 


ridge. ) 


. That’s false, although their weight 


should be checked at least semi- 
annually to detect leakage, or acci- 
dental release. 


. The vaporizing liquid, carbon di- 


oxide and dry compound extin- 
guishers are recommended for use 
against electrical fires. 


. False. Discharging and _ recharg- 


ing isn’t necessary for vaporizing 
liquid, pump tank, cartridge-oper- 
ated or carbon dioxide, but peri- 
odic examination is recommended. 


.A 24-gal. foam extinguisher will 


make about 22 gal. 


. True, almost by definition for both 


dissipate. 
other a gas. 


One is a vapor, the 


. Foam, only foam. 


. Vaporizing liquid puts out fire by 


(b) blanketing and cooling. Car- 
bon dioxide puts out fire by (a) 
blanketing. Soda-acid puts out 
fire by (c) by wetting or cooling. 
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We've got to say it again... reluctantly— 
Chain Shortages will continue 


20 million tons of steel will be required dur- 
ing the next 12 months to meet U. S. defense 
needs and allotments under the European 
Recovery Plan. 


This obviously means that our steel makers 
will be unable to fill many of the orders of their 
customers. It clearly forecasts a shortage of steel 
for chain. 


Consequently, it seems apparent that serious 
shortages of certain types of chain will exist 
throughout the balance of ’48 and in the first half 
of next year. 


We regret this situation, for we believe the 
return of unrestricted production and highly 
competitive selling holds the key to our na- 
tion’s future prosperity. 

But, we also recognize the necessity for com- 
plying with a national program dictated by the 
best interests of our country. Therefore, we 
must again advise that we are sincerely sorry 
we cannot, in the near future, anticipate fully 
meeting all of your chain needs. 


We pledge, however, that we will continue, 
as during the war and in the immediate past, to 
do everything in our power to serve you within 


Certifiea 


the limits of our available steel. Also, we will 
try to apportion our output fairly and justly among 
our distributors . . . in confidence that they, in 
turn, will deal equitably with their dealers, 


In this situation we solicit your considerate 
support and friendly cooperation. We trust 
you will understand that our only wish is to 
serve you to the best of our ability. 


VRS QG OD 


Vice Pres., Charge of Sales 


A few items in the Cleveland line are now being 
temporarily discontinued. Available steel is being 
directed into productive channels where cus- 


tomer demand and need are greatest. , 
‘&P-5044 


CLE VELAND ([([HAIN 


Lhe Cleveland Chain & Mfg Co. 
Cleveland 5, Ohio 


Associate Companies: David Round & Son, 
Cleveland 5, Ohio ¢ The Bridgeport Chain & Mfg. 
Co., Bridgeport 1, Conn. © Seattle Chain & Mfg. 
Co., Seattle 8,Wash. * Round California Chain Co., 
So. San Francisco and Los Angeles 54, California 
Woodhouse Chain Works, Trenton 7, N. J. 


Since atv 1 869 


Ne s oe 
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WHAT NUMBER 
IS THIS CASTER? 


HERE’S YOUR 
ANSWER! 


Tell caster-numbers 
Jiffy-quick! 


Bassick 
labels | 


Dothe \- 
trick! 


aking more kinds 


: M 
of Casters--: 
— Making Casters 
id do more 
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17. False; water should not be used in 
this type for any purpose whatever. 


18.The freezing point of vaporizing 
liquid is minus 48-deg. F. 


| 19. That’s true. 


20. The soda-acid type is the oldest of 
modern fire extinguishers, but it is 
being replaced by the cartridge- 
operated type requiring no annual 
recharging. The compact vaporiz- 
ing liquid type, which does not 
affect ink records, and the carbon 
dioxide system for record valuts, 
also are used. 





Prefab Solves 


Warehousing Problems 
(Continued from page 91) 





back into either of two driveway wells 
and drop their tailgate at floor level. 
In addition to ease in loading, two 
driveway wells garage the entire de- 
livery fleet used by this distributor. 
A concrete platform was constructed 
at the rear of the warehouse on the 
same level as the warehouse floor, to 
handle freight delivered at the rail- 
road siding. The only other concrete 
work to go into the construction of 
this building was several concrete 
foundations with heavy supporting 
columns located under the warehouse 
floor in the area, above which, racks 
for the heavy iron and steel stock are 
located. These columns were installed 
to support the heavy concentrated 
weight of this stock on the warehouse 
floor. 

To facilitate the handling of ma- 
terials in the warehouse, Mr. Bahnson 
will make full use of modern mate- 
tials handling equipment. An ade- 
quate number of portable roller con- 
veyors will be used in the handling 
of smaller packages and crates, Port- 
able conveyors were preferred for 
warehouse use as they do not freeze 
space sorely needed for storage. The 
heavier goods will be moved by an 
electric hoist suspended from an I- 
beam which operates on tracks run- 
ning the full length of the warehouse. 
A hoist extension track will be ex- 
tended over the rear of the platform 
to the railroad siding. It will be ar- 
ranged to swing into place after the 
large sliding door is opened. This 
hoist arrangement will allow free 
movement of goods from freight cars 
to. any point in the warehouse. It will 
also handle the loading and unload- 
ing of bulk items from trucks backed 





into the driveway wells. 





ALISTS oe sarsen asses 


in cooking... 


..and in VALVE 
NANUFACTURE 


® High grade restaurants have a tendency to 
specialize in certain dishes, for which they be- 
come famous. This same trend toward spe- 
cialization has proved its effectiveness in the 
manufacture of quality valves. 


We specialize in one product exclusively— Aloyco Gate Valve No. 111. This leader of cor- 
P . . . ‘ . rosion-resistant valves has double-disc, ball-and- 
valves for service in corrosive-fluid pipe lines. socket type wedges, which are free to rotate and 
Concentration in this one field has developed are non-fouling in any position, providing positive 
a valuable technological background in this rains ican ses 
organization that we are glad to place at the 


service of any manufacturer who has problems 


relating to valves that must have high 
corrosion-resistant qualities. A } 
We offer our customers the benefit of long 
experience in the chemistry of corrosion and ; 
contamination, the metallurgy of corrosion- Ss S 5 
resistant alloys and the designing and manu- TAINLE $ TEEL 
facturing experience that assures best results. | ALVES AND FITTINGS 
in the production of valves that are metal- 
lurgically and mechanically correct. Let us 
discuss your requirements with you. 


ALLOY STEEL PRODUCTS COMPANY, INC. 
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LES TO BIG, HEAVY. 


Coa 





is accurate—vibrationless, and on many jobs requires as little as 
two to three minutes set-up time. Your customers will marvel at the 
wide variety of work it handles. It will make many more shaper 
sales for you. 

The Ammco is a rugged machine—built for continuous opera- 
tion—shaping jobs can be handled at lower cost and faster with 
the AMMCO-—and it will take care of 75% of shaping require- 
ments in most plants. It has the features of larger, more expensive 
machines plus economy of operation. 

Write for catalog and New Increased Dealer Discount Schedule 


No. MS-448, available to a selected group of aggressive dealers. 
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WRITE FOR NEW, INCREASED DEALER DISCOUNT 


Here is America’s No. 1 Precision Shaper for all work up to 7”. It 








Sales Opportunities 
In Packing Plants 


(Continued from page 87) 





projecting over. As the filled baskets 
move around the end of the grading 
line, the tops are trimmed off square, 
the refuse falling into a flume below 
the floor level. This refuse, including 
any culled out heads, is carried by 
the water in the flume to a collecting 
tank from which the refuse greens 
are recovered by an elevator and 
dumped into trucks, to be sold as 
stock feed. A circulation pump re- 
turns water from the tank to the head 
of the flume, so that there is a con- 
tinuous current through it. 

The small metal baskets, contain- 
ing the sclected heads, travel on a 
conveyor of special design, carried on 
small wheels of which a large number 
were required. It was my pleasure to 
work with Mr. Likins on the design 
of this conveyor, which is unique in 
plants of this general type. 


Chemical Used 


After the baskets leave the topping 
saw, they make a complete “U” turn 
and enter the spray booth. In this 
booth, the product is sprayed and 
completely saturated with water con- 
taining “Decco” control, a chemical, 
the baskets or trays being perforated 
in the bottom and sides so that the 
solution reaches all parts. 

The chemical is a preventative of 
such diseases or infections as pink 
rot. One stock carrying this disease 
may reach the grading table and be 
picked out and discarded by an opera- 
tive. But a finger may have come in 
contact with the diseased part, and, 
touching others, carry the infection, 
which in the end might spoil the con- 
tents of one or more whole crates. 
It is to prevent such occurrences that 
“Decco” is used. 

As the sprayed product comes out 
of the booth, it moves along the pack- 
ing line where it is crated. When a 
crate is full, the packer turns around 
and deposits it on a live conveyor be- 
hind him which carries it to a lidding 
machine. When the lid has been at- 
tached, the crate is carried by live con- 
veyor to a point opposite the car door, 
and thence by gravity conveyor into 
the car. 

After the crates have been loaded 
into a refrigerator car, “snow” or finely 
cracked ice is blown in on top of the 
crates—20,000 pounds of ice to the 
car. Depending on the distance, it may 
be necessary to re-top the car with ice 





-FOLD... 


POWER TRANSMISSION SERVICE 


BARRY 


STEEL SPLIT PULLEYS 


1. Barry Steel Split Pulleys .... to help you help your industrial 


power using customers save time, labor, material and power. 
These pulleys are of lightweight, all welded construction. In- 
stallation is easier and quicker . . . there is less wear and tear 
on shafts and bearings . . . less lubrication and maintenance. 


Because of the spot welded, tubular construction, the Barry is a 
strong pulley under all conditions of stress and strain. The pulley 
face is engineered to assure true running belts, longer belt life 
and maximum efficiency in power transmission. 


Barry Split Pulleys are made in a full range of sizes with both 
straight and crown faces. 


. Dick Rope V-Belt Driver . . . to enable you to furnish your 


customers with power transmission drives which can be depended 
on for engineered high efficiency thereby reducing power and 
maintenance cost and assuring maximum dependability. 


These drives are available for all types of installations where it 
is possible to apply V-belts. To provide your customers with 


DICK 


ROPE V-BELT DRIVES 


. Dick's Balata Belting. . 


DICK’S 


BALATA BELTING 


these drives is to give them power transmission which will give 
long, economical service with a minimum of attention. 


Dick Rope V-Belts used on these drives are resilient but prac- 
tically stretch-free. Strength is maintained without loss of 
elasticity. The cast iron sheaves are carefully machined to pro- 
vide proper belt contact for maximum efficiency and minimum 
belt wear and are balanced for smooth running at all speeds and 
loads. 





. to give your industrial power- 
using customers longer life and higher efficiency in power trans- 
mission under tough operating conditions, and especially where 
belt is exposed to water, moisture and steam. 


This, the “Original Balata Belt,” is recommended for power 
transmission, elevating and conveying. It is of uniform cotton 
duck construction and will meet the toughest kind of service 
economically and with high efficiency. Operating costs are 
consistently low. You can easily prove the sound investment 
value of DICKBELT and DIXITBELT to the most cost-minded of 


your customers. 


R. & J. DICK COMPANY Inc. PASSAIC, NEW JERSEY 


San Francisco, Cal. 


Chicago, III. Seattle, Wash. 
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GRINDING WHEEL DRESSER CUTTERS 


Vincent Grinding Wheel Dresser Cutters are made to stand up 
longest on the toughest applications. From the selection of special 
analysis steel right through final inspection and assembly, Vincent 
Cutters are carefully manufactured. Each Vincent Cutter is heat 
treated by an exclusive process right in the Vincent plant—one of 
the three largest and best equipped heat treating plants in the U. S. 
This process gives Vincent Cutters the right degree of toughness— 
not too hard, not too soft. It assures that Vincent Cutters will give 

more dressings—cleaner dressings. And that 
means sure repeat sales. Stock the complete 
line for quick delivery . . . increased profits. 


FOR CO 
USE THIS CHART 





STEEL PROCESS COMPANY 
Heat Treaters of Metals—300 Tons Capacity Daily 
Producers of GRINDING WHEEL DRESSERS AND CUTTERS ¢ HSS TOOL BITS 
CONICAL CUTTERS AND HOLDERS * DIAMOND DRESSING TOOLS 
TUBE CLEANER CUTTERS © HIGHWAY SURFACER CUTTERS 








2424 Bellevue Avenue Detroit 7, Michigan 
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one or two times in transit. 
Sales Opportunities 


All along the line and at every stage 
in the process, there are plenty of op- 
portunities for sales of a host of the 
products stocked and sold by iridustrial 
distributors. Since the packing plants 
wherever located tend to be small or 
relatively small operations that do not 
employ engineers of their own, the 
door is wide open to the alert dis- 
tributor salesman that wants to be of 
real service. In helping to design a line 
operation, there are plenty of sales 
possibilities for a wide range of mate- 
tial handling equipment as well as a 
long list of supply and maintenance 
items. Furthermore, there is always 
the personal pleasure any salesman 
gets in working out a complete, suc- 
cessful solution to a customer’s prob- 
lem. You give him cost-saving meth- 
ods and you make a permanent friend. 





Stepping Stones 
to Successful Selling 


Reflections of a veteran sales- 
manager, culled from bulletins. 





Impressions, in a way, are like boom- 
erangs. Impressions thrown out by a 
salesman can return to him in differ- 
ent ways and at various speeds. The 
impression that he tosses out to the 
buyer may be good or bad, positive or 
negative. 

I don’t have it in mind to count off 
all the causes of “boomerangs”. I'll 
select just one of them that often 
comes back with a bang that rocks you 
for days—I mean the boomerang 
caused by a knock at the competitor 
or his product. 

I recently experienced a case that 
illustrates what happens when this 
shortsighted method of selling is prac- 
ticed. A competitor of mine had held 
an account for years. I finally secured a 
trial order for a somewhat similar 
product, so that the purchaser could 
make a comparative test. The test was 
completed and it turned out success- 
fully for me. 

My competitor, instead of taking 
his medicine like a man, proceeded to 
inform the buyer that certain unfa- 
vorable things would happen to my 
product in time, and the items he 
mentioned were contrary to fact. I 
proved it, by demonstration. 

The result was that, the whole epi- 
sode left the buyer with a bad taste in 
his mouth for the competitor and his 
product. 

Don’t ever forget that a knock is 
usually a boost. Talk up your product, 
but never talk down your competitor's, 





The right Tool serves like an extra hand. In 
shop and factory maintenance, on tough jobs 
in tight places, the proper Tool can save the 
day for your customers—make work go 
faster, easier, safer. That’s why New Britain 
packs so much utility into its amazing Sets: 


These Hand Tool assortments were matched 


Many Ib 


GREATER STRENGTH - BETTER FIT RARORIGONS! 


Matched for Utility—Unmatched for Quality. 
HAND TOOL SETS a 


by professional mechanics! New Britain offers 
a choice of more than 50 carefully selected 
Hand Tool Sets with variety in size and type 
to meet every need—precisely! Ask about the 
proven profits when you sell the New Britain 
Line! The New Britain Machine Co., New 


Britain, Conn. 
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SALES HELPS 
from 


—_Ypmmninnte 


| RUST PREVENTIVE—in — com- 
' pound form, classified and with brict 
comparisons of the compounds in cach 


PRECISION group, are described in a new 14-page 


booklet. Discussed also are methods of 


application, thicknesses and perma 
PER FGORMANC. nency of coatings——Freedom-Valvo- 


y ; line Oil Co., Freedom, Pa. 
4 MOLDED VALVE PACKING—A 


new catalog, section 12-R, describes 
all types of “EVulpak” die molded 
packing. The bulletin gives full details 
on sets for each size and pressure class 
of the manufacturer’s steel valves.— 
Edward Valves, Inc., East Chicago, 
| Ind. 
| ELECTRODE BOOKLET—A new 
_ booklet (DH-45), on the manufactur- 
er’s hard surfacing electrodes discusses 
| five types, both shielded arc and bar, 
| each developed to suit definite welding 
| applications.—Page Steel & Wire Di 
| vision, American Chain & Cable Co., 


| Inc., Monessen, Pa. 

















PROMOTIONAL AID— in _ the 
form of a 12 by 27-in. three-color 
metal rack for more effective selling 


ON THE SHELVES OF YOUR NEARBY INDUSTRIAL of “Texrope” V-belts, can be attached 
to wall or overhead shelf for display- 


SUPPLY DISTRIBUTOR IN EVERY STATE ing 36 fractional horsepower V-belts. 
—Allis-Chalmers, Milwaukee, Wis. 


| POWER TOOLS—A new catalog, 


BAY STATE TAP & DIE CO. | No. 486, illustrates and describes the 


| manufacturer’s entire line of power 
MANSFIELD, MASS. tools and includes portable electric 


hammers, paving breakers, vibrators, 
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YOUR NEW PROFIT 
OPPORTUNITIES 


... Mow that you can get all the 
G-E fluorescent lamps you want! 


OR the first time since General Electric 

introduced the fluorescent lamp 10 years 
ago, G-E fluorescent lamps are now in 
plentiful supply. And that opens the door 
to more profitable business for you. 


SELL NEW LIGHTING JOBS! Now you can 
go out and sell all those profitable lighting 
modernization jobs that had to wait until 
fluorescent lamps were more plentiful. The 
demand for the world’s newest kind of 
light is tremendous—and now you can get 
all the G-E fluorescent lamps you need to 
get your share of this big backlog of 


business. 


FILL EMPTY SOCKETS! In offices, factories, 
and commercial buildings there are scores 
of empty sockets waiting to be filled by 
new G-E fluorescent lamps. And now you 
canalso replace every blackened fluorescent 
lamp in your area. Just ask for the order 
and you’ve made a quick, easy sale. 

To profit most from G-E fluorescent lamp 
availability, start making those 

extra sales today. And always 

point out that the lamps you 

sell bear this mark of quality.. 


. Peto ) ELECTRIC. 4 














GENERA, | 





G-E LAMPS 
GENERAL @@ ELECTRIC 
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Naturally, we prefer to have purchasing agents, engineers and 
hardwaremen pronounce TRIPLEX correctly. But—we'll gladly 
skip the pronunciation if they'll just remember that TRIPLEX 
means TOUGHNESS, when they're in need of threaded fasten- 
ers that ‘can take it.”’ 


TRIPLEX threaded fasteners are shipped all over the world, and 
provide rugged, dependable holding power on all types of 


mechanized equipment. So, whether you call it Trip-lex, Triple-X 
or Tri-plex—just remember to call for TRIPLEX for TOUGHNESS. 


{f you don't have the complete TRIPLEX catalog, better write, 
for it today. 


THE TRIPLEX SCREW COMPANY 
5307 Grant Avenue e Cleveland 5, Ohio 


») THREADED 
Mm FASTENERS 


aeer AND SET SCREWS 4480 CTS, NUTS Sew Te iVeETS 
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concrete vibrators and a complete 
range of sizes of portable electri¢ drills, 
grinders, sanders and accessories.— 
Syntron Co., Homer City, Pa. 


SMALL PLIER SET—A useful small 
plier set is designed to give the me- 
chanic all the pliers he might need for 
various kinds of light wiring and in- 
strument work, and is packed in an 
attractive leatherette case-—Bonney 


' Forge & Tool Works, Allentown, Pa. 


CENTRALIZED LUBRICATION 
—A new catalog presents the com- 
pany’s four basic systems of central- 
ized lubrication, compared and illus- 
trated, and tabular data to permit easy 
selection of the proper system for any 
given lubrication requirement.—Ale- 
mite Division, Stewart-Warner Corp., 
Chicago, IIl. 


PORTABLE POWER TOOLS—De- 
signed to serve as handy reference for 
tool users, dealers and their salesmen, 
a new catalog illustrates and describes 
the complete line of portable power 
tools.—Mall Tool Co., Chicago, III. 


“PICTORIAL REVIEW”—the title 
of a handsome 16-page brochure, pre- 
sents several of the outstanding appli- 
cations of the manufacturer’s tools and 
machinery under contracts completed 
by the Economy Pumps Inc., Liberty 
Planners, Inc. and Klipfel Mfg. Co.— 
Divisions of Hamilton-Thomas Corp., 
Hamilton, Ohio. 


CAST IRON PULLEYS—A descrip- 
tion of the various types of pulleys 
produced by the company is included 
in a new catalog on machine molded 
cast iron pulleys.—Pyott Foundry & 
Machine bo, Chicago, III. 


STAINLESS PIPING SYSTEMS— 
A four-page brochure provides “a new 
and more economical approach to 
flanged piping”, which the manufac- 
turers’ report to have decided advan- 
tages. Bulletin 483 includes drawings, 
dimensions, etc.—Taylor Forge & 
Pipe Works, Chicago, III. 
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HACK SAW BLADES 
are adaptable for 
use on ALL TYPES 
HACK SAW MACHINES 
in sawing ALL METALS 


: 
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"LENOX POWER 
HACK SAW BLADES 
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| AIR HOSE—A four-page folder on its 


new “Highflex” lightweight air hose 


| for small pneumatic tools-pictures and 


describes its construction and tells of 
its advantages in many types of appli- 


| cation—The B. F. Goodrich Co, 


AIR EXPRESS 


gives youall — 
these advantages 


A combination you don’t get 





with other air-shipping methods 


shipments are picked up promptly when you call; 
fast delivery to consignee’s door. 


7 | Special pick-up and delivery at no extra cost. Your 
e 


2D You get a receipt for every shipment. One-carrier 
e responsibility. Complete security. 


Assured protection, too—free valuation coverage up 
to $50; 10 cents for each additional $100 or frac- 


tional part. 





These advantages, plus 21 others, make Air Express the 
best and fastest way to ship. Your shipments go on every 
flight of the Scheduled Airlines— repair parts, equipment, 
finished items keep moving to where they’re needed. Reach 
any U.S. point in hours. Phone local Air Express Division, 
Railway Express Agency, for fast shipping action. Specify 
“Air Express” on orders for quickest delivery. 


FACTS on low Air Express rates 


22 lbs. machine parts goes 700 miles for $4.73. 

10 lbs. printed matter goes 1000 miles for $3.31. 
30-lb. carton of new fashions goes 500 miles for $4.61. 
Same day delivery in all these cases if you ship early. 





Rates include pick-up and delivery door 
to door in all principal towns and cities 





AIR EXPRESS, A SERVICE OF RAILWAY EXPRESS AGENCY AND THE 


SCHEDULED AIRLINES oF THE U.S. 
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| Akron, Ohio. 


TOOL KITS—Three gift tool kits, 


| including various of the firm’s tools 


for industrial, shop and home use, 
now are available; a mechani-kit; a 
kar-kit and a kitchen-kit. Each kit is 
enclosed in a substantial metal case; 
all tools are of high quality—Owa- 
tonna Tool Co., Owatonna, Minn. 


FLEXIBLE COUPLINGS—A new 
24-page catalog contains working data 
on a complete line of flexible cou- 
plings, including standard types as well 
as shear pin, brake drum, bolt-on and 
detachable hub couplings.—Ajax Flex- 
ible Coupling Co., Inc., Westfield, 
| A 


COUNTERSINKS—Ball seat ream- 
ers, ball nose drills, taper reamers and 
drill reamers are described in a bulle- 
tin (16-C), with information on uses, 
materials on which the'tools may be 
used, operating speeds, lubricants, etc. 
—Severance Tool Industries, Inc., 
Saginaw, Mich. 
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YOUR BEST MOVE 


FOR A COMPLETE ABRASIVES SERVICE 


Help Your Customers Jump Unnecessary 
Operations In Metal Finishing, through 


BURRING - FINISHING - POLISHING 
le Owe Operation 


with RUBBER-CUSHIONED e m binder 


CUSHIONS the abrasive 


Brightboy 











The perfectly balanced rubber and abrasive in time-saving Brightboy do the 
job in one operation, eliminating in-between production steps. 


Suggest and sell Brightboy for the wide range of finishing operations 
required after heavy grinding; recommend Brightboy tor close tolerance, 
precision work; accurate contour-shaping; conventional and special sur- 
facing. Besides eliminating the intermediate production steps, Brightboy 
also saves time because it requires no dressing or special preparation; it is 
ready for immediate use. 


FAMILIARIZE YOURSELF WITH THE SERVICE THAT BRIGHTBOY CAN 
RENDER TO YOUR CUSTOMER. WRITE FOR THE BRIGHTBOY CATA- 
LOG-MANUAL, PRICES, AND OTHER INFORMATION. 


BRIGHTBOY INDUSTRIAL DIVISION WELDON ROBERTS 


— Brishthoy 
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CAPACITY 


Production with 


Petia Gaawa 


700 STANDARD WORM HOBS! 





In Stock Ready for Use send List 
Get our 12 page Bulletin Worm 9 
No. 9 showing all dimen- No. 





sions in detail. These hobs 
are not for sale, being solely 
for customer use. 


Jobbers! 
Please Write 
for 
Prices, Details 
etc. 





BRAD FOOTE GEAR WORKS 
CICERO, ILL. 
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CUTTER BIT GRINDING—A new 
film on the subject, 16mm _ colored 
with sound and entitled “Grinding 


| and Use of Basic Lathe T ool Cutter 





Bits,” is one of a series of three based 
on the book “How To Run A Lathe.” 
The films are distributed on a free 
loan basis, and are available, also, for 
outright purchase.—South Bend Lathe 
Works, South Bend 22, Ind. 


CASTING ALLOYS—A new educa- 
tional manual entitled “Copper-Base 
Casting Alloys” has been published 
by the company. The illustrated 52. 
page book deals extensively with the 
practical application of copper-base 
metallurgy—Federated Metals, Divi- 
sion of American Smelting & Refining 
Co., New York 5, N. Y. 


STANLEY 








CHISEL DISPLAY BOARD—As a 
selling aid, the manufacturer offers a 
new red and buff colored plywood dis- 
play board which shows his line of 
No. 74 hand cold chisels. Space for 
cight chisels is available, ranging in 
size from }-in. to 1-in.—Stanley Tools, 
New Britain, Conn. 


SOCKET SCREW CATALOG—A 
new 36-page catalog describes the man- 
ufacturer’s hex and multiple-spline 
socket screws; including engineering 
data and information on correct appl- 
cation.—The Bristol Co., Waterbury, 
Conn. 


PILLOW BLOCK BOOK—An 
abridged edition of the company’s 
general catalog on ball and roller bear- 
ings includes a special section on the 
various types and sizes of pillow blocks 
manufactured.—SKF Industries, Inc., 
Philadelphia, Pa. 


PACKAGED KITS—A new illus. 
trated folder (1066) describes the line 
of the manufacturer’s “Packaged” kits, 
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TUBING . 
athe TOOL IN USE | “Stevicen DESCRIPTION OF TOOL = 





ial 43 3 1%" to A" Roller type. Has flare cut-off groove.} 174-F 
Base ‘ \ ¢ 1%" to 11/9" | Wide range, rollertype. Has flare 
ished a ’ cut-off groove. 919-F 
1 52. oe 5 ¥y" to 2%" | For large size tubing. 204-F 
| the iy ' fe" to 3%" | Small, pocket size cutter. 127-F 
-base ce Mm 3/16" to 238” | Sawing Vise. 184-F 
Divi- 9 11%" to 4” =| Sawing Vise. 185-F 


ng 





Wide range type. 375-FS 
Hi-Duty. Wil not score tubing. 300-F 
Has quick slip-on yoke. 193-F 
Has quick slip- -on yoke. 195-F 
For larger sizes. Has slip-on yoke.. | 103-FS 
Has saddle yoke. 93-F 
Has saddle yoke. 95-F 
Self-clamping type. 295-FS 
For production tube flaring. 456-F 
For flaring block tin pipe. MB-87 
For doub ble. flaring metal tubing. 93-FB 





ti bender set. Outside type. 101-F 
ring benders. Inside type. 302-F 
oF en-side bender. Positions any- 
hate on tube. Individual bender 
for each size. 364-F 
Heavy-duty bender outfit. 360-F 


BENDING 





4", 3", Yo" | For joining tubing without fittings. 
and 54” Kit includes flaring bar, 4 swedg- 


SWEDGING | , q ing tools. 195-S 
| 


V4" to 34" | Individual swedging tools—no bar. | 93-S 
As a i He" to 34” | Flares and swedges. 275-FS 











fers a ‘ ¥. 
— » * @ For use on all | Outfit includes torch, 4 tips, solder- 
/ 
= 


e for SOLDERING | | soldering work ing iron, hose and tank connec- 


ng in 


Tools, tions. 





G—A 3 
man- coh = 3/6” to 114” | Forreaming both inside and outside 


spline F§ REAMING 


pering é \ fe edges of tubing. 
appli- 





_ : 7 , / , For refacing S.A.E. flare seats which 


pany’s “> y J have been nicked or marred. 
 bear- , 
n the gums Includes cutter and 5 adapters. 
dlocks 

Inc., 








Folder 347 describes the complete line of Imperial Tube 
Working Tools. Ask for your copy. 
illus- THE IMPERIAL BRASS MANUFACTURING CO. 
e line 511 S. Racine Ave., Chicago 7, Ill. 
” kits, 
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Srantey TOOLS, always produc- 


tion’s favorites for hurrying along a 
job, prove their earning power on 
factory cost sheets—and in your 
profit column. Here are two that 
are typical: 


Stanley Ball Pein Hammer — No. 310 — 
16 oz.—Octagon pattern-forged, pol- 
ished head-—high grade steel, super- 
heat-treated — polished hickory 
handle securely wedged by “Ever- 
tite” process. Wide choice of sizes. 


Stanley Cold Chisel — No. 990 — Quar- 
ter octagon pattern —chrome vana- 
dium alloy steel, drop forged and 
tempered by special process to pro- 
duce a tough cutting edge. Sizes to 
match every requirement. 


Efficient and durable Stanley Tools add satisfaction to every 
sale—and add to your list of repeat customers in industry. 
STANLEY TOOLS, 146 Elm Street, New Britain, Connecticut. 


THE TOOL BOX OF THE WORLD 


STANLEY 


Reg. U.S. Pat. Off. 


HARDWARE - HAND TOOLS: ELECTRIC TOOLS 
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which when applied to light-produc- 
tion machinery, converts the machines 
to airpowered operation.—National 
Pneumatic Co., Rahway, N. J. 


VARIDRIVE MOTORS—Presenta- 
tion of a new model Varidrive motor 
is.made in a colorful and fact-full 
bulletin just issued. Its 16 pages shows 
how a variable speed motor can be 
applied to countless operations.—U. §, 
Electrical Motors, Inc., Milford, Conn, 


SEALING, LUBRICATING—Con- 
pounds for general purpose and special- 
ized use in sealing and lubricating are 
described in catalog No. 909. Proper- 
ties of valve lubricants, thread sealing, 
line sealing, gasket and anti-seize com- 
pounds for many types of tubing and 
piping systems are described.—The 
Parker Appliance Co., Cleveland 12, 
Ohio. 


STAINLESS PIPING SYSTEMS—A 
4-page, illustrated bulletin (483) on 
flanged piping includes drawings, di- 
mensions and prices of new type fit- 
tings and flanges, available in Stainless 
304, 347, 316 and other materials. — 
Taylor Forge & Pipe Works, Chicago 
90, Ill. 


SAWS AND TOOLS—A new 60- 
page book, “Tools for the Filing 
Room,” contains practical suggestions 
for the use and care of large and small 
circular and wide and narrow band 
saws, and catalogs the manufacturers 
filing room tools—E. C. Atkins & 
Co., Indianapolis, Ind. 


The Buyer Looks 
at Business 


Composite opinion of purchasing 
agents who comprise the N.A.P.A. 
Business Survey Committee. 








Purchasing agents report that gen- 
eral industrial business this Summer 
has maintained the gains made from 
March to June, but has leveled off on 
that high plateau and now shows some 
indications of a downward trend. Pro- 
duction is slightly off from June, 
largely reflecting the vacation shut- 
downs which are more prevalent than 
in past years. Backlogs of orders, 
which started to grow in April, have 
shown no increase since June, al- 
though supported by more intensive 
and aggressive sales efforts. Com- 
menting on the reasons for this situa- 
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Available in Grades 
to suit your needs 


Allegheny Ludlum High 
Speed Drill Rod in these 
specially-processed 
smaller sizes is available 
to you in all types of 
High Speed Steels, as 
well as high carbon-high 
chrome Die Steel types. 
You can get the grade 
you're used to, plus better 
results—why not inves- 
tigate its possibilities? 


ADDRESS DEPT. ID-68 


Do you use High Speed Drill Rod in 
the smaller sizes? If so, here’s an 
Allegheny Ludlum development that 
you can translate into real advantages 
—longer tool life, better performance, 
greater production. 


A-L now hot-draws these small sizes 
by a special process, instead of cold- 
drawing with its repeated anges and 
anneals—each of which takes some- 
thing out of the steel. The result is: a 
high degree of hardness, obtained 
with fine grain size, and with small, 
evenly distributed carbides for keen 
cutting edges; plus maximum tough- 
ness in the hardened and tempered 
condition. 


By actual test, %"' bot drawn High 
Speed Drill Rod at 64 Rockwell C is 
as much as 18% tougher than cold 
drawn at the same hardness. @ But 





prove its merits for yourself. Check 
with your local Allegheny Ludlum 
Branch Office or distributor. 


[\LLEGHENY 


STEEL CORPORATION 
Pittsburgh, Pa. 


TOOL STEEL DIVISION: DUNKIRK, N. Y. 


(ints loob SHeelt 








the best test is to ¢ry this Drill Rod— 
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NEW CHAIN 





Here’s new, easy-to-use data on 

Chain Hoists that can help you in- 

crease hoist sales! Reading Chain Hoist Catalog No. 60 shows 
you which hoist to recommend for a certain job—gives you 
rated capacities, lifting speeds, efficiency comparisons, and 
mounting data. It shows—through photos, charts, and tables— 
typical installation methods and applications. From the sec- 
tion on “How to Select o& Chain Hoist” to Strength of Wooden 
and Steel I-Beams”, this 36-page booklet gives you practical 
answers to many of your customers’ problems. 


This new Catalog is typical of the selling help Reading 
makes available to materials-handling dealers like yourself. 
To get your free copy and full details on the profitable Reading 
Hoist franchise, drop us a line, today. There’s no obligation, 
of course. 


Chain Hoists @ Electric Hoists @ Overhead Traveling Cranes 


READING CHAIN & BLOCK CORP., 2107 ADAMS ST., READING, PA. 
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tion, purchasing executives mention 
prices as being too high—greater avail- 
ability of many noncritical items, agri- 
cultural market weakness, and the lack 
of any incentive for forward buying 
beyond known requirements. 

Basing point pricing changes camc 
in for much discussion in the reports. 
It is apparent that more business is 
adversely affected than helped by the 
switch to F.O.B. shipping point. 
Many hold the opinion that the real 
effect of climinating basing point pric- 
ing cannot be measured antl the com- 
modities involved are distributed 
under more competitive conditions. 

The over-all business picture is still 
good, but future developments seem 
less certain. 


Prices 

The sharp upswing in prices, follow- 
ing the Summer wave of wage in- 
creases, covered more materials and 
had effect on more business than in 
any period since price decontrol, 
Some prices advanced beyond the 
amount justified by the immediate 
wage increase, indicating a passing 
along of accumulated cost increases 
from freight rate and price adjust- 
ments. Buyers point to growing public 
price resistance — products being 
priced out of the markets—and look 
on this last upsurge of prices as creat- 
ing an unstable and top-heavy price 
structure. Bumper crops here and 
abroad can further reduce prices of 
sensitive farm products and may have 
an influence on other markets. 


Inventories 

The tendency is to “live off the 
fat” where any fat exists. The trend 
to build up stocks, reported in May 
and June, has been reversed as more 
Purchasing Agents report inventor\ 
reductions. Critical materials inven- 
torics cannot be built up. Others, in 
casing supply, need not be carried 
beyond balanced requirements, in 
view of high prices. Today’s 60-day 
can become tomorrow’s 90-day supply 
rather quickly. Purchased materials 
inventories are not considered too high 
for current production schedules. 
Buying Policy 

Only those requiring commodities 
and cquipment having a longer lead 
time for production schedules have a 
policy of over 90 days. The buying 
policy trend is definitely changed to 
30—60-day commitments, as com- 
pared to the previously reported move- 
ment toward 90-day commitments. 
High prices, which many believe have 
reached a leveling off place, with back 
orders slowing down and production 
growth seemingly halted, support the 
restricted inventory policy and short- 
ened future coverage of buying policy. 
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ANOTHER ‘ 
LYON CONTRACT ITEM 

MADE TO : 
Customer's Specifications 
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Ns , FURNISH THE STEEL 


ee Sih: 
» 


sg 
L 3 GM wi: MAKE THE PRODUCT 


Regular delivery of Lyon products 
—either standard or special — is 
geared to the available supply of 
sheet steel. But... 

If you or your customers can 
supply us with 12 to 24 gauge 
sheet steel, we will buy it from 
you and promptly ship the 
pound-for-pound equivalent at 


regular published prices... 
EITHER... Lyon standard 
products now in production (see 
partial list below)... 
OR... assemblies, subassem- 


blies, parts, etc., for your custo- 


mers’ product. These would be 
made to their specifications in 
gauges from 8 to 30. 


LY ON meat probucts, iNcoRPORATED 





General Offices: 


1053 Monroe Avenue, Aurora, Illinois 


Branches and Dealers in All Principal Cities 





® Kitchen Cabinets © Filing Cabinets 


@ Display Equipment ¢ Cabinet Benches © Bench Drawers 
* Wood Working Benches © Hanging Cabinets © Folding Chairs 
* Economy Locker Racks 


A PARTIAL LIST OF LYON PRODUCTS 


¢ Storage Cabinets ¢ Conveyors @ Tool Stands 
@ Shop Boxes @ Service Carts © Tool Trays ¢ Tool Boxes 
e Work Benches 
@ Welding Benches © Drawing Tables ¢ Drawer Units 





@ Bar Racks © Hopper Bins ¢ Desks 
® Bin Units © Parts Cases © Stools 
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@ Flat Drawer Files 


More need for caution is: repeatedly 
FOR OF r Ts expressed in the reports. 
ig Commodity Changes 

The longest list of price increases 

ever reported in one survey period fol- 


lowed the price raises in basic com- 


modities—steel, coal, copper, lead, 

- GAS zinc and tin. The entire list is too 

long for publication in this report; 

only the materials in most general use 

FURNACES ¢ BURNERS * BLOWERS * TORCHES | are listed. Contrary to ae belief, 

| all prices have not increased. A sub- 

| stantial number of important com- 
modities have shown declines. 

Up were: abrasives, automotive, 
aluminum, bearings, copper and brass, 
cadmium, cellophane, cement, cigar- 
ettes, coal, coke, electrical equipment, 
firebrick, graphite, iron, steel, lead, 
| machinery and repair parts, office 
| furniture, opticals, phenol, printing, 
pumps, refractories, rubber products, 
sulphuric acid, tin, tools, valves, wire, 
wood pulp, zinc and zinc products. 

Reported down: alcohol, air hose, 
poorer grades of coal, vegetable oils, 
grains, sugar, hides, leather, southern 


No. 120 Hi-Speed Steel No. 616 Soft Metal tle. 1S Consblestion pine, Douglas fir, mercury, synthetic 


Heat Treating Furnace Melting Furnace Bench Furnace resins, screw machine products, shel- 
lac, silver, soap, stearates. 
In tight supply: aluminum, boxcars, 


building materials, cadmium, cement; 
chromic acid, copper, pig iron, scrap 
- | lead, nails, nickel, pipe, steel, steel 
| drums, tin and zinc. 
a, | Easier to get: coal, containers, fuel 
ataF — | oil, gasoline, air dried lumber, paper, 
| paraffine wax and soda ash. 








No. 33 Needle Flame No. 101 | Employment 


Bench F 
nesdannacincnas —— ices Payrolls climbed a little in August, 


with important strikes out of the way, 
| plus some seasonal employment in- 
crease. Skilled help is short in several 


areas. Many small plants are reported 
on short time. A pickup is noted in 
textile activity. 

Canada 


Production is holding to high a 

Me. 25 j back orders slightly down, as in the 
Wend Torch ~ ‘_~ a . enstae’ = United on Prices are up, with- 
drawal of government subsidies being 
a factor. Inventories being main- 
tained; employment up; buying policy 
30 to 90 days, with the target about 
Push the line that pays hot profits. JOHNSON gas 60 days. 


burning equipment is famous for efficiency and 
economy. Steady national advertising in leading 


trade papers helps you sell. | NEW LINES 
° taken on by 


DISTRIBUTORS 
JOHNSON GAS APPLIANCE CO. : 


The R. G. Dinham Co., Minneapolis, 
588 E AVENUE N. W. CEDAR RAPIDS, 1OWA ies: ‘hor tot amie « de 
ESTABLISHED 1901 


tributor of the products of Economy 
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Gornam's long experience plays a vital part in pro- 
ducing these superior Tool Bits. Great care must be 
exercised in the selection of metals and in proper heat 
treatment. GORHAM High Speed Steel Tool Bits are 
made and guaranteed to meet any and all require- 
ments for a particular need. They have already dis- 
tinguished themselves in many specialized applications 
and the scope of their ability is constantly broadening. 
Sales possibilities are getting bigger and better every 
day for the GORHAM Line—let us give you all the facts. 


“ 

6 

A ee GORHAM STANDARD For the Commercial Field 
seen enn <= —=—-—=- GORHAM M-40-B For Heavy Cuts in Hard Material 


e™ 
4 
‘sae een ene ===—= GORHAM GORMET For More Abrasive Materials 


GORHAM TOOL CO., 14400 WOODROW WILSON, DETROIT 3, MICH. 
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FOR SAFETY PLUS 





For betier rubberized Work Gloves, look for the HOOD 
Trade Mark—a sign of quality since 1896. Styles to suit every 


requirement. Send for folder. Order from your jobber. 


HOOD RUBBER CO., WATERTOWN, MASS. 


A Division of the B. §. Goodrich Company 








These messages are read and answered by pros- 
pects in your territory. Will you make the sales? 
Ask about our plan. 


"BROWNIE oy artes 
Note How 


all internal parts are 
attached to cover. 


Simple to install, effective in 
operation, low in cost—that is 
the “Brownie” story in plain 
language. 


Performance records indicate that 
a “Brownie” seldom needs atten- 
tion aside from periodic blow-offs. 
Removal of cover, with all oper- 
ating parts attached to it, permits 
Bottom to top of cover....12” complete inspection without re- 
Bottom to top of Whistle. .18” moving the “Brownie” from the 
oe nS 17 Ibs. line. Convenient? Well, our cus- 
tomers say it is. 



























Size of connections....... 1/2” 
Distributors and Agents Get them at your supply store 
in all Principal Cities or send for Bulletin 570-B. 








WRIGHT-AUSTIN COMPANY 
302 W. Woodbridge St, Detroit 26, Michigan 


<i 
WRIGHT-AUSTIN 








USTRY FOR. MORE TH 
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Pumps, Inc. 


The Laffin Supply Corp., Springfield, 
Vt., has been named exclusive dis- 
tributor for the Butterfield line of 
taps, dies, reamers and screw plates 
in the State of Vermont and the 
western portion of New Hampshire, 
(Coos, Grafton, Sullivan and Che- 
shire Counties. ) 


Allied Tool & Abrasive Supply Co., 
Los Angeles, has been given exclu- 
sive distribution for Southern Cali- 
fornia of the Illinois Tool Works’ 
complete line. 


Battey Machinery Co., Rome, Ga., 
has been made distributor for Du- 
more lathes and precision grinders 
and the Ideal line of lathes. 











Sept. 27-Oct.1—Third National Plas- 
tic Exposition, Grand Central Pal- 
ace, New York. 


| Sept. 28-Oct. 1—Iron & Steel Engi- 


neers Exposition, Cleveland. 


| Oct. 2-10—Construction Industries 


Exposition, Sam Houston Coli- 
seum, Houston. 


Oct. 4-9—Fifteenth Southern Textile 
Exposition, ‘Textile Hall, Green- 
ville, S. C. 


| Oct. 5-7—National Contract Hard- 


ware Association, Palmer House, 
Chicago. 


Oct. 5-7—New England Materials 
Handling Exposition, Mechanics 
Hall, Boston, Mass. 


Oct. 5-7—Industrial Packaging and 
Materials Handling Exposition, Ho- 
tel Sherman, Chicago. 


Oct. 11-13—Semi-Annual Conven- 
tion, American Society of Tool 
Engineers, Biltmore Hotel, Los 
Angeles. 
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Oct. 12-16—Fifth National Chemical 
Exposition, Coliseum, Chicago. 


Oct. 12-16—National Hardware Show. 
Grand Central Palace, N. Y. City. 


Oct. 18-22—National Safety Congress 
and Exposition, Chicago, Ill. 


Oct. 25-29—National Metal Exposi- 
tion, Convention Hall, Philadelphia. 


Oct. 25-30—National Business Show, 
Grand Central Palace, New York. 


Oct. 26-28—Eighth Annual Manufac- 
turers Products Exhibit (P. A. Asso- 
ciation of Baltimore), Lord Balti- 
more Hotel, Md. 


Oct. 29—National & American Asso- 
ciations, Industrial Distribution 
Forum, Areas 1] and 2, Westchester 
Country Club, Rye, N. Y. 


Nov. 15—Central States Mill Supply 
Association, Annual Meeting, Chi- 
cago, Ill. 


Nov. 16—National & American Asso- 
ciations, Industrial Distribution 
Forum, Chicago, III. 


Nov. 20-Dec. 4—National Exposi- 
tion of Power & Mechanical Engi- 
neering, New York. 


1949 
Jan. 13—Southern & American Asso- 
ciations, Industrial Distribution 


Forum, Biloxi, Miss. 


Jan. 14—Southern Supply & Distribu- 
tors Association, Annual Mid-Year 
Meeting, Biloxi, Miss. 


Jan. 24-28—International Heating & 
Ventilating Exposition, Chicago, 
Ill. 


Mar. 29-30—International Lighting 
Exposition, Stevens Hotel, Chicago. 





FROM THE 


a FILES 1 


25 YEARS AGO 


“Expanding Mill Supply Markets,” 
the lead editorial in the October 
(1923) issue, ruminated on the prob- 
able effect on the industry of a 5,000,- 
000 growth in population. It was 
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Including: 

Balata Belting 

Solid Woven & 
Canvas Stitched 
Belting—row, 
impregnated, coated. 
Many widths and plies. 


Belting Specialties 





Vietor Batata & Textite Betting Ce. \ rrr" 


53 Park Place, New York 7 - 300 W. Hubbard Street, Chicago 10 
Factory: Easton, Pa. 


cere 
ee ee 


” ge 
. FA ad Ss ¢ 














169 


THERMOMETERS 


On equipment, on pipe lines, on 
bearings . .. wherever temperatures 
are critical, the WESTON Ther- 
mometer is now widely used because 
of its readability, its all-metal rug- 
edness, and its proved, long-time 
dependability. Available for general 
requirements, including a Max-Min 


Model which indicates high or low 
temperature reached since last set- 
ting. If your jobber cannot supply 
you, ask your local WESTON rep- 
resentative, or write . . . Weston 
Electrical Instrument Corporation, 
682 Frelinghuysen Avenue, Newark 
2, New Jersey. 


WESTON ecticoncwit 
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thought it would provide new business 
equal to our dollar trade with Europe. 

Interstate Machinery & Supply Co. 
became the new name of the former 
Sunderland Machinery & Supply Co. 
in Omaha. G. C. Edgerly, Samaty 
secretary, was clected: the new presi- 
dent. 

The National Hardware Association 
issued an itemized chart, “Overhead 
Expense Accounts,’ which showed 
the averages for the past 8 years from 
a sampling of 130 members. Overhead 
had declined, but slightly, since 1921. 

A bad check passer was on ‘the loose 
and troubling members of the Na- 
tional Supply & Machinery Dealers’ 
Association with his pretensions, being 
one day a Wisconsin manufacturer, 
the next an old and trusted friend of a 
fabricator from Fairbanks. He wasn’t 
a bad fabricator himself, according to 
report. 

Frank Farrington’s “lesson” for the 
month on “Successful Salesmanship” 
cautioned against being a Johnny- 
come-once-only under the general 
head, “Don’t Be a.One-Trip Man.” 

The Scranton Supply & Machinery 
Co., Scranton, Pa. was incorporated 
under the laws of Delaware; capital 
stock, $150,000. 


10 YEARS AGO 


Pete Thayer (Mri Suppuigs), at- 
tempting to make his way down the 
normally quiet streets of Meriden, 
Conn., met the New England “big 
wind” of 1938 head-on and suddenly 
found the town’s tall maples and elms 
toppling on all sides. He ducked ’em, 
all but one, and was bowled down by 
its branches, though without mishap. 

The warehousemen’s strike in San 
Francisco and the truck strike in New 
York and New Jersey disrupted the 


supply business in those areas. 


Supply sales (August) followed the 
upward trend of industrial production 
after a slack summer. 

George H. Schliecker joined the 
sales staff of the R. C. Neal Co., Buf- 
falo, N. Y. 


OBITUARIES 


Carl A. Carlson, 
Norton Engineer 








Carl A. Carlson, sales engineer for 
Norton Co., Worcester, Mass., died 
on Sunday, August 29 in a plane crash 
near Winona, Minn. 

Born in Stockholm, Sweden in 1888, 
Mr. Carlson came to the United States 
in- 1912 and began his long career 





Student 
is work 
Milwauk 


General $ 


NEW! 12” 
Tilting-Arbor Saw 


2 


DELTA- MILWAUKEE LATHES 
— and accessories of all 

pes, turning chucks, geared 
chucks, tool rests, face plates, 


boring bars, sanding drums, DELTA-MILWAUKEE CIRCULAR 

abrasive sleeves, V-belts, SAWS — and blades, dado 

motors and controls. heads, moulding cutterheads 
and knives, table inserts, 
V-belts, motors and control 
equipment. 


DELTA MULTIPLEX RADIAL- 
ARM SAWS — and blades, 
dado heads, shaper cutters, 


routers, etc. 

DELTA-MILWAUKEE BAND 
SAWS (metal-cutting and 
wood-cutting) — and blades, 
miter gages, guide fence at- 
tachments, height attach- 
ments, lamp attachments, 
V-belts, motors and control 
equipment. 


DELTA-MILWAUKEE ABRASIVE 
BELT and DISK FINISHING 
MACHINES — and abrasive 
belts, abrasive disks, V-belts, 
dust collectors, steel or cast- 
iron stands, motors and con- 
trol equipment. 
Student in the foreground ; 
er ries ea ae 
Mirwauree ee Toolmaker* Surface Grinders 
— and abrasive wheels, 
dressers, buffers, brushes, 
drill-grinding attachments, 
dust collectors, lamp bulbs, 
V-belts, motors and control 
equipment, 


DELTA-MILWAUKEE JOINTERS 
— and high-speed steel 
knives, rear knife guards, 
V-belts, steel or cast-iron 
stands, motors and control 
equipment. 


DELTA-MILWAUKEE SHAPERS 
— and cutters of all types, 
collars, safety cutterheads, 
4," spindles, blank knives, 
3-knife steel cutterheads 
V-belts, motors and control 
equipment. 


DELTA-MILWAUKEE DRILL 
PRESSES — and machine spur 


DELTA MANUFACTURING DIVISION a ke DELTA- MILWAUKEE SCROLL 
ROCKWELL MANUFACTURING COMPANY les Mg A gt me SAWS — and blades, ma- 
MILWAUKEE 1, WISCONSIN chucks, V-belts, motors and chine a — 
General Sales Office @ 6 NORTH MICHIGAN AVENUE, CHICAGO 2, ILLINOIS control equipment. centering chou, Vien 
motors and control equip- 
ment. 
“Trade Mark Reg. U.S. Pat. Off. 


MRED 5 PE DS BTR he ec 
There’s always an opportunity 
to make a Delta sale! 


The natural market for the diversified Thanks to their low initial cost, low amortization 
Delta-Milwaukee line is as broad as charge, portability, and compactness, Delta tools also 
your classified telephone directory. meet the requirements of small establishments — sign 
It extends into almost every department of large shops, pattern shops, repair shops, cabinet makers, die- 
plants: parts production . .. assembly ... tool shop casting shops, and other service shops. 
. maintenance shop . . . shipping department .. . To make more money, sell all the Delta-Milwaukee 
foundry ... pattern shop ... research or experimental. | Machine Tools to all the prospects! 


Every sale of a Delta-Milwaukee tool is a “‘self-starter’’ of 
continuous orders for accessories and perishable supplies. 
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with Norton in 1913, where he started 
work in the machine shop. 

In January, 1923 he was appointed 
to the sales engineering department, 
and has remained a member ever 
since. In 1945 he was made sales en- 
gineer in charge of the rough grinding 
section. ‘ 

He was the inventor of a billet 
grinding machine (1943) and a wire 
grinding machine (1944)—both pat- 
ented. His influence was a vital factor 
in the establishment of high speed 
grinding and he directed his com- 
pany’s activities in a successful pro- 
gram to develop resinoid bonds for 
high speed grinding in foundries and 
stcel mills throughout the United 
States. 





BREAK PROOF 
SHOCK PROOF 


VACO 


Screw Drivers 





@ Big business . . . little business . . . 
ALL business .. . 
screw drivers! And the magic name ‘Vaco” 


is buying more Vaco 
Ross W. McKinstry, 


is your best bet for greater dollar volume : : 
Sterling Products Executive 


in the months ahead. Why? Because you CHEC 
Ross W. McKinstry, vice-president Dillon 
of Sterling Products Co., Inc., and L. T. 
Metro Tool & Gage Co., Chicago, suf- and & 
fered a fatal heart attack on August — 
11th. He was fifty-one years old. 
Active in industrial distributor asso- 
ciation work, Mr. McKinstry was a 
past president of the Chicago Mill 
Supply Association and served on sev- The 
cral committees of the Central States tive W 
Mill Supply Association. design¢ 
After graduating from Cornell Uni- equipn 
versity, he chose a career of Architec- cently 
tural Engineering and followed this ageme! 
profession until 1937 when he joined Pacific 
the Sterling Products Co. Calif., 
He was a member of the Cornell Bower 
Club, University Club, Columbia the pr 
Yacht Club, Electric Club of Chicago, The 
Hinsdale Country Club and the Chi- chang 
cago Farmers Society. His father, the operat 
late Addis E. McKinstry, formerly was sales 
president of International Harvester manag 


can fill every order . . . including stock or 


custom built units . . . from ove source 
with the finest screw and nut drivers made.’ 
More than 250 stock styles and sizes! All 
handles of fire-safe, break and shock proof 


Klam 
Chan; 


Amberyl* plastic! Blades of heat treated 
chrome vanadium steel meet U. S. Gov- 
ernment specifications! And each tool per- 
fectly designed and balanced for easy 
operation, 


28 colorful pages of newly designed drivers 
and other tools. Complete listings of all stock 

; items! Application tables for all drivers to 
“fit the driver to the screw.’ An invaluable 
buying aid . . . send for it, today! 








Vaco REVERSIBLES... = typical of many 














Ose 


FIRE-SAFE Handles... Vaco Ambcry!* 
handles are listed under the reexamination 
service of Underwriters’ Laboratories . . . 
end the old nitro-cellulose fire hazard that 
barred many plastic handle drivers from 
large shops. Handles available in a wide 
variety of sizes. 


Sietnenemnenteneememennne tl 
VACO $/8 VB 446" ~ 
TTT 
ay 


DISPLAYS ... There's a Vaco display for 
every purpose! Square blade, round blade 
and recessed head blade displays shown 
here are sure-fire business getters on any 
counter, 


*Trode Mark Registered 


PRODU 
317 East Onta 


new items in the Vaco line. Reversible blade 
has regular bit on one end, Phillips bit on 
the other. New interchangeable bit sets also 
available for Phillips and regular styles. 














BERYLLIUM Drivers... with. practically 
same strength as ordinary drivers . . . but 
will not spark. The opening wedge to many 
large orders! 


;@ 


[JF 


rio St., Chicago 11, Illinois 
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Company. 

Mr. McKinstry made his home at 
Hinsdale, Illinois and Palm Springs, 
California. He is survived by his 
widow, a son, a daughter, and four 
grandchildren. 


Ross W. McKinistry 





manaj 
purch 
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CHECKING ITEMS just received at 
Dillon Supply Co., Raleigh, N. C. are 
L. T. Averett, Jr., C. A. Dillon, Jr., 
and C. B. Baugh, in charge of the 
receiving department. 








Klamath Falls Firm 
Changes Ownership 


The Klamath Machine & Locomo- 
tive Works, industrial distributor and 
designer and manufacturer of saw mill 
equipment, Klamath Falls, Ore., re- 
cently changed ownership and man- 
agement. It has been purchased by 
Pacific Associates of San Francisco, 
Calif., of which organization Charles 


Bowen, located in San Francisco, is | 


the president. 

The local executive staff has been 
changed but ctherwise the company is 
operating as before, with the same 
sales and warchouse force. The local 


manager is Ray Williams; assistant | 


manager, William Whelan; and the 
purchasing agent is H. L. Hamilton. 





IT’S THUMBS UP for a moment at 
J. G. Christopher Co., Jacksonville, 
Fla., as Jack Avirett and J. M. Horner 
make handy use of the company’s stock 
catalogue. 





CORD COVERED 


STEAM HOSE _[ on 


Sy 
SIN 


CUR 
SS) g Uh 
Sl. 


IN EVERY SERVICE REQUIRING FLEXIBLE STEAM LINES 


**New Process” is a super-strong, 


_ super-safe hose for all steam applica- 


tions at temperatures up to 150 lbs. 
The special “New Process” Cord 
Cover has particular advantages in 
processing plants—protection to 
equipment, resistance to chemicals, 
acids, alkalis, oils; not affected by 
heat or cold. This cover is made of 
hard-twisted cotton cord, treated with 
an elastic lubricant (not merely sur- 
face painted) which thoroughly im- 
pregnates and strengthens every part, 
never hardening or evaporating. It is 
exceptionally durable against abra- 
sive wear. 


“MULCONROY Séaru... 


The heavy duck carcass of the hose is 
surrounded by multiple layers of strong 
alvanized steel wire braid. The tough rub- 
Ge tube is asbestos insulated, and rein- 
forced by a continuous spiral of round steel 
wire—it cannot buckle or collapse. 

You'll find many jobs for ““New Process” 
Steam Hose where its use will go far beyond 
conventional construction in providing 
long, safe service—economically. 


MULCONROY MEANS MORE 
BUSINESS FOR You 


Wherever the requirements call for greater 
resistance to temperature, pressure and wear 
than conventional rubber or all-metal hose 
can give, you can sell a Mulconroy Special 
Hose Construction that will insure the de- 
sired results.. We will cooperate promptly 
in helping you secure this extra business. 





5329 JEFFERSON ST., PHILADELPHIA 31, PA. 
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Durable, 


SWING. f0 


precision- built 


Darnell Casters and Wheels 
assure the easy handling of 
heavy loads — savings in 
floor and equipment wear 
soon pay for their cost. 


Enitha Vue 


ANY WAY YOU MEASURE IT 


FREE 
“ Manual 


DARNELL CORP. LTD. 
LONG BEACH 4 CALIFORNIA 


50 WALKER ST NEW YORK 13. NY 
36 N. CLINTON. CHICAGO 6. ILL 
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H. B. Sears 


| Sears Will Sell 
For The Bristol Co. 


| H. B. Sears has been appointed mill 
| supply products salesman for the: In- 
| dianapolis area serviced by The Bristol 
| Co., Waterbury, Conn. Before going 
| to his new post, Mr. Sears completed a 
| year and a half of training in the main 
office and factory of the company at 
Waterbury. 
| He will operate from the Chicago 
branch office of the firm, located at 
351-363 E. Ohio Street in that city, 
but will devote his entire time to sales 
promotional work in the Indianapolis 
area. 





| General Detroit Corp. 
Makes New Appointments 


A number of recent new appoint- 
ments in sales and manufacturing per- 
sonnel of The General Detroit Corp., 
Detroit, Mich., manufacturers of fire 
extinguishers and fire apparatus, in- 
cludes the advancement of E. A. 
Warren, formerly vice-president in 
charge of sales, to the position of 
executive vice-president. The policies 
of the fire extinguisher, fire apparatus, 
fire hose and industrial divisions have 
been coordinated under his jurisdic- 
tion. 

A. B. Seigfreid, formerly sales man- 
ager of the = truck division, assumes 
| the position of vice-president in oo 
of manufacturing. Preston W. Wolf, 
| formerly assistant to the vice-president, 
| succeeds to the post of assistant gen- 
eral sales manager. 

Other appointments include: M. S. 
Shoppert to the position of assistant — 
sales manager for fire extinguishers; 
H. A. Thompson, assistant sales man- 
ager for apparatus; R. O. Beuschline, 
assistant sales manager for fire hose 
and industrial; Roy H. Morrison, cen- 














Throughout the nation important industries and utilities have been expanding 
their facilities to meet urgent needs for more production. Significantly .. . 
LUNKENHEIMER VALVES have been specified by the engineers and architects of 
many of these projects . . . recognition, we believe, of LUNKENHEIMER QUALITY 
and unequaled DISTRIBUTOR SERVICE. 


ESTABLISHED 1862 


THE LUNKENHEIMER Co. 


—="QUALITY"=— 
CINCINNATI 14, OHIO. U.S. A. 
NEW YORK 13° CHICAGO G 
BOSTON 10) PHILADELPHIA 34 


EXPORT DEPT 318 322 HUDSON ST NEW YORK 13.N Y¥ 
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them started on using 


BUFFALO Goaceyor Setting” 


“This flour mill was having too 


much lost time from _ belting 


failures. 


“I proved to them the better- 
wearing qualities of BUFFALO 
Solid Woven Cotton Belting. Care- 
fully selected yarn and controlled 
weave insures a firm grip for 
bucket bolts and extra wearing 


qualities under heavy usage. 
“They’ve just installed Buffalo 
Solid Woven Cotton Belting in one 
or two bad spots, and I can leave 
them secure in the knowledge that 
BUFFALO will work well for them 
—and help me, too, with another 
order for BUFFALO when the time 
comes for another replacement 
somewhere else in the Mill.” 


Why don’t you, too, take advantage of the business 
building that BUFFALO Beltings can do fer you? 


Buffalo Solid Woven ‘ 
Cotton P sepia 


Buffalo *pinitex: 
(plastic impregnated) 
Belting © 


ALO : PRODUCTS 


2 Buffalo TF & ¢ 
Neabiomceraeet) “see 3 


Buflalo Y ake 3 
(nitro-cellulose coated) 
‘Belting 


td 


ress Latex Belting (neoprene synthetic or natural) 


| Write Bia glad nt Ppaeaaes and aeanage 


gm. BUFFALO WEAVING & BELTING C0 


209 Chandler Street 


Sailer ice) ® 
DETROIT . 


BUFFALO 7, N.Y. °* 
PHILADELPHIA ° 


NEW YORK 
SAN FRANCISCO 
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tral divisional manager; and Gail M. 
Rutledge, midwestern divisional man- 
ager. All of the appointees are veteran 
employees of the corporation. 

Mr. Morrison will work out of De- 
troit and will manage a territory in- 
cluding Indiana, Kentucky, Ohio, 
Michigan, western New York, western 
Pennsylvania and northern West Vir- 

inia. 

With headquarters in Chicago, Mr. 
Rutledge’s midwestern division terri- 
tory includes Illinois, Missouri, Kan- 
sas, Iowa, Nebraska, North and South 
Dakota, Minnesota and Wisconsin. 


New Appointments 
Made By Butterfield 


The Butterfield Division of Union 
Twist Drill Co., Derby Line, Vt., has 
made several recent appointments to 
its sales staff. A. W. D. Black of Bev- 
erly, Mass., has been named district 
sales engineer for Rhode Island, east- 
ern Massachusetts and Maine; and 
W. V. Garfield has been appointed 
district sales engineer to cover Con- 
necticut and western Massachusetts. 
Both will handle the Butterfield line 
of taps, dies, reamers, screw plates and 


| other industrial cutting tools. 


| Pyrene Names Williams 
To Eastern Area Sales 


S. Carleton Williams, Jr., has been 
promoted to eastern district manager 
for the Pyrene Mfg. Co., Newark, 
N. J., makers of extinguishers and 
other fire-fighting equipment. 

Mr. Williams, formerly a special as- 
sistant to the president, succeeds Ray 
Poole, who has been transferred to 
Chicago as sales manager of that dis- 
trict. He joined Pyrene in 1939, start- 
ing in the Louisville, Ky. district. 





NEW FEATURES of equipment in 
a manufacturer’s catalog are pointed 
out by R. L. Hill (right), manager of 
the industrial department of Noland 
Co., Atlanta, Ga., to Vice-President 
I. C. Shumate. 
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Exclusive Take-Up 
Wedge 
FOR SAFETY 
Balanced to swing 
as part of 


your arm 


PLUMB 


HATCHETS «§ HAMMERS ©’ ARES © Ores 





Weinberg & McKee 


ABRASIVE MACHINE & SUPPLY COMPANY 
Newark, New Jersey 
CRAFT — SUPPLY COMPANY 


Wichita 
— SUPPLY ¢ COMPANY 
Cedar R + Iowa 
ALLIED TOOL & ABRASIVE COMPANY 
Los Angeles, California 
— BROS. 
Angeles, California 
ANCHOR RUBBER COMPANY 
THE BALBACH < ~_oeil 
Omaha, Nebras 
BALDWIN SUPPLY “COMPANY 
Charleston, West Virginia 
AARRETT-CHRISTIE COMPANY 
mS Illinois 
— joes COMPANY 
Joliet, Illinois 
WALTER R. CARR COMPANY 
San Francisco, California 
CENTRAL RUBBER SUPPLY COMPANY 
Indianapolis, Ind‘ana 
CHICAGO PULLEY & SHAFTING COMPANY 
Guenge. Mlacis 
WARE Coserany 
Jamestown, New Y. 
rot & SUPPLY COMPANY 


North Tonawanda, New York 

CROSBIE COMPANY 
Washington, D. C. 

R. C. DUNCAN eaten 
Minneapolis, Minneso’ 

ELLFELDT MACHINERY & SUPPLY COMPANY 


Pittsb 
GLOBE MACHINERY & SUPP’ ANY 
Des Moines, Iowa =. Soe 
ALBERT GUNTHER 


~w 
Sart M 
THE F. HALL COMPANY 
, eaaiont 


wanna ais. Ze 
UMP & SUPPLY COMPANY 
Pittsburgh, Pennsylvania 
SAMUEL HARRIS COMPANY 
Chicago, Illinois 
HART INDUSTRIAL Onn. COMPANY 


ane City, O 
TFIELD-HEALY Y COMPANY 
at New York 
HAVEN SAW & se 4 » GonePaare 


Oakland, Califo: 
=e SUPPLY "COMPANY 


Mem 
INDUSTRIAL SUPPLY COMPANY 
Evansville, In 
INDUSTRIAL SUPPLY COMPANY 
Richmond, Virginia 
TRIAL S$ oe ¥ COMPANY 


Sal ame Rs 
Y SUP: ANY 
Des —s Iowa cueeee 
AUERBA 


JONES & 





e 1° 
LEWIS SUPPLY peeeare 


uinpoben comme . Tenness 
—_— HARDWARE Cosmpary 
port, nngcticu 
MACHINERY & SUPPLY ‘COMPANY 
Kansas City, Missouri 
as . & SUPPLY COMPANY 
MACHINISTS ‘TOOL & ~~ COMPANY 
Los Angeles, Californ’ 
MANUFACTURERS SUPPLY COMPANY 
Grand Rapids, Michigan 


Compiled Catalogs 


MARSHALL-NEWELL SUPPLY COMPANY 
San Francisco, California 

McCONKEY-DOCKER & COMPANY 
Phoenix, Arizona 

McJUNKIN SUPPLY COMPANY 
Charleston, West Virginia 

ICAL SUPPLIES COMPANY 

Cincinnati, 


Ohio 
METROPOLITAN SUPPLY CORP. 
Los Angeles, California 
F. MEYER & BROS. COMPANY 
Peoria, Illinois 
MEYER SUPPLY createed 
Capp Illinois 
MID-S Seentesk te ee CORPORATION 
Rockfor 
MILL SUPPLY & MACHINERY COMPANY 
St. Louis, Missouri 
MIZE SUPPLY COMPANY 
Waynesboro, Virginia 
MORRIS ABRAMS, INC. 
New York City, New York 
R. C. NEAL CO., INC. 


MP. 
New York City, New York 
W. S. NOTT COMPANY 
Minn: 


eapolis, Minnesota 
OLIVER ABRASIVE - TOOL COMPANY 
Buffalo, New 
yt yy! & SUPPLY COMPANY 


Perth Amboy, New Jersey 

PHILLIPS & — SUPPLY COMPANY 
Wichita, Kans 

PRODUCTION TOOL & SUPPLY COMPANY 
St. , Missouri 


PULVER MACHINISTS SUPPLY COMPANY 
Chicago, Illinois 
ILEY MILAM, INC. 
anne Florida 
oS INDUSTRIAL SUPPLY COMPANY 
ee, Wisconsin 
STACY “SUPPLY ete a 
Springfield, Massachusetts 
STAND. EQUIPMENT & SUPPLY CO. 
Hammond, Indiana 
STANDARD MACHINISTS SUPPLY COMPANY 
Pittsburgh, Pennsylvania 
STANDARD-SHANNON gl COMPANY 
Philadelphia, Pennsylv 
STANDARD SUPPLY & EQUIPMENT COMPANY 
Baltimore, Maryland 
ogg nad re 


PPLY COMPANY 


town, P. Y 
TAYLOR SUPPLY —_ 


La a ree 

TERRE HA AVY HARDWARE 
Terre Haute, Indiana 

GEO. S. THOMPSON, INC. 


El Paso, Texas 

TOOL SHOP HARDWARE COMPANY 
Detroit, Michigan 

TRACY, ROBINSON & need 
Hartford, Connecticu 

TRIPLEX SUPPLY COMPANY 
Milwaukee, Wisconsin 

TRANTER MANUFACTURING COMPANY 
Pittsburgh, Pennsylvania 
A! W A 
Minn 


COMPANY 
lis, Minnesota 
J. M. WA & COMPANY 
Troy, New York 
WA INC. 


ehteldaaien, D. C. 
A. V. WIGGINS COMPANY 
acuse, New York 
J. T. hai ag Fe &s —" 
Detroit, Mi 
YARROW INDU TRIAL SUPPLY COMPANY 
Philadelphia, Pennsylvania 
ONNE ELECTRIC TOOL COMPANY 
Los Angeles, California 


® Tools Made of HIGH SPEED STEEL, are priced in red. 


WEINBERG & MCKEE, Inc. 


610 W. VAN BUREN ST. 
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CHIGAGO 7, ILL. 
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F. Kuhlman and Tom George 


| Kuhlman and George 
_ Join Western Belting 


Two new salesmen recently joined 
the organization of Western Belting 
& Fee sme wer ng Inc., Los Angeles. F. 
Kuhlman is handling city and the 
Santa Ana and Santa Maria Valley 
territories. Formerly he was with 
Hewitt-Robins, Inc., in Chicago. 

Tom George, with a broad sales 
experience in fields other than indus- 
trial supplies, is covering the Pomona 
Valley and parts of Los Angeles city 
territory. 


Armstrong Cork Co. 


| Reviews Manufacturing 


Full color enlargements, 21 by 22 
inches, of cutaway views and editorial 
explanations of various major manu- 
facturing, processing and business op- 
erations, all of them suitable for fram- 
ing, have just been issued by the 
Armstrong Cork Co. of Lancaster, Pa., 
to illustrate the use of insulation in in- 
dustry. 

The enlargements, which may be 
obtained from the company free of 
charge, feature views of the internal 
workings of a hotel, an oil refinery, a 
frozen food locker plant, a dairy and 
ice cream plant, a steamship, a photo- 
graphic film plant, a bakery and a 
refrigerator plant. Many of the views 
represent the most succesful —. 
tions thus far made to the public of 
how various types of plants operate and 
how important products and materials 
are handled and made. 


Worthington Pump 
Names F. J. Ellis 


Frederick J. Ellis has been ap- 
pointed assistant merchandising man- 
ager, pumps and compressor sales, of 
the Worthington Pump & Machinery 
Corp., Harrison, N. J. Formerly, he 
was assistant manager of the reciprocat- 
ing pumps sales division. He will head 
up distribution of standard pumps and 
compressors through oil field distribu- 
tors. 






























































— SHINYLAND 


MILLED STUDS 


Distributors find it pays to stock Shinyland studs 
because of the large and increasing demand for 
this quality product. 


Shinylands of the usual Ferry Cap high quality are Simply Specify 
furnished to regular milled stud standards with this 
additional feature — the land between threads a SHINYLAN Gs 


shiny, bright, mirror-finish. : 

with land between threads, 
Shinylands are sold in standard catalog sizes in shiny, bright, mirror-finish 
attractively labeled packages and in bulk: sizes, 


%4”’ dia. and under. 
How’s your stock of Shinylands? 


The FERRY CAP & SET SCREW Co. 


2153 SCRANTON ROAD . . CLEVELAND 13, OHIO 


¢AP AND SET SCREWS ¢ CONNECTING ROD BOLTS « MAIN BEARING BOLTS + SPRING BOLTS AND SHACKLE BOLTS « HARDENED AND GROUND BOLTS « SPECIAL 
ALLOY STEEL SCREWS © VALVE TAPPET ADJUSTING SCREWS + AIRCRAFT ENGINE STUDS + ALLOY STEEL AND COMMERCIAL STUDS + FERRY PATENTED ACORN NUTS: 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 179 





At The American Road Builders Association Exhibit, 
LET'S PUT SOME LIGHT | Chicago 


ON ANOTHER SCHIEREN 
QUALITY PRODUCT 


THE CHIPS FALL where they may when M. J. Conaway and Bill Kilpatrick demon- 
strate a chain saw at the Mall ‘l’ool Co., booth at the Road Builders Association show. 

precision built f 

hydraulic and 

pneumatic serv- 

ice. Designed to | ess u oe ae 

meet specific serv- e i : 

ice conditions se ' eo ae ‘ 

low pressures, THELUFKINRULE [0 YELLOW STRAND WIRE ROPE - BRAIDED SAFETY SINGS 

high tempera- —— Bes 

tures, etc. Made eae 

from specially 

tanned hydraulic 

leather and built 

to fit your job. 

Write for your 

free copy o 

Schieren Packing; 

catalog and tk 

new, 52 pa 


a A OOS th = 
-“ ae 


ALL THE RULES of display were ob- WIRE ROPE by the Broderick & Ba- 
served by The Lufkin Rule Co., exhibit com Rope Co., was exhibited with 
with salesmen D. E. Wilson and W. J. E. F. Graubner, H. S. Mitchell, G. T. 
Stewart on hand with promotion man- Born, E. F. Schad, F. Zimmerman and 
ager R. N. Benjamin. R. G. Deutman as the attending crew. 


=f 


CHAS. A. SCHIEREN COMPANY 
36 FERRY STREET. NEW YORK 7,N Y 
Tanners and Monufacturers Since 1868 


s in Business 


FROM MOBILE, Howard Schramm and H. B. Tonsmeire, Turner Supply Co., 
relax with W. A. Nugent, vice-president, Independent Pneumatic Tool Co. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 








Double 
Cutting 


Saves 20% to 50% 
on power hacksawing costs 


We believe this gives our distributors 


the world’s bes? line of blades 


This completely new super-high-speed power blade makes the Millers Falls line the world’s most 


complete. We believe no other line gives alert distributors such sound merchandising opportunities. 


MILLELKE FALLS WCULL UKE 10 TALK WLI YCU 
if you are alive to the possibilities of expanding your volume, profits, and prestige in this broad 
market. 

In exchange for efficient and aggressive representation, Millers Falls offers a 100% distributor 
policy, effective engineering sales cooperation, and general all-around service. 

If you are a well-established distributor who fits these specifications and who would like a new 
connection that can mean mutually pleasant and profitable association over the years, contact 
Clarence W. Otto, General Sales Manager, in Greenfield. 

THE MILLERS FALLS LINE OF METAL CUTTING SAWS — Standard Steel Hand Blades — “Tuf-Flex’g Special Alloy 


Hand Blades — “Blu-Flex’@ High Speed Hand — “Blu-Mol’ High Speed Hand and Power — ‘“‘Double Life® High Speed 
Double Edge Power — Tungsten High Speed Hand and Power — “Jet-Edges, High Speed Welded Edge Power — Metal 


Cutting Band Saws — Wood Cutting Band Saws — High Speed Hole Saws. 


MILLERS FALLS COMPANY 


Greenfield * Massachusetts 
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Standardize Your Customers 
on KESTER Cored Solders! 


POSITIVE FLUX UNIFORMITY 


STANDARD 
FOR INDUSTRY 
SINCE 1899 


KESTER 
SOLDER 


CREATE CUSTOMER GOODWILL 


Build customer confidence by sell- 
ing a product that is instantly rec- 
ognized as an outstanding and de- 
pendable solder with a scientific 
and uniform flux core. Available 
in various gauges and specialized 
industrial cores to fit individual 
problems. 


A COMPLETE TECHNICAL SERVICE 


If any of your customers are both- 
ered with a difficult soldering prob- 
lem have them take advantage of 
Kester’s Technical Department. 
There is no obligation to you. 


KESTER SOLDER COMPANY 


4214 Wrightwood Ave., Chicago 39, Illinois 


Factories Also At: 


Newark, New Jersey - Brantford, Ontario 
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“IT’S THE FILM that prevents wear”, 
C. F. Cowley tells Col. H. C. Littrell. 
Both were present at the Fiske Broth- 
ers Refining Co., exhibit. 


SALESMINDED Robert Eisinger, The 
Black & Decker Mfg. Co., charmed the 
spectators when demonstrating the 
firm’s Quick Saw Arm. 





R. S. Wilson Speaks On 
American Salesmanship 


Past accomplishments in the field 


| of American salesmanship and new 


developments in the merchandising 
scene were discussed by R. S. Wilson, 
vice-president and sales manager for 
The Goodyear Tire & Rubber Co. in 
an address before the Pittsburgh Sales 
Executive Club recently. 

“The professional salesman,” Mr. 
Wilson declared, “is emerging from 
the mists of the industrial age. He is 
still a vague figure; he needs to be 
given form and substance. His profes- 
sion needs to be systematically out- 
lined so that young men may seck it 
out, carry it on to new heights of per- 
fection.” 

What we need most of all, Mr. Wil- 
son thought, is definition, classifica- 
tion, a set of standards. There is need 


| for a new look at selling; it needs to 
| be subdivided and classified. One or 





This New DURO 10’ Tilting 
Arbor Saw has many 
new features and 


basic improvements 


A versatile low-cost machine for cutting 
metals, woods and plastics, with many ex- 
clusive advantages. Entire arbor and tilting 
mechanism suspended on rugged, extra- 
heavy precision machined trunnions. 

Has capacity up to 344" depth of cut and 
a working surface 1080 square inches with 
regular extensions, or 1395 square inches 
with special extensions. Distance in front of 
blade is 1434", and from blade to rip fence 
with regular extension 17”, or 25” with 
special extension providing greatest possi- 
ble utility. Cast iron table top is made of 
close grained and polished surface. Motor 
mounting is designed for most Standard 
Motors. Has improved guards and safety 
features as integral part of unit—also pat- 
ented accurate improved Rip Fence and 
Miter Gauge. 

Send for Catalog—for full details and 
prices on the DURO 10-inch Circular Sow. 
Also lists specifications and prices of com- 
plete line of DURO single and multi-spindle 
Drill Presses, Circular Saws, Jointers, Routers, 
Shapers, Grinders, Lathes, Scroll Saws, Flex- 
ible Shaft Units and Portable Electric Drills. 


DURO “OOS 


MACHINE TOOL DIVISION 


DURO METAL PRODUCTS CO. 2681 N. KILDARE AVE., CHICAGO 39, ILL 


ALSO MAKERS OF DURO HAND TOOLS 
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‘SELL... 
SAFETY 


‘& STRENGTH 














—— 


Suggest to your customers the proven fact that their products will 
sell faster if they’re modernly streamlined with flush-to-surface 
Western Socket Screws and completely free of dangerous pro- 
truding bolt heads on all moving parts. There’s extra profit for 
you in that story. Western Socket Screws are a profitable fast- 
turnover item. Western Socket Cap and Set Screws provide these 
sales advantages, plus greater strength because made of alloy 
steel and heat-treated in modern electric furnaces to assure extra 
tensile strength and greater holding power. That means the im- 
portant economy of fewer screws needed to do the job and faster 
assembly that saves time and money. We invite you to write for 
the facts —and an informative new catalog we'll be glad to 
send you. 





Western Automatic 


Machine Screw Company 








more universities should set up a ma- 
jor course in selling in their college of 
commerce with, at the conclusion, a 
degree of Professional Selling. The 
country needs more professional sales- 
men to interpret business to its cus- 
tomers, Mr. Wilson declared. 

Mr. Wilson was 1947 winner of the 
Charles Coolidge Parlin Memorial 
Award, sponsored by the Philadelphia 
Chapter of The American Marketing 
Association in cooperation with the ° 


Curtis Publishing Co. 


| Chain Belt Co. Opens 


New District Sales Office 
The Chain Belt Co. of Milwaukee. 


| Wis., has opened a new district sales 


office at 2900 West Clay Street, Rich- 


| mond 21, Va. Fred W. Taylor is dis- 
| trict manager of the office. He was 


with the firm from 1936 to 1946 as 


| sales engineer and district manager of 
| the Atlanta District office, rejoining 
| the company this year. 


Poe Hardware Co. Names 


| Carter Poe Secretary 


Carter Poe has been appointed as- 


sistant secretary of Poe Hardware Co., 


sreenville, S$. C., and now is handling 


| direct mail advertising among his other 
| duties. Mr. Poe is a nephew of Presi- 
| dent C. N. Poe and a graduate of 
| mechanical engineering from Georgia 
| Tech in 1947. Formerly, he was in the 


pricing section. 

T. A, Stone, formerly manager of 
the warehouse, has been appointed 
sales manager. He is succeeded by Roy 
Williams, who formerly was _book- 
keeper. Mr. Williams’ duties have 
been assumed by Powell Thomas. 

Bill Brewer has been added to the 
outside sales staff, which brings the 
force to six outside and three inside 
salesmen. The company plans soon to 


| expand its outside sales staff to ten 
| members and to intensify the sales ter- 


ritory. 


o 


Precision Screw Products, Parts and Assemblies Since 1873 


722 Lake Ave., Elyria, O: 


Carter Poe 
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It’s new! 


it may be stale stuff to you — this 
story of the rugged strength and 
sturdy construction of ‘Load Lifter’ 
Electric Hoists but, to the factory 
owner or foreman harassed from 
morning to night by load handling 
problems -— it's news! 


You've told it over and over — the 
story of the rugged strength of the 
‘Load Lifter’. Strength that makes it 
possible for this sturdily constructed 
hoist to lift capacity loads hour after 
hour, day after day, year in and year 
out — giving a dependable perform- 
ance and trouble-free service each 
time it lifts and carries a load. You've 
told about the special features built 
into the ‘Load Lifter’ that make this 
record performance possible. You've 
told about the convenience of the 
‘Load Lifter’s’ one-point oiling and 
how it needs to be oiled about once 





eh 


every six 


Old stuff to you but — coupled with 
the fact that ‘Load Lifter’ Hoists give 
quality performance because they're 
made from quality materials — new 
to the plant owner and his foreman. 
So tell your story and find out what 
his load-lifting and installation prob- 
lems are. Then, if you need help in 
recommending the right installation to 
him, write us. We're at your service. 


‘Load Lifter’ Electric Hoists are 
built with lifting capacities of 
500 to 40,000 Ibs. in all com- 
binations required for industrial 
needs. They are adaptable to al- 
most every working condition 
within their capacities. Send for 
Catalog No. 215. 


emme LOAD LIFTER 
tei Hoists 


MANNING, MAXWELL & MOORE, INC. 
MUSKEGON, MICHIGAN 
Builders of ‘Shaw-Box' Cranes, ‘Budgit' and 
‘Load Lifter’ Hoists and other lifting specialties. 
Makers of Ashcroft Gauges, Hancock Valves. 
Consolidated Safety and Relief Valves and 
‘American’ industrial instruments. 








BALL 
BEARING 

















VALLEY crinbers 


Accuracy and Performance 
Records already established 


In the 27 years that Valley Grinders have been used by 
many of the country’s largest industrials, they have estab- 
lished fine records where accuracy and performance 
‘count. These-grinders are all powered by Valley Motors 
and every unit is built to a single high standard of quality. 
This means complete satisfaction in service which builds 
profitable demand for these efficient, low-cost tools. 


Valley Electric Corp. 


4221 FOREST PARK BLVD. e ST. LOUIS 8, MO. 














with TRINDL 
ARC WELDERS 


* 
MODEL 125A WELDER 


A Big Money Saver 
For Any 50 


26 


herapletetucdy- Agate 


SAVES TIME © REDUCES COSTS @ INCREASES PROFITS! 


This exclusive, easy-to-operate TRINDL WELDER is a big saver for any shop .. . MODEL 125A 
is ruggedly built . . . Can easily be carried ri wd to the job and connected to any convenient 
properly wired 110 volt 50-60 cycle AC supply line . . . With it you can BUILD OR REPAIR 
auto and home appliances, farm implements ond. tools . . . Fabricate special shop 

jigs and fixtures out of prime or scrap sheets, bars and tubes and do hundreds of other repair and 
construction welding jobs when you need them and as you want them done. MODEL 125A has 
16 heat stages ranging from 20 to 125 amps, handles 1-16" to 5-32” rods 

Comes Complete Ready to Operate—Nothing Else to Buy. Also available for 220 and other 
voltages at slight additional cost. 


TRINDL WELDERS HAVE PAID HANDSOME PROFITS TO THOUSANDS OF 
SATISFIED USERS—TRY ONE YOURSELF AND BE CONVINCED! 


DEPENDABLE TRINDL WELDERS, WELDING SUPPLIES & ACCESSORIES are Available to Save 
You Both - Time and Money 





Write, wire or phone today 


FOR PARTICULARS AND CATALOGS 
Jobber and Distributor Inquiries Invited. 


Write for Selected Distributor Plan 


TRINDL PRODUCTS LTD. 


17 E. 23rd St. AY. Chicago 16, Illinois 


A RANGE OF MODELS FOR EVERY WELDING JOB! 
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John J. Bohning 
The Geo. Worthington Co. 
Names Bohning, Simon 


John J. Bohning has been made gen- 


eral manager of The Geo. Worthing- | 


ton Co., of Cleveland, Ohio, and 
Frank Simon has been appointed to 
the post of manager of the Electrical 
Department, a position formerly held 
by Mr. Bohning. 

The latter has been associated with 
the company for 37 years and is well- 
known throughout the trade. Mr. 
Simon’s advancement came as the re- 


sult of 19 years of experience in the | 


wholesale jobber business, 


Frank Simon 


N.I.A.A. Chapters 
Name New Officers 


Industrial supply manufacturer ex- | 
ecutives were among those elected 


to various offices of National Indus- 








For YOU 
and YOUR TRADE 





Ol ers 


Make it a PRACTICAL Christmas this year! Here are USE- 
FUL, APPRECIATED gifts for employees, customers, friends 
or business associates. Each OTC KIT carefully planned to 
meet a special need; each kit in an attractive, substan- 
tial metal case; all tools of traditional OTC high quality; 
and the prices are EASY on GIFT BUDGETS! 


MECHANI-KIT for BROTHER or FATHER—a real pro- 
fessional set for innumerable “tinkering” jobs and for the 
mechanically inclined lad. 19 items. No. X-51. Dealer's Net 
— $19.85. 


KAR-KIT for DAD—to carry in the car for quick adjust- 
ments and repairs, and for fixing household equipment. 8 
items. No. X-49. Dealer's net $9.35. 


KITCHEN-KIT for MOTHER—to keep in the kitchen “for her 
very own” for the many fixing jobs she has to do. 4 items. 
No. X-48. Dealer’s net $4.85. 


OTC DISTRIBUTOR SALESMEN— 
make a quick “clean-up” on 
this. Write for attractive folder. 


OWATONNA TOOL CO. 


312 Cedar St., Owatonna, Minn. 


MECHANI-KIT |; 
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| trial Advertisers Association chapters 


A NEW TRAP 
JOINS A 
FAMOUS LIN. 


= os oy 
4 


ark Traps 


CLARK “60” 


Series "80" 
inverted Bucket — 
Steam Trap 


A small trap with big trap fea- 
tures. Positive seating with 
guided disc. Equipped with 
4 N two inlets and two out- 
: \— Iets for easy installa- 
Let Clark’s \ :. tion for horizontal, 
40 years of \ _ i vertical or angle 
experience be oe ~ . 
connections, 


your guideins : 
Series *70-T" oN 


lecting the proper 
trap or valve for 
t and 


Write today 

for complete 
story on Clark 
Teaps and Valves. 





me . 


TRAPS — FLOAT, INVERTED BUCKET, OPEN BUCKET 
AND VACUUM ® REDUCING VALVES e STRAINERS 
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throughout the country. 
Fred G. Emerson, Spartan Saw 


| Works, was named president of the 
| Western New England chapter, and 


A. W. Tucker, The Henry G. Thomp- 


_ son & Son Co., was elected vice-presi- 
| dent. Among the new officers in other 


chapters are: 

Boston—Russel A. Reed, assistant 
publicity manager, Norton Company, 
director. 

Chicago—Howard H. Cohenour, 
The Buda Co., vice-president; Ronald 
G. Roberts, Edward Valves, secretary- 
treasurer; Cart McWade, Skilsaw Co., 
director. 

Cincinnati—William F. McCarthy, 
The Eagle-Picher Co., president. — 

Detroit—John W. Mason, Carboloy 
Co., vice-president. 

Philadelphia—Ernest Monigle, The 
American Pulley Co., treasurer; J. S. 


| McCullough, Yale & Towne, director, 


Miami Valley (Dayton)—J. D. 
Hershey, Dayton Rubber, director. 

Milwaukee—B. K. Stabelfeldt, Black- 
hawk Mfg. Co., vice-president; N. H. 
Jacobson, Allis-Chalmers Mfg. Co., 
secretary. 

‘New Jersey—F’. Barry Koss, Worth- 
ington Pump & Machinery Corp., 
vice-president. 

Niagara—Gordon F. Whitbeck, Na- 
tional Mfg. Co., director. 

Pittsburgh—R. C. Myers, Carnegie- 
Illinois Steel Corp., vice-president; 
Francis Juraschek, Carnegia-Illinois 
Steel, director. 


Customer Promotion 
Launched By Battey 


The Battey Machinery Co., Rome, 
Ga., has launched a direct customer 
promotion advertising campaign. 
Safety match books, in an eye-catching 
high gloss red with black overprint, 
have been printed for distribution by 
salesmen as a part of the campaign. 





THE BIG AID in selling is product 


knowledge, avers Frank Hopper and 
A. H. Helvenston of Farquhar Machin- 
ery Co., Jacksonville, Fla. 
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Industrialists Address 
Sales Refresher Course 


The National Machine Tool Build- 
ers’ Association and the American Ma- 
chine Tool Distributors’ Association 


recently sponsored a “Sales Refresher | 


Course” at Cornell University in 


Ithaca, N. Y. Among the participants | 


were many personalities well-known 
to industry, several of whom delivered 
papers at the meeting which had par- 
ticular, direct interest for industrial 
distributors and their salesmen. 

Here are condensations of three 
from among the many papers given 
at Cornell: “The Sales Engineer's 
Daily Activity”, “Selling Tools,” and 
“Analysis of Customer Personality.” 

While the papers are aimed directly 
at salesmen—it was a “Sales Refresher 
Course”, remember—distributors do 
figure prominently in them as “the 
man behind the man behind the 
sale.” Mr. Brockman’s speech, for ex- 
ample, offers several good, pertinent 
remarks on “catalogs” and _ what 
should go into them—something al- 
ways of interest to distributors; and 
ofice routine and paper work pro- 
cedures are emphasized throughout 
the talk given by Mr. Vidinghoff. 

In short, the three papers contain 
something of interest to readers in 
almost any department of the dis- 
tributors organization. 


The Sales Engineer’s 
Daily Activity 


By R. A. Vidinghoff 
Vice President, Swind Machinery Co. 


The Sales Engineer’s day is divided 
between the amount of time spent in 
the office and the amount of time 
spent in the field and my remarks will 
be confined to the time spent by the 
Sales Engineer in the office. 

In general, the time spent outside 
of the office is regarded as the most 
valuable. This is true. However, it 
doesn’t necessarily follow that time 
spent in the office is totally ineffective. 
On the contrary, a certain amount of 
time spent in the office can be effec- 
tively used. Let’s see what is involved 
in office routine and analyze it briefly. 

The office is your base of operation. 
Here’s where you plan your work— 
where your controls are located. Let’s 
first look at the controls and see what 
controls are needed. 


Business Records 


Business is dependent to a large 
extent on records: Records of in- 
quiries, records of current orders, rec- 
ords of past orders, records of general 
Correspondence, records that contain 
all the details about our equipment, 


ALLIGATOR *3=7 STEEL BELT LACING 


“JUST A HAMMER TO APPLY IT" 











Men who lace belts like Alli- 
gator because it can be put on with a hammer 
and it drives straight. Its compression grip 
protects the belt ends and there is no ply sepa- 
ration. It embeds in the belt and is smooth on 
both faces. The two piece rocker hinge pin 
greatly increases the service life, and yet the 
joint can easily be separated at any time. 

Made in 12 sizes for joining thin tapes and 
belts up to 4” thick. In boxes for narrow belts 
or in long, continuous lengths for wide belts. 
Available in steel, “Monel” and “Everdur.” 


Bulletin A60 gives complete details. 


FLEXCO rar BELT FASTENERS AND RIP PLATES 


Men who have charge of 





conveyor belt maintenance like Flexco HD 
Belt Fasteners because they make a tight butt 
joint with long life. The recessed plates embed 
in the belt and prevent ply separation. Patch- 
ing and other repairs with Flexco Fasteners 
and Rip Plates save expensive conveyor belt 
replacements and extended shutdowns. 

For conveyor and bucket elevator belts from 
4,” to 14" thick. Made in steel, “Monel,” 








“Everdur” and “Promal.” 
Bulletin F-100 gives complete details. 


HINGED FLEXCO BELT FASTENERS 


The No. 500 HINGED 
FLEXCO Fastener was developed specifically 
for use on underground extension coal mine 
conveyor belts. Other industries may find 
this separable joint has advantages. Inter- 
locking end plates are bolted to the belt. 
Belt ends can be separated quickly by remov- 
ing the coiled spring hinge pin. Made in just 
the one size for belts 44” to 14” thick. 

Bulletin HF 500 gives complete details. 


7 V-BELT FASTENERS ; 


These fasteners are 
designed for joining open-end (long 
length) V-belting which has a cross- 
woven fabric center. They are not to be 
used to repair endless cord belts. 

The FLEX-V Fastener is made in two 
sizes for A and B belts. Used on light duty 
drives only. 

‘Bulletin V-14 gives complete details 
on FLEX-V Fasteners. 

ALLIGATOR V-Belt Fasteners are for 
normal duty industrial drives and railway 
service. Made for the “B”, “C” and “D” 
V-belts and the 1” and 2” railroad V-belts. 

Bulletin V-205 gives complete details 
on ALLIGATOR V-Belt Fasteners. 


FLEX-V-BELT FASTENER 


ALLIGATOR V-BELT FASTENER 


ALLIGATOR =~ BELT CUT TERS 


These cutters greatly speed up 
the preparation of belts for fastening. They 
make clean, square cuts. 

Bulletin No. BC-350 covers the ALLI- 
GATOR Wide Belt Cutter. Four sizes: 24”, 
36”, 48” and 60”. 

Bulletin No. BC-300 covers the ALLI- 
GATOR No. B-8 Belt Cutter for belts up to 
14" thick and 8” wide. 





A COMMANDER Production Tool 


SEE US IN BOOTH #941 
AT THE METAL SHOW 
PHILADELPHIA 
OCT. 25-29 





| 





HERE’S WHAT MAKES THEM SELL! 


@ Widest range—takes taps from #0 
to %”. 

@.Torque Control—may be adjusted to 
protect any size tap. This assures 
safe bottom hole tapping in any mate- 
rial. 

Spring Clutch Drive eliminates slip- 


You'll get more sales—easier—when you 
sell COMMANDER Tappers because they 
have everything your customers want. 
Speed, sensitivity and stamina, plus a 
wide range (#0 to %”) makes the 
COMMANDER the easiest selling tapping 


page and wear—provides smooth, 
quiet, positive operation. 

Compactly built. Affords maximum 
visibility of tapping operation. 
FURNISHED TO FIT ANY DRILL 


tool on the market today. PRESS. 


The performance of every COMMANDER 
you sell will bring repeat orders. That’s 
good business. 
Write for information about handling the Com- 
mander Tapper in your territory. 











COMMANDER MANUFACTURING CO. 


4217 W. Kinzie Street, Chicago 24, Illinois 


Product of Commander . . . Builder of the Wlaltc-Drckl 


USE WILLEY'S 


_ Performance such as you never 
had before! Ground from solid 
Willey’s Metal with highly pol- 
ished flutes, they are faster, 
require less grinding and hold 
their size better than any drills 
you ever used. 

They are extremely tough, and 
can be operated from 50 to 60 
percent faster than regular 
drills. They provide more pro- 
duction—and better production 

















WRITE FOR FOLDER 


Hight application necessary 


and seals belting from for- 
r 


mp on belt or pulley 
and preserves belting 
fs belting 


contains injurious ingredients such 
as resin, grease, etc. 


@ keeps belting pliable in all kinds of 
atmosphere and under all conditions. 


@ good for all types of belting 


BELT WAX 


Users of more than 458 years standing are stil! 
satisfied with CANTOL Belt Wax—help your cus- 
tomers to profit from this experience—show them 
that the reguiar use of CANTOL Belt Wax will save 
operating dollars . . . it’s a money maker for 
distributors too and we urge users to buy through 
their tocal distributor, Send for facts. 


CANTOL WAX PRODUCTS CO. 


BLOOMINGTON ° INDIANA 





Lists all sizes and prices. Jobbers Lengths, 


1/16” to 2” diameters. Standard Wire | 


Sizes, from No. 22 to No. 53 (.1570” to 


—in drilling alloy steel, cast 
iron, brass, bronze, aluminum, 
magnesium alloys, plastics and 


0595"). other non-metallic materials. 








WILLEY’S CARBIDE TOOL CoO. 


1342 W. Vernor Highway Detroit 1, Mich 
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FLEXIBLE METAL POPPET 





=_— > 
CHECK VALVES 


can be placed in any position. 
Flexible Monel metal Poppet can- 
not leak. For cold or hot water or 
steam. 150 Ibs. pressure. Ask 
for bulletin No. 402. 


Onder from your Jobber 


WHITE MACHINE WORKS 


FORT WAYNE 1, INDIANA 
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service reports, and so forth. 

The most important thing in a 
sales office is an order. We have a sys- 
tem of handling orders that seems . 
be adequate and functions simply. 
believe this system is used by o i. 
with minor variations. 

When an order is received, we im- 
mediately assign our order number 
to it. A folder with this order number 
is made up and all correspondence 
relating to the order, as well as the 
order itself, is transferred to this 
folder. Any subsequent correspondence 
or service report relating to this order 
prior to shipment or after shipment, 
goes into this folder. This gives us a 
complete file on each order. The en- 
tire history is in one compact file. 

Since these records are fled by our 
order number, we have a cross-index 
whereby we list all orders on a perma- 
nent card file under the customer's 
name and show his corresponding or- 
der number with a description of the 
equipment. Thus we can quickly get 
the proper file records if we have any 
one of the following bits of informa- 
tion: our order number, customer’s 
order number, or the customer’s name 
and a description of the equipment. 
Only under special conditions are or- 
der files ever removed from the office 
and when they are, they are charged 
out to the individual. 


Checking Deliveries 


One of the most frequent uses of 
an open order file is to check delivery 
status. We have a form on the outside 
of our order folders on which we insert 
the latest delivery information. This 
saves time since we do not have to 
check though the correspondence to 
determine what the last promise was. 

However, before we get the order, 
we are usually working on an inquiry. 
How are inquiries handled? If your 
business volume is not too large, you 
can file inquiry correspondence with 
general correspondence, provided of 
course that a fst of outstanding quo- 
tations is kept so that something is 
always available to refresh your mind 
on these activities. 

Quotations require descriptive ma- 
terial, such as circulars, etc. We use a 
rack file for all circular material. These 
racks contain a series of boxes, which 
hold about 25 to 50 circulars. On the 
outside of each box is a label describ- 
ing the circular matter. The boxes 
slide out easily—the labels are always 
in view and the circulars are clean 
because the boxes are dust-proof. This 
system has worked out much better 
than our previous system of keeping 
circular matter in filing cabinets. 

Another office requirement is to 
have a supply of repair parts and in- 
struction books. The sales office must 


| 


6 sexs 


OF BEARINGS 


TIMES THE 


Desmond 
Hex Dressers 


Six-hole bearing blocks make 
this item easier to sell 


The Desmond Hex Dresser, with the 
six-hole hardened steel bearing blocks 
in the head, is the most durable me- 
chanical dresser made. Six sets of 
bearings multiply service life six times 
and eliminate wear on the handle. 
Made in five sizes. 

Desmond makes the only complete 
line of grinding wheel dressers on the 
market. To you, this means selling 


THE DESMOND-STEPHAN MFG. 


SERVICE 


the right tool for every job... and, 
in turn, providing your customers with 
the means of getting better perform- 
ance and longer life from their grind- 
ing wheels. 

Stock Desmond Dressers and Cut- 
ters—cash in on the resulting, steady 


repeat business. 


COMPANY e¢ URBANA, OHIO 








the only complete line of grinding wheel 


DRESSERS & CUTTERS 











S — 2% ie 


REVOLVING 


DRESSERS CUTTER TYPE DRESSERS 
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STAGGERED 
pingors 


Yes, Sherman again has some- 
thing new, something better, 
something with greater sales 


Also: 
“Dart” 
“Gold Label" 
“Brass King” 
Nozzles 


Brass Hose 
Clamps 


“Tulip” 
Sprinklers 


Full line of 
Whirling 
Sprinklers 
and Hose 

Accessories 


Sherman 
“‘long-grip”’ Menders 
and Couplings With 


appeal! The superiority of 
these improved “long-grip" 
Couplings and Menders shows 
at a glance. Every one of 
those alternate long and short 
fingers takes a separate, inde- 
pendent grip on the hose, in- 
suring a connection of lasting 
strength and permanence. 


These improved clincher cou- 
plings and menders are just a 
sample of what Sherman offers 
in today's Lawn Hose Fitting 
line. Find out about this line. 
Write today for new catalog. 


H. .B. SHERMAN MFG. CO. 
BATTLE CREEK, MICHIGAN 





RATIONALLY 


ACCEPTES 


ride 
S ert 





M.A. FOR 


742 West First 


Davenport, lowa, U.S.A. 


Mfg. Ce. 
tne. 


Street 











SODERING 
SALT 


FLUXES 


<All around flux in 
powder form... 
soders all metals but 
aluminum . . . takes 
quick bites and holds 
» «+ non acid... 
packed in metal or 
glass container. 

Standard Formula 
- » + for all metals 
... « 17,000 pounds to 
the square inch with 
no gumming, fumes, 
or corrosion. Use AL- 
LEN Speciai Formula 
for Stainless Steel 
and Aluminum. » 


for 


so 
Lia 


SODERING 
BRAZING 
WELDING 


SODERING 
PASTE 


<@ Standard Formula 
. »« « fast working, 
corrosion free, soft 
form of flux... ad- 
aeres to surface while 

01 - makes 
$s fluxing. 
Underwriter Ap- 
proved. 


Cleans and brightens 
sodering copper .. . 
outlives fibrous jumps 
» « - does not crumble 
or corrode metal work 
or tools on the job. > 


. ALLERS.. 


SOLID 
AMMONIAG 


Inc 





Don’t say ‘PLIERS’, 
say CHANNELLOCK! 


The Channellock 

pliers with our exclusive 

tongue and groove joint give more 
features. Greater Strength — Longer 
Wearing — Closely Spaced Adjust- 
ments — Self Cleaning — Visible Ad- 
justments — No Wear on Joint Bolt. 


Use Channellock 
for your repair needs— 
electrical, plumbing, ignition, battery, 
automotive, and aviation work. 

Only these pliers incorporate the 
exclusive Channellock tongue and 
groove joint. 


There is a line of 
standard pattern 
pliers, too, with 
Channellock 
quality construc- 
tion.. including 
diagonal cutters, 
needle-nose 
pliers, linemen’s 
and electricians’ 
pliers, battery and 
standard slip- 
joint pliers. 
Choose the pliers 
that fit your 
needs . . . Choose 
Channellock. 


CHAMPION DEARMENT TOOL CO 
MEADVILLE « PA. 


Only 


Champion DeArment makes 


6731 BRYN MAWR AVE 
CHICAGO 31, ILL 


CHAN et LOCK 


"BRASS LAWN HOSE FITTINGS 
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be in a position to supply this infor- 
mation promptly without the neces- 
sity of contacting the factory. Prompt 
service when a customer makes a re- 
quest is a “‘must” in building up and 
maintaining customer good-will. 


Efficiency the Goal 


Since efficiency is our goal, how 
else can we save time? Alexander Gra- 
ham Bell has something to do with 
this. He gave us the telephone and 
most of us know how to use it—but 
do we use it effectively? In our com- 
pany, we place very little restriction 
on the use of the phone—as a matter 
of fact, we encourage the use of the 
phone wherever good judgment indi- 
cates its use. Yes, we get a big phone 
bill each month but let’s look at the 
advantages. First—it cuts down on 
some clerical expense by eliminating 
certain correspondence. However, it 
is always understood that anything 
of importance should be confirmed 
in writing, so that a written record 
is always available. 


Correspondence 


I have mentioned filing correspond- 
ence and cutting down on correspond- 
ence, so let’s turn to the subject of 
correspondence briefly. Correspond- 
ence should be courteous, brief, and 
to the point. 

It is a bad practice to try to cover 
more than one subject in a letter—it 
not only confuses the recipient but 
throws the filing system off. All let- 
ters that are answered should be 
stamped “Answered” and the date 
they were answered should be so 
noted. 

Sufficient copies should be made 
of all outgoing letters, so that there’s 
a copy for the follow-up file, for the 
general correspondence file, for the 
order file when relating to an order, 
for the salesman covering the account, 
for the inquiry file if you keep one, 
and for the Sales Manager if it is a 
subject in which the Sales Manager 
is interested. If you are a distributor, 
factory copies of quotations and rel- 
evant correspondence must be made. 

You are a salesman and you can 
sell yourself to your customer by the 
type of letter you write. Show your 
customer that you are thorough—be 
sure your letter is complete. Let the 
customer know you appreciate his 


business—thank him for it—show | 
him you have his interest at heart by 


making sure the information you give 
him is pertinent and, above all, don’t 
be arbitrary or contrite. Answer let- 
ters promptly. If the information re- 
quested is not readily available, write 
and tell the customer it will take a 
little while to get the information to- 
gether. Don’t let the customer or fac- 


YOU CAN HAVE 
THE ADVANTAGES 
OF WET CUTTING 


. with eas Whol, rae CRED 


either of 
these popular 
WELLS 


METAL CUTTING 
BAND SAWS 


Right— The 
heavy duty Wells 
No. 12 with wet 
cutting system 
features an automatic 
cutting cycle and con- 
trolled blade pressure. 
Capacity is 12” x 16” 
rectangular; 124,” 
rounds; die blocks, 123/,” 
deep, 16” wide, 18” 
clearance, bed to blade. 


left—The versatile Wells 
No. 8 with wet cutting 
system. Suitable for pro- 
duction or general util- 
ity. Capacity is 8” x 16” 
rectangular (5” x 24” 
with special guides); 8” 
rounds. 


Both the No. 8 and the new No. 12 Wells Metal Cut- 
ting Band Saws are now offered with complete, 
self-contained Wells wet cutting systems. Experience 
gained through wide use of this system on the No. 8 
saw has proven that it will pay for itself quickly 
thru production cost reductions. Controlled flow of 
liquid into cutting area increases blade efficiency 
and permits safe use of higher f.p.m. cutting speeds. 
Get full details on this economical extra today and 
ask about a wet cutting system for your present 
No. 8 or No. 12 Wells Saw. 


Products by Wells are Practical 


METAL CUTTING 
BAND SAWS 


WELLS MANUFACTURING CORPORATION 
606 ADAMS ST. * THREE RIVERS, MICH, 
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tor Us HLA WD BALE 


More Sales for eae 


me @.\ 45 i BRUSHES“-BROOMS 
Va Many Advantages in 


Selling this LINE ... 


There isn’t a plant, mill, school, public build- 
ing, or place of business that isn’t a prospect 
for some one of the broad line of CAPITAL 
Industrial Brushes and Brooms. CAPITAL 
Brushes and Brooms are noted for their long 
wearing qualities—every plant man in your 
territory will appreciate this one fine quality 
saddibidddaassdahch clan alone. This is equipment that is always in 
sa 8 season and we urge users to buy through 
their local distributor. 


INDIANAPOLIS— 
“Yankee” 1993 Vise, removed from swivel 


base and held securely by “Yankee” 2993 
Vise a om drilling a iaialon. BRUSH AND BROOM MANUFACTURING CO. 
CORNER BRUSH AND BROOM STS. Est. 1890 INDIANAPOLIS 7, IND. 


























e= 

Bench mounted Vise lifts 

on quick-release on and off 
swivel base swivel base 





Bolts © Nuts © Screws 
. and Rivets 
Machine-mounted Sides, bottom : . , . 
with and front end have built an enviable reputation 
accurately and plant, established on the 


“Yankee” Cl 
ee, ae machined Quality and Dependability found 
in all Clark Bros. Products. 














Every customer of yours has small 
jobs on which “Yankee” Vises can 
make big savings. Stress the con- 
venience of “Yankee” Vises and 
Vise Clamps and you'll sell him. 


“Yankee” Tools now part of 


ae LARK RrosPoit (0 


NORTH BROS. MFG. CO. 
Philadelphia 33, Pa. MILLDALE, CONN. 
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received his letter. 


Keep Them Posted 


At this point [ believe it well to 
mention that it is also the salesman’s 
job to keep the customer posted on 
current orders. Some companies, I 
know, have their Order Department 
to take care of this for their salesmen. 
In these cases, however, it is still 
necessary for the salesman to see that 
the job is carried out. If this job is 
not done by the Order Department, 
the salesman should make it a point 
to keep customers informed on the 
current status of their open orders. 


tory wait around wondering if you 


Call Reports 


There are several more points re- 
gatding routine which should be dis- 
cussed. You are all familiar with Sales 
Reports or Call Reports. There are 
many systems of Sales Reports—some 
good and some bad. 

We break our Call Reports down, 
using two separate forms. The first 
form is called the “Daily Report.” 
This is filled out daily by each sales- 
man and on this form the salesman 
merely lists the companies called on 
and the individuals contacted. These 
are listed by numbers consecutively, 
from 1 up. If there is anything to re- 
port, he merely indicates at the bot- 
tom of the sheet the corresponding 
number and states “See Sales Report.” 

This Sales Report is the second 
form we use. On this Sales Report, 
the salesman lists the customer’s 
name, complete address, and the 
names of the individuals he talked 
to, and then writes out just what in- 
formation he wants or whatever he 
wishes to report. It is of utmost im- 
portance that on both the Daily Re- 
port and the Sales Report the indi- 
viduals called on should be clearly 
identified by their initials, correct 
spelling of their names, and titles. 

We file the Daily Reports in a 
separate file for each salesman. This 
Daily Report file then becomes a 
permanent record that indicates 
quickly to the salesman and Sales 
Manager just what calls were made 
and when. The salesman, or someone 
in the office, can check the calls 
against the mailing list for that terri- 
tory and maintain a check as to the 
frequency of calls made on each cus- 
tomer. 


Service Reports 


When a salesman handles a service 
job, he should make out a Service 
Report, In our office, these forms are 
filled out in triplicate; one copy for 
the factory, one for the salesman, and 
one for the order record file. Thus the 
factory has a record of all adjustments 





for a 


~ STEAM LOCOMOTIVE 


---or a TOY ONE 


Cotter pins! Here’s one 18 inches long that 
weighs over two pounds. Again—there’s a box 
of 1,000 that weighs a little over an ounce. 
Everyone knows some of their uses. No one 
knows them all. 


‘ @ AMERICAN CHAIN makes 
cotter pins in two basic styles, 
Acco with extended prong or 


even ends, and CAMPBELL 
which is self-spreading. There 
are over 400 variations of size, 
type and material. The mate- 
rials are steel, stainless, brass, 
bronze and monel. Although 
produced by the million, each 
pin is as straight and as accu- 
rate to size as though individ- 
ually made. 

@ Look to AmsricaN for all 
types of electric welded and 
forge welded chain—weldless 
chain made of formed or 
stamped links—a complete 
line. of fittings, attachments 
and assemblies—repair links. 


Sell AMERICAN—the COMPLETE Chain Line 


York, Pa., Chicago, Denver, Detroit, Los Angeles, New York, 
Philadelphia, Pittsburgh, Portland, San Francisco, Bridgeport, Conn. 


AMERICAN CHAIN. DIVISION 
AMERICAN CHAIN & CABLE 





new ; 
from Tgp 


WHALE 


BRAND 


SCREW DRIVERS 


A fine Tool now sensation- 
ally improved to bring you 
greater sales with its Greater 
Safety—Greater Strength! The 
new NOCOMBO Handle of ex- 
truded Ethyl Cellulose presents 
no more fire hazard than hard 
wood! It’s stronger than any 
other plastic Tool Handle ever 
made! It won’t bend when 
warm or shatter when cold, and 
it’s a superior electrical insula- 
tor. The tough Chrome Vana- 
dium Blade is forged in one 
piece in Round Shank or new 
Forsberg Reinforced Square 
Grooved Design . . . stronger 
than a square blade! Neither 
type can be turned in nor driven 
into the handle! Your cus- 
tomers will go for these big 
sales features! . . . ORDER 
TODAY! 
































Brighten your sales picture 
by selling a quality tool and 
a famous brand name in this 
colorful counter display mer- 
chandiser! Your dealers will 
want this attractive package! 


orsber 


@ MFG. CO., BRIDGEPORT, CONN., U.S.A. 
















* NATIONALLY-USED 
* INDUSTRY-PROVED 
* A COMPLETE LINE 





YOUR MEN CAN SELL 


this "PROFIT LINE” 


Gasweld Equipment 
conforms fully with 
standards of Under. 
writers’ Laboratories. 


Choice dealer 
territories still 
open. Write 
for details. 





Build extra sales volume with Gasweld equipment 
... It’s a fast-selling, good-profit line. Increasing 
use of welding and cutting tools opens many 
new markets. 

All operations -are simplified by Gasweld’s 
| exclusive FREE-FLOW jet mixer. ‘It assures superior 
| performance. Forged headsand rearends of torches 

stand more hard use—/onger—with less maintenance. 

Distributors get maximum results and profits 

through our tested plan of sales co-operation. 
Give your men another good line to sell. 





Wall Chemicals Division of 


i for fi 
THE LIQUID CARBONIC CORPORATION the new Gasweld Catalog and 
3110 South Kedzie Avenue Chicago 23, Illinois ee oe 





A sensation on the American toy market—"Slinky". . . 
coil of wire that unravels like an animated accordion, 
goes down stairs with amusing precision. 

JOHNSON is proud of the quality wire that goes into 
this coil spring, as well as other interesting commodities 
that require wire made exactly to specifications. 
JOHNSON quality is constantly controlled by scien- 
tific chemical and physical analyses. Perhaps you have 
a product that needs the service of Johnson, and the 
Johnson laboratory—always at your service, 


JOHNSON 


STEEL AMD mere COMPANY, INC. 
WORCESTER 1, MASS. 


New. York Philadelphia “Cleveland Detroit Akron Chicago 
Atlanta Houston Tulsa Los Angeles Toronto 
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made, and your own order record file, 
containing the complete history of 
each machine order, is complete, even 
to the record of servicing. 

If reports are handled in this way 
or by a similar method, it makes it 
easy for the salesman to maintain his 
mailing list. Each salesman should 
have a copy of the mailing list for his 
territory on his desk at all times. 
When he makes out his reports, it is 
a simple matter to check the com- 
panies and indivilduals called on 
against this mailing list and make 
whatever corrections or additions may 
be needed. 

The importance of a mailing list 
cannot be over-emphasized; it is the 
stock in trade of every salesman. Need- 
less to say, a mailing list, to be effec- 
tive, must be up to date. Keeping 
vour mailing list handy and getting 
into the habit of keeping it up to date 
takes only a few minutes a day and 
it will serve you well, in addition to 
saving you time later on. 

When a salesman leaves the office, 
he should always leave a list of in- 
tended calls, so that the office can 
reach him promptly if need be. 

All of what has been said so far 
relates to the salesman’s routine office 
work. If the routine is once estab- 
lished, it will be easy to follow, and 
above all, it will “Keep that desk 
clean,” which after all is the quickest 
way to spot a good salesman. 


Customer Calls 


As a salesman, you are accustomed 
to calling on customers. However, 
there are times when customers call 
on you. That’s another reason why it’s 
important to “keep that desk clean,” 
so your visitors will be impressed by 
your orderliness. It’s always wise to 
have efficient office methods. You 
want your visitor to realize that his 
order and his correspondence are 
handled in a businesslike fashion. It 
builds up his confidence in you, which 
is the first thing any good salesman 
wants. 

Don’t keep the customer waiting 
when he calls on you. You know how 
it feels to wait around to see a cus- 
tomer. After all, the customer con- 
siders himself a mighty important 
person—and rightfully so. Your busi- 
ness depends upon him but he does 
not necessarily depend on you. When 
he calls on you, see him promptly. 


Show Him Around 


When possible, introduce him to 
the executives and other individuals 
of your company, so he can see what 
a fine organization you have. Take 
advantage of his visit and show him 
things he is too busy to look over 
when you see him at bis office. Show 
him just how his orders and inquiries 
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AUTOMATIC REGULATING VALVES 

























Through the pages of some of the nation's 
leading business publications, Klipfel ad- 
vertising reaches regularly a potential mar- 
ket of more than one-third million readers. 

Tied-in with a direct mail program, this 
national advertising is part of a continuous 
campaign designed to help Klipfel distrib- 
utors sell more Klipfel Valves. 

The story of Klipfel’s high quality prod- 
ucts, dependable performance and low-cost 
maintenance service makes interesting news 
to those seeking topnotch representation in 
the automatic regulating valve field. If in 
unassigned territory, write Dept. CK-10, 
today, for full details regarding a Klipfel 
distributorship in your city. 


KLIPFEL MANUFACTURING CO. 









HAMILTON, OHIO 


* 


from TEXTILES 
co. (Oe MS © 4 4 eee 


Crayons for all industrial needs—all 
from one source! To find the right 
crayon for any plant job just present 
your requirements to the American 
Crayon Company. 

No matter what you are marking, 
from textiles to hot steel, the right 
marker will do the job better, faster, 
clearer. 


The complete line of OLD FAITHFUL 
Markers is sold through leading jobbers 
from coast to coast. It is backed by a 
company with 113 years of Crayon 
manufacturing experience. 


Write for FREE Catalog—Dept. ML-38 


\MERICAN CRAYON company C3 








® Double 
Bali Race 


© Semi-Steel 
Wheel 


High pressure lubricating fittings in wheels 
as well as hangers. Grease retaining cham- 
bers prevent destruction of balls. Large balls 
in upper outer races take load as well as 
side thrust and both races are protected from 
dust and water by over-lapping lips on plates 
and hangers. Swivel nuts provided for adjust- 
ing bearings in case of wear. We serve resale 
dealers and original equipment manufac- 
turers. 


SPECIFICATIONS 


Wheel Bolt Hole 
Centers vast t Copecity 


Pf Ibs: 


CASTER 
eA 


187 Breckenridge St., Buffalo, N.Y. 


KENNAMETAL 
MASONRY DRILLS 


are easy to sell 
wherever masonry is drilled 


They drill cement, tile, plas- 
ter, limestone, slate, brick, 

, micarta up to § 
times as fast. 


Their hard diamond-like edge 
stays sharp up to 100 times longer 

. takes the hard work, high 
cost, lost time out of tough 
masonry jobs. Bit sizes are {"' 
to 144" and they are used in 
hand braces, drill presses, rotary 
drills. 


Write for bulletin DK on the KENNADRILL. 
Drop ws a card now. 





KENNAMETAL Zac carrose. pa 
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‘your profits 
on abrasives” 


SS ee 


ma carrying 


CLOVER COATED ABRASIVES - in all 


grains, grades, backings of paper and 
cloth, coatings, sizes and shapes—in 
rolls, sheets, belts and discs. Also resin- 
bonded fibre discs. 


‘Rover COMPOUND 
GRINDING . POLISHINE 


CLOVER LAPPING AND GRINDING 
COMPOUNDS -—in twelve grades from 
microscopic fine to very coarse. 


When you concentrate on CLOVER 
Abrasives...you buy at lowest prices 
and sell at maximum profit. 


Selling abrasives is stable business. 
Sales are obtainable throughout in- 
dustry. Repeat business is enormous. 
Write for full information. 


FREE! 


Complete Handbook, 
without propaganda, 
on Coated Abrasives. 


CLOVER MFG. CO., Norwalk, Conn. 


CLOVER 


Vite. 
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are handled, so that he will leave with 
a more intimate knowledge of your 
company, your products, and a bet- 
ter appreciation of just what you can 
do for him. It’s your opportunity to 
sell yourself to your customer on your 
own home grounds—make the most 
of itl 

In conclusion, may I repeat: Office 
routine is not time wasted; it is a 
necessary and vital part of your daily 
activity. You must have a system— 
follow it. Efficient office methods 
provide more time in the field and 
mean more orders, which of course 
is the desired objective. 


Selling Tools 


By B. N. Brockman, Vice President 
and Sales Manager 


The R. K. LeBlond Machine Tool Co. 


Nobody could have listened to 
what has been said in this course 
without realizing that better selling 
must be secured by better planning. 
And we must make sure that when, 
as a result of all this preparation, we 
are ready to go after the order, we 
equip the sales engineer with the tools 
so that he can do his work effectively, 
whether he is a direct sales engineer 
or a distributor’s sales engineer. 

Certainly the distributors man 
must have more of a well-rounded 
approach to a larger group of prob- 
lems than the direct seller who only 
has one line on which to concentrate. 
In our own case, while we have some 
ninety-odd machines in the line, we 
live with them daily, and automatically 
become accustomed to the possibili- 
ties of each machine. 

The dealer man, on the other hand, 
must be versatile enough to switch 
from one manufacturer to another 
and is expected to be equally con- 
versant in all the lines he represents. 
It is axiomatic that before you can 
sell MACHINE TOOLS, you need 
SELLING TOOLS. 


Study and Learn 


The man who operates an engine 
lathe with a high degree of skill does 
not develop this skill by sitting down 
one night to read an article from some 
trade magazine. It takes interest, pa- 
tience, intestinal fortitude, years of 
learning and teaching. It requires 
study, heutieshs, charts, blueprints. 
It takes the slide rule, the calipers, 
and, of course, the machine tool. 
Those are the tools in learning, devel- 
oping and perfecting knowledge and 
success on the job. 

The man who sells machine tools 
must likewise have selling tools. Many 
of these he secures from the shop of 
experience—by learning—developing— 
perfecting. 





Space Offers No Problem 


in Locating the Universal 


Prcato Back Stand Idler 


1. Base angle 
adjustment 


2. Leaf spring 
tension belt 


3. Belt tension 
adjustment 


4. Convenient belt 
tracking adjuster 


MOUNTED 
ON WALL 








Operates in locations where 
use of ordinary 
idlers is impossible 





Compact, convenient, just what you want in 
the way of a back stand idler that will fit 
limited space. No need to rearrange machines 
as you can attach the Universal Presto Back 
Stand Idler to the wall, ceiling, bench or on 
the floor. Limited space is no handicap. 


SELECTIVE DISTRIBUTORSHIPS AVAILABLE 


Expanding operations make distributorships available in a num- 
ber of territories for the complete line of metal finishing supplies 
and equipment. There are many fast turnover items with satis- 
factory profit. Write for complete details. 


é 

“. bo 
j ‘. BACKSTAND DLERS + 
all ersc el ; SPINNERS © 
§ a8 





CONTACT WHEELS ~ TUBE POLISHING MACHINE = 


BUFFING WHEEL RAKES + POLISHING WHEEL BUSHINGS + 


ING LATHE WRENCHES, FLANGES, COLLA’ S & NUTS + SCREW POINTS + 


COMPANY Es emney 


4 TROUGHS + BALANCE WEIGHTS & WAYS « TUBE SUPPORT STAND 


S10 FULTON STREET 


@ METAL FINISHING SUPPLIES AND EQUIPMENT @ 
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. NOW LEMPCO OFFERS YOU | STEEL ADJUSTABLE COMPARTMENT 
| A COMPLETE LINE OF | poem 
DUAL SPIRAL REAMERS Jf 


Lempco Dual Spiral Expansion Reamers now are | Immediate 
sold through industrial distributors in exclusive, | Shipment 
protected territories. Franchises still are open. 
Write, wire or phone for details. 


circu 
tisin; 
form 
—al» 
mayl 





Style No. 19CB 
@ The Lempco line includes chucking, stub, 
alignment, machine and hand reamers. 


Right and left spirals ream perfectly round, ‘ i Re 
accurate holes to a mirror finish. ee pee parts, and 
P — for vg on 

i i i -_ rooms. Useful in 
Straight line expansion range equals that o ommtis ant Gs, Gok Ee ee 
five ordinary plug type reamers. rooms and wherever compact storage of small 
parts is necessary. Rack and drawers finished 
Hi-Speed blades can be sharpened at least in baked green. Drawers packed 10 in a 


eight times and then economically replaced. oe, Cees eee See 





No. 19CB Unit consists of the following: 


: ; | 1 Rack 36” W. x 12” D. x 75” H. 
Lempco Dual Spiral Expansion Reamers are | | 72 Adj. Comp Drawers 514” W. x 1134" L. x 
“ H. 


known and used everywhere. They are 4% aii 
backed by consistent national advertising - oe waned 


q 
\ 
“ and sales literature. It will pay you to make | Price of Unit 





. ° Baked Green Finish samy 
the Lempco line yowr line. 122. ooal 
DI Dividers furnished at slight extra. cost. 5 


| in W 
| Send for Catalog : ; 
} 4 All Prices F.0.8. Philadelphia Plant. in W 
, , is u 
‘ : \ Phone — Wire — Write ‘ : 
' Rem 
Illustrated are Type RS Alignment BAY INC 1577 W. Indiana Ave. ; bso: 
Reamer, Type C Chucking Reamer ? e Philadelphia 32, Pa. : aDsO) 


and Type S Stub Reamer. Teleph BAIdwi 1805 easil 
DUNHAM ROAD « BEDFORD, OHIO | sane Rely than 


then 

















A Better oor | = 
Welded oe | 
CHAN as 


= NUTS 


zz WASHERS 


UUUUUUUCUUU 


for every industrial pur- 
pose, for every essential | : 
industry—wherever chains | A Complete Line 

are needed, you'll find | Available from Stock 
Wesco Chains doing a « 

better job because they Stainless Steel 
are better welded chains. | te] & B SCREWS NUTS 


Machine Machine Hexagon 
Carriage Cap 


a ‘“ | Lag Wood 
Proof Coil Chain | 
. Pi WASHERS RIVETS 
BBB Coil Chain All Types All Types 
Sling Chains and Available also in Monel, Alumi- 
num, Everdur, Naval Bronze and 


Log Chains. . Alloy Stéels 
Railroad Chain We are prepared to fill your 


needs for ‘Specials’. Send your 
prints or specifications. 


ie tr te Wee MS ITT AH 
im SCREW & BOLT CORP. 


WESTERN CHAIN CO. | 1135 Chore $e, 


1819 NO. BELMONT AVE. CHICAGO 13, ILL. | CO 7-0675 
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What other tools does a salesman 
need? Personality and a thorough un- 


derstanding of his macihne are but | 
fundamentals, and hardly enough for | 


the man who sells mechanical equip- 
ment. 
He needs samples. He needs mod- 


els—photographs—the ability to make | 


a simple sketch. He needs catalogs— 


circulars—booklets. He needs adver- | 


tising—preprints—direct | mail—per- 
formance records—testimonial letters 


—and sometimes slides, movies, or | 


maybe television. 


Facts Swing Sales 
Preparedness counts. A simple fact 


or figure about the product or its use | 
can often swing the balance of the | 
sale in your favor. Plant interviews pay | 


off in extra sales. No facts—no fig- 
ures—no sales. 


Samples 

For certain types of machines, for 
example, an automatic bar machine, 
samples are very effective. The sales 
engineer should know who made it, 


in what factory, of what material, and | 
in what time, as well as how the part | 


is used, what is fussy abou it, etc. 


Remember, many of your customers | 
absorb information more quickly and | 
easily through their eyes and fingers | 


than through their ears. If one of 


them has a similar part to make which | 
is taking him longer, you have started | 


something. 


Models 


A small-scale model of a machine 


that can be put on the customer’s | 


desk is far better than photographs. 
It is surprising that this selling tool is 
so little used. We are all kids at heart; 
we can’t resist a model. Your worst 
problem will be to get it away from 


the customer. Such a model may be | 
of painted wood; it need not be oper- | 


able. 


Photographs 


Many sales engineers find a photo- 
graph album an excellent selling tool. 
The photographs must be carefully 


taken to bring out just what he is go- | 


ing to say, and never retouched. 


The sales engineer must know the | 
album by heart; he must never fumble 


in finding the photograph he wants. 


The customer is not distracted by any | 


printing; he looks at the photograph 
while the sales engineer makes his 
points. 


Sketches 


The simplest selling tool of all is 
very much  neglected—free -hand 
sketches. They may be crude; you're 
no artist, but when you are ma ing a 
sketch your prospect’s eye will be 


LINEAR, Inc 


For Packings of Plastic 





See ZIWEALE 


Loose, round or square—whichever type you stock, LINEAR 
Plastic Packing is applicable to hundreds of services. It is 
in much demand for use in power plants, refineries, in- 


. dustrial works, chemical plants, and paper mills. 


Available in eight different styles for general or specific 
conditions, LINEAR Plastic Packing “flows” easily under 
gland pressure. One size can be adapted to fit smaller or 
larger packing spaces. 

Compounded so that all asbestos and metal ingredients 
are completely covered with lubricant and graphite, LINEAR 
Plastic Packings will not harden into a solid mass. Result 
—long life—leak-proof seals and reduced horsepower loss! 
Graphiteand metal particles are evenly distributed through- 
out packing, always assuring an anti-frictional wearing face. 

LINEAR’S price basis permits aggressive competition 
with a fair profit to you. For over 40 years LINEAR has had 
day-by-day experience with ordinary and unusual problems. 
And we are glad to be of service when asked. 


Pack your shelves with LINEAR Packings 
and you'll pack your books with orders. 


Linear 


= 
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, STATE ROAD & LEVICK ST., PHILADELPHIA 35, PA. 





“PARTS OFF" 
MANY 
MATERIALS 
All het and cold 
rolled rods 
Stainless steel 

Chrome Molyb- 
denum 
Aluminum Brass 
Copper Bi-metals 
Many types of 
| plastics 


2 ls 
Rod Cutting 


at High Speed 
with the New 


DI-ACRO ROD PARTER 


This newest member of the DI-ACRO “DIE-LESS 
DUPLICATING” family of Machines brings you accur- 
acy, speed, capacity range and ease of operation fully up to 
the standards of DI-ACRO Benders, Brakes, Shears. 

Do you require precision?—'The DI-ACRO Rod Parter holds 
tolerance to .001” on duplicated cuts. The ends are square, 
and roundness is maintained. 


Do you want speed?—The Rod Parter exceeds output of 
other methods with equal accuracy, on rods and bars up 
to 54”. Torrington Roller Bearings incorporated in’ an 
exclusive multiple leverage arrangement provide remark- 
able ease of operation in both heavy and light materials. 


SALES FOR YOU! There is widespread interest in the DI-ACRO 
Rod Parter, also DI-ACRO Benders, Brakes, Shears, 
Notchers, Punches. Send for Catalogue and com- 
plete dealer information. 
Pronounced ‘‘DIE-ACK-RO"’ 





CALDER DRESSERS and CUTTERS 


A Dresser Size for Every Job 
SOLD ONLY THRU DISTRIBUTORS 


@ Tool Steel Cutters 


e Dresser has Right and Left 
hardened Threaded Bushings 


e Extra Dresser Weight 


CALDER MANUFACTURING COMPANY 


Also a Fine Line of Guaranteed 


Easy to Sell... 
Everyone Likes Them 


Diamond Dressing Tools 


LANCASTER, PA. 
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NORTHERN 


HIGH-LIFT ELECTRIC 


HOISTS 


Faster, safer work handling 
is required to get the most 
good from higher speed, 
carbide-tipped cutting tools. 
NORTHERN HI-LIFT 
ELECTRIC HOISTS 
cut load and unload time 
—assure steadier production 
—cut setup time. 


Also OVERHEAD CRANES 
—TRAVELATORS and 
other NORTHERN amate- 
rial handling equipment. 


ee 


X 
LET US SEND YOU 


‘BULLETIN NO. 116-H 


a 
maw 


NORTHERN 
ENGINEERING WORKS 


2615 ATWATER ST. 


DETROIT 7, MICH. 


% 
v 
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right on that pencil. Learn to draw | 
it his side up. Remember that you are | 
talking to a man who uses sketches 
and drawings all day long in his busi- 
ness. 


Catalog 


The most useful tool we have in our 
sales department is the 7 catalog | 
which outlines practically all of the | 
machines which we build. 

Catalogs deal with cut-and-dried 
facts. If sales engineers are not in- 
structed in its use, the company will 
get only a small percentage of the 
good out of it. The common denomi- 
nator of any catalog can be reduced to 
this question—‘“‘does it sell?” 

The chief considerations in build- 
ing up the preparation of the catalog 
should include the following basic 
points. Does it induce direct sales? 
Does it supply the information and | 
technical data that prospects and cus- 
tomers want and need? 2 it applicable 
as a handy sales tool for the salesman? | 

We are continually on the lookout 
for essentials which we think cus- | 
tomers would like to see in our cata- 
logs and try to employ them to their 
utmost advantage. High among the 
priorities are illustrations of your prod- 
ucts, plus a complete description and 
information on the use of the product. 

Specifications are an important 
point in selection. People do not Peet 
through catalogs out of curiosity. They 
are looking for something; want to 
know all about it, including the size, 
weight, capacity or what have you. 

A successful catalog has these im- 
portant factors so far as overall design 
is concerned: 


(1) IDENTIFICATION: Does 
your front cover quickly iden- 
tify the products and the man- 
ufacturer? We do that very 
well on our catalog by using 
the phrase “LeBlond Lathes 
Turn the World Over.” 
INDEX: If the catalog covers 
various products, are they easily 
found? We have an index, 
and also have our sizes follow- 
ing in sequence. 
ORGANIZATION: Is the cat- 
alog divided into sections 
which are easily identified? 
VISUAL FLOW: Is the cata- 
log easy to read? Is it interest- 
ing? Are the pictures, charts, 





diagrams and copy tied up ina | 


pleasing arrangement? 
CONTENT: Is the informa- 
tion presented and developed 
in such a manner that pros- 
pects can make their own selec- 
tion with ease? 





This frame will give you profits. 





ACTION: Does the catalog 
impel the reader to select and | 
buy? 


| 





Proven 


Profitable 
tat 


ADJUSTABLE 


HACK SAW FRAME 


This rugged, handsome frame has been scientifically 
designed to hold its shape for years—to keep the blade 
rigid at all times, and to stand up under wear and tear of 
constant use in the shop or in the field. 


Electricians, machinists, plumbers, millwrights and others 
have found this frame highly satisfactory and perfectly 
balanced for greatest efficiency. 


Backbone of the frame is made of half-inch drill rod steel 
telescoping in a steel tube, giving an absolutely rigid overall 
construction acting as one solid piece, whether a 10” or 12” 
blade is used. Handle is of cast aluminum shaped to fit 
the hand. 


Top part of frame maintains a parallel position with the 
saw at all times, no matter how much pressure may be put 
on the thumb screw to tighten the blade. 

We suggest you write us. 


Sold only through Distributors 


SPARTAN SAW WORKS, INC. Springfield, Mass. 
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CLAMPS 


WITH MANY 
ADVANTAGES 


An excellent account opener that 
builds volume — and profit. Many 
industrial applications. For air, oil 
and coolant lines on machines. 
Many advantages. Exerts uniform 
clamping pressure... will not 
collapse or distort thin wall tubing 
.-.extra long take up — reduces 
inventory requirements...easy to 
install — without removing hose... 
vibration proof — will not loosen... 
can be reused many times. 


Order FREE SAMPLE 
a profitable item 


Send free sample. 
Name 





Company 








Street Address. 
City 
State 











BREEZE CORPORATIONS, INC. 
Aircraft° Standard Parts Co. Div. 
33° South Sixth Street 
Newark 7 © New Jersey 


Pa i k e rs DO MORE line 


Modern Parker Vises are built to 
take punishment, but they also have 
the important quality of quick, firm 
grip—action that speeds every job. 
Point out Parker “extras” to vise 
customers: swivel base, brake-type 
locking at any point in a 360° swing 


Ssedy 


—-renewable steel jaws covering 
entire top of vise—non-pinching 
tension spring handle. Watch for 
announcements of Parker’s new line 
of hinged pipe vises and woodwork- 
ing vises. The Charles Parker Co., 
Meriden, Conn. 


SEL Parkers are unit-packaged—protected from factory to dealer 
to customer. Parkers are sold 100% through leading distributors. 


PARKER VISES 
America's First Vise Maker & 


“TAKE IT” 





(11) (= 
—Ee 


FEATURE and SELL 


Rubyfluid 


Liquid and Paste 
Soldering Flux 


Customers prefer Rubyfluid 
because it’s fast acting eco- 
nomical and so easy to use. 
Rubyfluid thoroughly condi- 
tions metal for a smooth, strong 
union—produces no harmful or 
objectionable odors. 


Sell this “tested by use” 
soldering flux for customer sat- 
isfaction and more profits to 
you. 


For stainless steel — Sell 
Ruby’s Stainless Steel Flux— 
perfected for that metal. 


FOR INFORMATION 
WRITE 








RUBY CHEMICAL CO. 
76 McDowell St., Columbus, Ohio 


_ Rubyfluid J 
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JUDSEN 


MOLDED RUBBER 


KNEE PADS 


soft pillows for 
sore, aching knees 


Here is real protection for your 
down-on-the knees workers! No 
more sore, tired, aching knees that 
cut down efficiency. Tough molded 
pad on the outside... soft sponge 
rubber cushion on the inside make 
JUDSEN KNEE PADS the most com- 
fortable, sturdy, long wearing knee 
pads available. Stock JUDSEN KNEE 
PADS in your tool or supply room 
for a money-saving investment in 
worker comfort. 


Mill Supply Houses will be inter- 
ested in these fast-selling knee pads 
already proven the finest available. 
Write for full information TODAY. 


JUDSEN RUBBER WORKS, INC. 
4107 W. Kinzie St. Chicago 24, Ill. 
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Advertising 

Advertising is a tool—a selling tool 
and a mechanical tool; a high-speed 
tool and a low-cost tool. Well used, 
it capably accomplishes the first three 
of the five steps to the building of the 
order; that is contact, interest and 

reference. If handled properly, it 
frees the salesman so that he can con- 
centrate on the vitally-important steps, 
application, and on the order itself, 
which can only be secured by personal 
contact. 

Advertising is not intended to take 
the place of the sales engineer, nor 
can the sales engineer take the place 
of advertising in present-day ft moon 
To me, advertising is the man who 
can make hundreds of calls simulta- 
neously and who can contact .thou- 
sands of prospects, cheaply, quickly, 





and at regular intervals. It is a known 
fact that the most successful industrial 
marketers are those who use both sales | 
engineers and sales promotion in the | 
proper proportion. The proper propor- | 
tions are dependent upon the product, 
the methods used by the competitors, 
the size of the company, and other 

factors. | 


Direct Mail 


Direct mail selling, or direct mail 
advertising, or direct mail propaganda, 
seems to have quite a field in our in- | 
dustry. The direct mail medium sel- 
dom sells on its own strength. Its 
proper use is not to complete the sale 
but rather to support the means by 
which new and repeat business is ob- 
tained, that is, personal selling. Mail- 
ing lists cannot be cultivated too 
much. It is wise to build up a mailing 
list over a period of years. It is a lot 
wiser to keep it up to date. Make 
every mailing count. 

What should go into the mailing 





piece? If it is a catalog, you already | 
have the answer. If it is about a par- 
ticular machine or other equipment, | 
follow the same procedure. In other | 
words, tell the whole story. Tell all to 
sell all. Do it directly. Do it hand- 
somely. Do it in an interesting way, 
and do it briefly. 


Portfolio 


Another use of advertising, in addi- 
tion to its job in the trade magazines, 
is that its messages, when used as pre- 
prints, can make up the bulk of the 
sales news portfolio sent monthly to 
all sales engineers and all sales organi- 
zations. 

This portfolio has many uses. It 
contains a wealth of information and 
about everything the sales engineer 
needs to back up his sales talks. It; 
usually contains preprints and reprints, | 
schedules, sales news, sales plans, en- ; 
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gineering and technical developments. 


rl 
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Flat Head Socket 
Cap Screws — new 
flush type screw 
with hex socket 
for tighter fasten- 
ing. Fit standard 
countersink. 
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The COMPLETE line... 


Socket Stripper Bolts—for die 
strippers, cam motions, link 
attachments. Can be tight- 
ened more securely, no strip- 
ping of slotted heads. 


al 


Socket Cap Screws—internal 
wrenching saves space. 
Easy to use, no battered 
“heads or stripped slots. 
Hexagon keys give extra lev- 
erage for secure tightening. 


Socket Pipe Plugs — safer, 
stronger pipe plugs of heat 
treated alloy steel. No pro- 
truding heads as with common 
maleable iron plugs—better 
seal, easier wrenching. 


Socket Screw Keys—for allstand- 
ard sizes of hexagon sockets. 
Also cadmium plated keys in 
kits for individual worker’s 
needs. 


Socket Set Screws—recessed set 
screws for safety. Can be 
tightened easier from any of 
six angles. In cup, oval, cone, 
flat and half dog points. 


SAFETY SOCKET SCREW COMPANY 


4447 N. KNOX AVENUE °* 


11 Park Place 


CHICAGO 30, ILLINOIS 
New York 7, N. Y. 
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‘ Unusual 
™E *t opportunity 


Safelyx BELT LACING 


U.S. ners movie Ca 


and ther 
say a thi 


is easy to apply with any standard make 
belt lacing machine, lacer, or it can be 
applied with a hammer by using the in- 
expensive Safety Tu-way Lacer. 


Safety's patented binder bars hold every ; - sling r* 
hook in exact alignment, distribute ten- ae toward h 
sion uniformly over the full width of the ing out 
belt assuring efficient performance and engineer 
long life. They also lap snugly over and why the 
protect belt ends and prevent belt fraying. 


ply the : 
SAFETY BELT-LACER CO. 


custome! 
5388 N. Menard Ave. Chicago 30, U.S. A. 


Dram: 
LONG TIME NO SEE _ 


points. | 
know a 

- . but Dirt, Dust, and Grit are 
there, hiding in every crack and 


Our recently select fr 
crevice of your machinery and 


adopted policy of selling TECO mation 
Cemented Carbide only thréugh prospect 
equipment. Blast ‘em out with 
the powerful CLEMENTS- 


qualified distributors, . opens talk. 
CADILLAC blower-suction 


the door to an exceptional 
product and opportunity. If in- Analys 
Custor 
cleaner. Use it regularly 
for cleaning motors, 


Conclus 
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terested, act now, whilé terri- 
tories are still open. Here are 
a few quick facts on TECO 
Cemented Carbide for consid- Dire 

machinery, genera- 

tors, switchboards, 

woodworking 

machinery, 
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Made in 5 models 
with attachments. for 
very cleaning job. 


PORTABLE COMBINATION 
BLOWER-SUCTION CLEANER 


CLEMENTS MFG. CO. 


6624 S. NARRAGANSETT AVE. CHICAGO 38, ILL. 


ASK YOUR MILI SUPPLY DEALER OR WRITE US FOR DATA 
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APPITARS MONTHLY 
IM LEADING 
INDUSTRIAL 
MACATINES 


iF YOU 
WANT A 
Profitable 
SELLER 
WRITE US 
FOR DETAILS 





TECO is eneainiati more 
productive than other carbides, 
easily demonstrated. Complete 
range of standard tools and 
blanks. Priced right. ‘Attrac- 
tively packaged. Well-adver- 
tised for years. Prompt service. 
Full cooperation, both sales 
and engineering. 


WRITE TODAY for the full 
story, sending necessary °de- 
tails of your present set-up. 


TUNGSTEN ELECTRIC CORP. 
564 39th St. Union City, N. J. 


Manufacturers of Tungsten Carbide—from ore 
to finished material—for over a quarter century. 


Ms 


CEMENTED CARBIDE 


The | 
a dual c: 
the nee 
and: to 
these née 
relation: 
pany. 


Know 


Since 
the poit 
most it 
salesma: 
standin; 
know |} 
things 
rapport 
mine v 
and sha 
tle diffe 
offers is 
cess in 
standin 
influenc 


Unli 








In short, everything of interest to the 
men in the field; everything to help 
make productive salesmen more pro- 
ductive. 


Movies 


Another very important selling tool 
js motion pictures. Movies and talkies 
continue to have tremendous appeal. 
No other medium can pack into it 
the drama, the logical thought, or. il- 
lustrate the features of a product as 
well. It can sugar-coat facts and ordi- 
narily dull details in such a way as to 
make them an integral part of a com- 

lete and interesting story. 

There is no better medium for 
opening up the mind without effort 
and slipping in the sales message. A 
movie can be your very best sales story 
and there is always one best way to 
say a thing, every time you run it off. 


Conclusion 


A cardinal principle in successful 
selling is in a sales engineer’s attitude 
toward his customer. Instead of figur- 
ing out how to sell him, the sales 
engineer should always have in mind 
why the customer should buy. Sup- 
ply the right answers to that and the 
| customer will close the sale for you. 

Dramatize the headline selling 
points. Do not attempt to tell all you 
know about your product. Rather, 
select from your sales kit that infor- 
mation which is applicable to your 
eaeects problem. Let your product 
talk. 


Analysis of 
Customer Personality 


By Dr. A. L. Winsor 


Director, School of Education, 
Cornell University 


The modern salesman functions in 
a dual capacity. He seeks to determine 
the needs of his potential customer 
and to help the customer to satisfy 
these needs, and he serves as a public 
relations representative of his com- 
pany. 


Know Human Behavior 


Since effective selling begins with 
the point of view of the customer, the 
most important qualification of the 
salesman is a comprehensive under- 
standing of human behavior. He must 
know how and why people do the 
things they do. He must establish 
tapport with his prospect and deter- 
mine what his needs are, or create 
and sharpen new desires. It makes lit- 
tle difference whether the product he 
offers is food, services, or tools,—suc- 
cess in its disposal involves an under- 
standing of personality and the art of 
influencing people. 

Unlike advertising, selling involves 








there is a 
difference! 








Catawissa UNION and VALVE dependability means LOWER 
MAINTENANCE COSTS ... with an EXTRA margin of safety! 


HOT FORGED STEEL 


AND 


STAINLESS STEEL 


UNIONS 


STANDARD 
1/8” TO 3” 


Cold-Working Pressure 
up to 2,000 pounds. 


DOUBLE EXTRA 
HEAVY 
is” TO 2” 


Cold-Working Pressure 
up to 6,000 pounds. 





The Catawissa seat design gives you a perfect 
seal for every installation -- even when the 
pipe is not properly aligned -- with its 55-de- 
gree angle on the female end to a ball on the 
male end! 





A are telling the Catawissa story 
OUR STORY --to the industrial 
market through several trade papers! 








See your industrial supply distributor 
--or write direct for a copy 
of BULLETIN 10-A 


CATAWISSA VALVE & 
FITTINGS COMPANY 


300 Mill Street 
CATAWISSA, PENNA. 
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Steel Collars 


Pot'd. & 
Pots. Pend. 


“Hallowell” Solid Steel Collars, attractively proportioned 
throughout, @re precision-machined so faces run perfectly 
true . . . are also highly polished all over . . . Fe they 
cost less than common cast iron collars; 3” bore and smaller 
are made from Solid Bar Stock and fitted with the famous 
“Unbrako” Knurled Point Self-Locking Socket Set Screw ...a 
set screw that, once tightened, holds and stays tight to make 
sure the collar won‘’t shift on the shaft. “Hallowell” ...a 
“buy word” in shaft collars . . . available in a full range of 


sizes for 
IMMEDIATE DELIVERY 


Ask for the name and address of your nearest ‘‘Unbrako” and 
“Hallowell” Distributors 


OVER 45 YEARS IN BUSINESS 


STANDARD PRESSED STEEL CO. 


JENKINTOWN, PA. BOX 519 
CHICAGO DETROIT INDIANAPOLIS ST. LOUIS SAN FRANCISCO 









































Swift has a complete line of low and high pressure 
water gauges . . . self cleaning, automatic or plain, 
rough or polished, and with or without shut-off valves. 
These can be supplied with any length, size and style 
of Pyrex gauge glass and guards. 

Swift liquid level gauges are used as standard 
equipment by leading manufacturers of boilers, tanks, 
traps, filters and similar products. 

Swift products are backed by more than 
60 years experience in the manufacture of 
quality brass goods. 

Write for your copy of latest catalog. 


LUBRICATOR 
COMPANY, INC. 


24 Home Street, Elmira, N. Y. 











Water Gauges 

Gauge Cocks 

Tubular Gauge Glasses 
Air and Pet Cocks 
Lubricators 

Grease and Oil Cups 
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A complete line from a single 
source...easier to sell... greate 
dependability...enables you to 
give better and quicker service 


al nature. 
; painstakit 
he | ST 


Just as 1 
appearance 


to your customer. Three reason; B. 


that add up to more profit fo; 
you. Medart's outstanding ad. 
vertising campaign in leading 
trade journals means a greater 
Medart market for you! 


No. 56-V 
V-belts and 
V-sheaves , 


No. 46-G 
Gears and 
Sprockets 


All Other Power 
Transmission 
Equipment 


Not just catalogs... but informa- 
tive, helpful power transmission 
equipment guides. Minimize 
complicated engineering compu- 
tations... excellent for your refer- 
ence files. Write for yours today! 
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The Bu 
It is 


yce to face situations of an individ- 
jl nature. Personal selling deals with 
5 painstaking analysis of personality. 

he °sman needs to know how 
peopl ary with respect to their abil- 
ity; how they differ with respect to 
heir motivation, desires, or wants; 
how they differ in their prejudices or 
alue patterns; their interests or their 
knowledge. 

Psychological studies have shown 
hat people resemble each other more 
in primary factors such as reflexes, 
feelings and emotions, and differ most 
in such secondary elements of person- 
ality as interests, attitudes, values, and 
knowledge. However, it is the sec- 
ondary factors that play the greatest 
role in both the selling and buying of 
industrial tools. The poorest salesman 
is the person who approaches all cus- 
tomers with the same technique or 
set speech. 

Just as no two persons are alike in 
appearance, voice Or mannerisms, no 
two persons are alike in those char- 

wacteristics which determine their re- 
sponse to a sales appeal. The success- 
ful sales person is the one who treats 
every customer as if he were a_ per- 
sonal case, the only customer existing 
for the time being, and the salesman 
must be prepared to understand and 
to satisfy him. Salesmen of industrial 
tools will never be called upon to sell 
to the human race or even types of it, 
but to a particular person, in a particu- 
lar situation, in a definite frame of 
mind. 


Ability 


To begin with, we must accept the 
fact that personality as such cannot 
be measured, and that the best we can 
do is to make the best evaluation pos- 
sible of some dimensions .of person- 
ality which play a role in human per- 
formance. One of these dimensions is 
ability. Man’s -level of intelligence 
plays as important a role in what he 
does and how he does it as any single 
factor. 
Fortunately for us in our limited 
time we can assume that the buyer of 
industrial tools must be relatively in- 
telligent. Furthermore, he will prob- 
ably possess a mechanical, practical 
type of mind, capable of comprehend- 
ing mechanical operations and values. 
On this assumption the salesman will 
pitch his appeal on a high level while 
still avoiding an academic approach. 

Whatever level a salesman chooses 
to use as an approach, whether his 
appeal is to an appetite, a habit, or to 
teason, the commodity he is selling 


to the customer must ‘satisfy a desire 
or want. : 


The Buyer’s Drives 





It is the problem of the salesman 
— 


FOR AGGRESSIVE DISTRIBUTORS LIKE 
GLOBE MACHINERY & SUPPLY CO. OF 
DES MOINES, IOWA. 

Herman Nelson is genuinely proud to be associated in 


business with ful, aggressive Distributors like the 
Globe Machinery & Supply Co. of Des Moines, lowa. 





s We are even more proud that leaders in the heating and 
¢ ventilating industry like C. W. Helstrom, Globe Vice 
: President and Manager, are so enthused about handling 
C. W. Helstrom, Herman Nelson products. Mr. Helstrom says, "Herman 
euas tae Gee _—s Nelson does more than supply us with outstanding prod- 
Des Moines, lowa ucts. We find experienced personnel ready at all times 

to serve us and help make our business profitable." 


Yes . . . cooperative business relationships like this lead to extra profits for Herman 
Nelson Distributors everywhere. 


Zuality Products 
aality Thousands of satisfied owners all over 


America know that you can't buy better heating and ventilating products than 
those bearing the Herman Nelson nameplate. All Herman Nelson products are 
rated in accordance with standard test codes. 


Cooperation Since 1906, Herman Nelson has worked closely with 


those selling and installing its products. Hard-hitting advertising to dealers 
and comprehensive engineering data are provided to help make your sales easier. 


Se Herman Nelson Branch Offices, with experienced Product Appli- 


cation Engineers, are always ready to provide quick, efficient service. Your 
personal sales and engineering problems receive prompt and careful attention. 


Herman Nelson Vertical 
Shaft Propeller-Fan Type 
Unit Heaters 


Part of Herman Nelson's 


QUALITY LINE 


of Heating and 
Ventilating Equipment 


Herman Nelson Horizontal ; 
Shaft Propeller-Fan Type 
Unit Heaters 


THE HERMAN NELSON CORPORATION 


Since 1906 Manufacturers of Quality Heating and Ventilating Equipment 


MOLINE, ILLINOIS 
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OUTSTANDING 
FIRE POTS 


VS 


{j™» 


ZE 


for 60 years Sy; 


CLAYTON & 


1716 DIXIE HIGHWAY e 


LAMBERT 


COILTROL 

FIRE POT— 

Great firepower 
is held in precise 
temperature con- 
trol by flame ad- 
justment valve on 
detachable coil unit. 


Sold through leading 
jobbers everywhere 


MFG. CO. 


LOUISVILLE 10, KY. 








O,iginality 


LOOK TO 


No. 137 
Nut Driver 
Set 
i in non- 
Malta) tipping 
—_ = | — ay stand 


Are You “Cashing In” 
On This Item? It’s “HOT! 


Introduced only this May, the No 137 is al- 
ready another XCELITE best seller! In the 
eye-catching red wrinkle finish metal stand, 
it has the WANTED SIZES— Regular nut 
drivers in 3/16", 44", 5/16", 11/32", and 3%” 
PLUS the two most popular Hollow Shaft sizes, 
ie. and 9/16”. Helps keep tools in place! 
landy size selection. Want full details? Write 
us now. These sets are really selling! 
*Originators not Imitators 


PARK METALWARE CO., Inc. 
Dept. F Orchard Park, N. Y. 


Quality Tabs 


PREFERRED BY EXPERTS 


*First to use plastic for screwdriver handles 




















‘LIGHT DUTY 


CHUCKS 
Independent 
4 Jaw 
Sizes 
o"—8” 
Universal 


3 Jaw 
Sizes 
4”, 5” and 6” 


FOR PRECISION 
PRODUCTION 


MEDIUM DUTY 


CHUCKS 


Independent 
4 Jaw 


Combination 
Sand 4 


aws 
Sizes 8°—16” 


Westcott Chucks are pre- 
cision built to meet the 
exacting requirements of 
metal working. You can 
recommend Westcott with 
confidence. Now available 
in the most used sizes. 


Complete catalogue, No. 
701 for your trade. 


WESTCOTT CHUCK CO. 


600 E. Walnut St. Oneida, N. Y. 


A 





PUNCHES 


f a = 








@ Users can get the proper WHITNEY 
Punch for any job from this complete line 
. . . and distributors can get some fine 
business through this need. Individual 
characteristics make these punches adapt- 
able to a certain kind of work—each type 
in a variety of sizes. Put these time sav- 
ing tools to work for you. 














* 
hand ¢ channel 
bench * angle iron 
hammer ¢ close corner 
square ¢ thinner’s round 
button ° “a 
flange ¢ ventilating tank 


W. A. Whitney Mfg. Co. 


636 Race St. Rockford, Ill. 
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— to assess each buyer, to see what drives 


or combination of drives are dominant a~tMore Uses = CHECK THE USES: 


in his thinking at the moment, and 
then to sharpen his appetite for the ith head Miihees 
company product and create a sale. meqan ies y y 
A short conversation with the cus- () Raise pipe and shaft- 


tomer may reveal to the clever sales- ing 
man a desire to get ahead—an ambi- ag 

tion to succeed—which may be dis- C) Tighten belting 
played in numerous disguises, but - Anchor equipment 


which dominates all other desires at 


the moment. A way must then be | Bend or straighten 


found whereby the customer will sec beams or shafts 
r the tool to be sold as a means of fur- . 
thering this ambition. Once this is Tighten cable 
done, the sale can soon be consum- 2 Skid heavy machinery 


mated. We go after what we need 





and haven’t got. | Suspend cable during 
The salesman must only try to iden- ~ construction work 
tify dominant, though hidden desires, = ™ =” -” - = ad = al = 
: but he must note the habitual ways Pulling underground 
: in which the customer resolves his cable 
“ conflicts. Consciously or not, we either ; 
i, remove ourselves Aad conflicts or COFFING nl loads to flat. 
4 solve them in a fairly definite pattern. iF * 
;, When society frowns on natural SAFETY-PULL C) Lift railway car trucks 
“ ways of responding to basic urges such RATCHET LEVER 
7 as sex, we find substitute channels of OC Tighten trolley wires 
securing satisfaction, or we change our 
7 methods of expression to obtain social HOIST Brace weakened walls 
A approval. Or we may rationalize. We i 
all rationalize at times. We save our ait heavy castings 
ego by offering an alibi. “The sun © Raise buried pipes and 
was in our eyes.” If the sales effort 9 models in capacities poles 
fails, it was because the customer from 3/, to 15 tons ee 
-_ didn’t treat us fairly—the competitor Pull loads up incline 
with: had a “drag,” or the customer doesn’t i ; 
ain baow whet he wente. Lift drums and tile 


Customer Personality Hold heavy parts in 


lace during assembl 
To understand customer personality, Suery Call a Potential Sale! ‘ . ’ 








the salesman must look behind the ~) Tighten guy wires 
meet and see the reactions to Every _— mete pet = = _ 
motives for what they are. If, after a men call on has need for the Coffing 
careful study of a ani it is found “Safety-Pull” Ratchet Lever Hoist. Check =) =)CHECK THE USERS: 
that his urge seems to be social ap- the uses at the right—and check the : 
proval, the successful salesman simply users. They're all potential CUSTOMERS Metal Producing 
— to him that the best firms are —easy to sell when they see how this ”} Metal Working 
ng his product. If his dominant . lift loads safel ickl 
urge is thrift, he will be shown how hoist helps them wee ered -sae +, geri Chemical Processing 
. the product will save him money. If and easily. The “Safety-Load” handle 
he is altruistic, he will be shown how assures safety by bending at maximum |) Food Processing 
the product will enable him to render overload before any part of the hoist ; 
greater service. In face to face sales gives way. Free-chain feature speeds the Textiles 
al relationships, the wise salesman picks job by allowing chain to be raised or Lumber 
up many clues from expressions and lowered without using lever, when there 
: movements that are invaluable in his ‘ load. Side-l wen eacitive “a> Contractors 
, analysis of pou and determina- a ee we » 
° tion of needs. down-neutral control; makes hoist easy General and special 
; to operate. Every model is tested at 100% a 
. Interests and Values over capacity, proved by service with eenecs 
‘ As important as man’s basic urges thousands of satisfied users. Write today ") Aircraft Shops 
and closely related to them are his in- for full details, prices, and discounts. oe 
an terests -— — If a ey ex: | Mining 
pects to ho e attention of a cus- | inet 
tomer, he should determine roughly | ' Cash tn with Copfing! commana 
his interest pattern, his likes and dis- RY” Hoist Jocks » Electric Hoists » Spur-geared Transport 
likes. He should know if he is pri- Chein Hoists * Differential Hoists » 
sae Parca ge h people, - things, Load Binders + Trolleys _| Agriculture 
° in business, in athletics, in religion, in | —— 
Qtmeza =" | COFFING HOIST COMPANY Mamie 
- The salesman must be particularly | DANVILLE, ILLINOIS 
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poner : Say 


CALL ON 


\PYOTT 


Drives for Cast Iron 


PULLEYS 
CALL ON 


EY sii 9 3” to 102" DIAMETERS 
py } 4 Pyott can meet your cast iron pulley requirements promptly. 


|, Available types include split and solid hub, single and multi 

ple arm, wide and narrow face, flanged, tapered and stey 
cone as well as tight and ball bearing loose pulleys. All ar: 
perfectly balanced and may be operated at running speed | 
up to 6000 FPM, depending on diameter and type of pulley | 
Pyott Cast Iron Pulleys are machine molded up to 72” diam | 
eter and 24” face width. Larger sizes or unusual designs floor | 
molded, requiring no patterns from pulley user. With your 
inquiry, send a dimensional sketch and indicate your delivery 
requirements, 


balanced 


SHEAVES 
and V-Belt 











Catalog available on request 


PYOTT FOUNDRY & MACHINE CO. 


Established 1896 e 328 N. Sangamon St., Chicago 7, Illinois 
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MOVERS 


FREIGHT CAR TIE-UPS 
SLOW PRODUCTION 


Freight cars standing on sid- 
ings—loaded or unloaded— 
delay the shipment of many 
needed products. The 
quicker these cars are loaded 
and emptied, the more prod- 
uce can be shipped. Your 
help is needed to supply 
BADGER Car Movers to 
your customers who ship 
and receive freight. 
BADGER Car Movers are 
adaptable to all rail yard 
conditions—they are easy to 
handle and require a mini- 
mum of attention to keep 
them in first class condition 








: A 
—check your stocks—deliv- em , 
eries can be made quickly. Spurs 


ADVANCE CAR MOVER COMPANY 


APPLETON+ WISCONSIN 
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Selling Points are 
easily recognized 
Working Points.... 


with the 


EMMERT 


Universal 


VISE 


practically unlimited in utility 

all parts interchangeable 

can be set at any point without remoy- 

ing work 

can be locked in any position 

adjustable at either end for wedge- 

shaped work 

greater actual test strength 

®@ available in 
three sizes 
which cover 
practically all 
requirements 

@ minimum 
stockre- 
quirements 

@ fully guaran- 
teed 


Ask for complete information 
IMMEDIATE DELIVERY 


EMMERT MANUFACTURING CO. 


Waynesboro, Penn. 























floats ® tanks ©@ coils @ bends 
expansion joints @ kettles 
dippers © evaporators @ heaters 
@ coolers @ chemical apparatus 


American Industry has been buying HARRIS 
Products for about 64 years . . . and is still 
doing it. Today's manufacturing demands are 
growing steadily and this creates and sustains 
a need that is profitable for distributors. Our 
engineering staff is capable and ready to give 
any assistance necessary. We would like you 
to get more complete facts—send for them. 


ARTHUR HARRIS CO. 
210-218 N. Aberdeen St. Chicago 7, Ill. 
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alert to see what the customer likes 
about other men. In general men like 
others who are intelligent, cheerful, 
friendly and congenial, but a given 
individual may have different likes. On 
the other hand, strong prejudices or 
dislikes in individuals should be iden- 
tified as soon as possible, if face to face 
relationsships are to succeed. 





Behavior Patterns 


More dynamic than interest profiles 
are patterns of values in determining 
behavior. Since they develop from ex- 
periences, customers show great dif- 
ferences in their system of values. 

If a salesman could know in ad- 
vance of the rank order of important 
values in a prospective customer, he 
would stand a much better chance of 
influencing his behavior favorably. 
This is particularly true on the level 
at which the seller of industrial tools 
has to work. 

The salesman himself is a builder 
of values, either good or bad, but most 
of all he is an interpreter of values 
and desires. He must see these in- 
domitable forces in the customer, and 
find a way to satisfy them. 





Summary 


Like the educator, the salesman is 
concerned with influencing the be- 
havior of others. To do that, he must 
know himself and be able to control 
his own behavior first. It is what he 
is that speaks much louder than what 
he says. 

Continued customer - satisfaction, 
leading to repeat sales, is an essential 
interest of the salesman. To perform 
effectively, the salesman must know 
the personality of each individual cus- 
tomer. He must be aware of 

1. The ways in which people differ 
in feelings, interests, emotions 
and ways of thinking. 

. Their level of mental ability. 

. Their fundamental desires and 
wants and values. 

4. The various ways in which their 
psychological traits may be 
thrown into personality patterns. 
. The best way of appealing to peo- 
ple and the most effective argu- 
ments to use. 

The three commandments of good | 
selling are: 

Know your goods 
Know your customer 
Know yourself 
Salesmanship is as simple as that! 


why 


wt 





Economy Engineering Co. 
Opens At New Location 


The Economy Engineering Co. of 
Chicago, IIl., has opened for business | 
at its new location at 4501-23 West | 
Lake Street in Chicago. | 








Wherever piping is used 


offer son provides the 
RIGHT UNIONS FOR THE JOB 


ee 








Whenever and wherever your customers 
require pipe Unions, look to “Jefferson” 
as your source of supply. The Jefferson 
line is not only complete, but is recog- 
nized as “tops” by those who demand the 
maximum in quality and long-lived de- 
pendability. 


To simplify piping installation and elimi- 
nate unnecessary pipe joints, “Jefferson” 
offers its diversified line of Specialty 
Unions. To assure leaf-proof tightness, 
“Jefferson” provides the exclusive RE- 
CESSED BRASS SEAT—a tried and proved 
feature of all Jefferson Unions regardless 
of type. 


The brass seat is located in a recess away 
from the runway. It is machined and 
ground to provide a true spherical surface 
contact, assuring absolute tightness with- 
out undue pressure in making up. You 
sell service and satisfaction when you sell 
“Jefferson”. 





All-Female Union Tee with 90° All-Female Union EI- 
Union on the Run. Made bow. Made also in Male- 
also in Male-Female type. Female type. 





Style “B’, 3-part Flange 
Union for test pressures up 


to 2 


Ibs. 


Style “E’, 2-part Flange Style “D”’, 2-part Flange 
Union for test pressures up Union for test pressures up 
to 6000 Ibs. to 4000 Ibs. 


JEFFERSON UNION CO. 


9 Green Street 
Lockport, N. Y. 
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49 Fletcher Ave. 
Lexington 73, Mass. 











6FT. PLASTIC RULES 


Join with 


GARDINER 
SOLDER! 


Federated Gardiner Brand 
ACID CORE SOLDER is scien- 
tifically alloyed from the 
purest metals, resulting in a 
precise composition which 
will give strong, lasting bonds. 
For automotive and general 
work. Comes in all commer- 
6 Fest of 7 Ovtdanding Features cial sizes and quantities. 
Greater Tensile Strength 

Joints Guaranteed to .001 Inch 

Steel Joints Nickel Plated Against Rust : i , oie 
No Shrinking—No Stretching : é ne fi Billing 
® Washable With Warm Soap and Water \ : Name: 
® Graduations Imbedded With Heat ; fy Geor 
® All Joints Guaranteed Against Breakage pointed 
Spencer 


Immediate Delivery — Price $1.00 Each Fedeittel succeed 
Dealer 7 on Request METALS DIVISION cae ca sa 

AMERICAN SMELTING AND Cane 

REFINING COMPANY rom 

THE ENOS & SANDERSON CO., INC. WHITING, INDIANA (CHICAGO) Conn. : 
147 Bushnell Street BUFFALO 6, N. Y. the mil 
ware fie 
W, ' 


MAKE ATLANTIC <a (2: 














tative 11 
upper I 


Your Flexible Hose Source! B yl Jae 


SB ; W.O. 
NO MATTER what type or size of Flexible Metal Hose is > special 


troit at 
required, we can promptly fill your orders from our always- MILWAUKEE PROFILE GRINDER Mr. 


complete stock! Precision Built for Precision Work sales w 
Especially built for precision grinding of die around 
: , , : , ng er a — 
Atlantic Metal Hose is built to the most exacting require- of hardened steel parts. These features tell why. 
° ° . ° @ 2 H.P. Ball Bearing Motor — maintains 
ments and is rendering perfect service, under gruelling con- high spindle speeds and full capacity. 
eae i “ é # ‘ @ Collet Chuck — for fast, easy mounting or 
ditions, in various applications, in every branch of industry. ole Ge eee « come tn 
oo of compound angles, curves 
Because Atlantic Metal Hose is designed @ Built-in Diamond Dresser — always ready 
H d — @ Cholce ef ithe 30,000 or 
to withstand tremendous pressures an Fg EY 
highest temperatures, it is especially suited Here's Model FS 


for the handling of steam, hot and cold wwe er 


oils, tar, asphalt, chemicals, compressed é lane S- 
rete. i dieracting ‘opre 
; tions . . . filing, 
. ° . ° rs sawing, iapping 
It will pay you in profits and in customer- : eT 
satisfaction to make “ATLANTIC” your ; Write for Literature and franchise details. 


. RICE PUMP & MACHINE CO. 
source of supply for all your needs in Division of Milwaukee Chaplet & M 


quality-proven FLEXIBLE METAL HOSE! 1031 S. 40th STREET © MILWAUKEE 4, wis. 


Ask for our latest Catalog. M [ LW A U 4 E E 
Atlantic Metal Hose Co.,Inc.,104 West 64thSt.,New York,N.Y. | ddaieiahdiiibedibeccdaibeaaie 
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George W. Schwager 


Billings & Spencer 
Names Schwager To Sales 

George W. Schwager has been ap- 
pointed sales manager of the Billings & 
Spencer Co. of Hartford, Conn. to 
succeed W. Dorsey Endres, who has 
resigned. Mr. Schwager formerly was 
field sales manager for The Holo- 
Krome Screw Corp. of Hartford, 
Conn. and has 35 years experience in 
the mill supply and wholesale hard- 
ware fields. 

W. T. Johnston has been named 
sales manager of the Chicago district 
and John Donaldson as sales represen- 
tative in metropolitan New York and 
upper New Jersey. 

For 14 years Mr. Johnston was the 
sales representative in Chicago for the 
W. O. Barnes Co., Detroit, as well as 
special sales representative in the De- 
troit area. 

Mr. Donaldson has been active in 
sales work for several years in and 
around New York. 


W. T. Johnston 





Continuous. Advertising 


Keeps “all 
| MALLDRILLS 


V_ Inch br 
wan Deitt * 


For drilling metal, plastics 


and wood. Penetrate faster, 
leaving clean, accurate holes 


- will not stall under 
hand pressure . . . are light- 


weight and easy to handle. 


Available in 4%" to 1%" 
capacities. 


Cut everything 
from wood to 
steel. Model 60 
can be equipped 
as table saw, 
shaper or bench 
grinder, Excellent 
for crating, ship- 
ping, mainte- 
nance. Capacities 


Model 60 from 2” to 412”. 


MALL SCREWDRIVERS 


Compact, lightweight, 
streamlined tool with pistol grip. 
Slip clutch releases screw when 
predetermined tightness is 
reached. 


PORTABLE 


POWER Tools 
OT 


to 


INDUSTRIAL PLANTS 
MACHINE SHOPS 
WOODWORKING PLANTS 
INSTITUTIONS 

BUILDERS 


A complete line of competitively 
priced, lightweight, Quality Electric 
Drills, Circular Saws, Flexible Shaft 
Grinders and other tools backed by 
a 26-year record for stamina and 
performance. 


Our program of continuous adver- 
tising in the Saturday Evening Post 
and Colliers and in leading trade 
papers produces a steady stream of 
live leads for Mall Distributors. 
Effective catalog material, mailing 
pieces, circulars, window and coun- 
ter displays, signs, newspaper mats, 
electrotypes . . . and missionary 
work with your salesmen assure 
Mall Tools a high turnover with 
substantial profits in any location. 


Mail Coupon at once for FREE 
Booklet “Mall Portable Power 
Tools” and full details of our dis- 
tributor set-up. 


MALL TOOL COMPANY 


Grinder 


7802 South Chicago Avenue 


Chicago 19, Illinois 


MAIL THIS COUPON TODAY! 


Mall Flexible Shaft 
Grinders put more power 
and less weight in the 
hands of the operator. 
Larger, more powerful, 
totally enclosed motor 
is mounted on portable 
stand. Lightweight, in- 
terchangeable working 
tools available for grind- 
ing, wire brushing, sand- 
ing, buffing, polishing 
and many other uses. 





Mall Tool Company S-48 
7802 South Chicago Avenue 
Chicago 19, Illinois 


Please send me Catalog giving full information about Mall 
Portable Power Tools. 


Name of Company. 
Phas 5 ER s6 es 
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COMPLETE 
LINE OF 


MODELS 


1. The discount favors sales effort. 


2. A line with plenty of prospects: 
Farms 
Industrial Stockrooms 
Garages 
Contractors 
Stores 
- and many others 








3. Bowser features sell more 
pumps... 
RUST - RESISTANT 
‘SELF-PRIMING STAINLESS 
ee STEEL 
SPRINGS 


ALUMINUM ¥& 
ROTOR nil CADMIUM 
PLATED 
PACKING NUT 
GRAPHITE- 
CARBON 
vanes 10 G.P.M. 


Bowser hand pumps handle gasoline, 
oils, solvents, thinners and most 
other liquids efficiently. 


You can sell these pumps PROFIT- 
ABLY NOW. 


Write for prices, discounts and de- 
tails to Bowser, Inc., 1369 Creigh- 
ton Ave., Fort Wayne 2, Indiana. 


A 


LIQUID CONTROL SPECIALISTS 
SINCE 1885 
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MORGAN 


NATIONALLY KNOWN . 


® Machinists Bench 
® Combination Pipe 
@ Woodworking 


© Sheet Metal 
Workers 
@ Quick Action 


MORGAN VISE COMPANY-enicaco's, i. us. &. 





SEMI-STEEL » VISES 


USED EVERYWHERE 


® Solid Nut Con- 
tinuous Screw 
e Garage Vise 














STANDARD TYPE_ 











LsLEEVES— 


AND 


- SOCKETS 


AND A 
complete line of COLLETS 


®COLLIS Taper Tools are made by men 
skilled in this type of manufacture. Users 
get long satisfactory service from COLLIS 
Equipment and find the answer to all drill- 
ing, r ing, and tapping needs in the 
COLLIS line. We can give prompt service 
on orders for Lathe Centers, Arbors, Drill 
Drifts, and Magic Type Chucks as well as 
on Sleeves and Sockets and Collets. 


THE COLLIS CO. 


CLINTON, IOWA 








ROUND BELTING 


packaged for easy handling 


More and more belting manu- 
facturers and jobbers are find- 
ing it profitable to catalog and 
|| display H & B round leather 
belting—under their own label 
or H & B's. It is unsurpassed... 
for quality .. . for performance. 
To build a line of profitable 
round belting — write to: 


THE SHINGLE LEATHER Co. 


Himmelein 








&. 
Bailey Div. Camden, N.J. 








1300 Wainut St. 
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12" Shaper 






INTERCOM maee up he work of 
H. O. Chilton, shipping clerk, at the 
W. J. Riley Supply Co., Monroe, La. 





Boyer-Campbell Co. 
Holds Company Picnic 


The Boyer-Campbell Co., Detroit, nold..: 
hired three Greyhound buses recently These § af 
to transport the entire organization are needed 


and their families to Port Sanilac 
State Park on the occasion of the com- These five tools con- 
any picnic. : : 
‘ The program provided fun for all stitute the leading 
ages, children and grown-ups, with line of moderate 
boating, bathing in Lake Huron, penny priced machine tools 
scrambles, sack races, and baseball. 
Winners in each game were awarded ... tools your cus- 
prizes. tomers need fre- 


, an quently... tools you 
Haseltine Specialists need to complete 


Are Thoroughly Trained your power tool de- 


J. E. Haseltine & Co. of pe partment. 
Ore. believe in giving their welding 
specialists the a » Sewer school- WRITE FOR NEW 
ing in their subject, according to G48 CATALOG 
Henry L. Ernstrom, sales manager of 
the company and acting head of the 
firm’s welding department. Not only 
do these men sell welding equipment c... 
and supplies, but they help to train the = = a* 
regular line salesmen to sell welding (ae = « ——— ~ 
intelligently. —_ ey ’ 

Haseltine’s main office and its two — 
branch offices, at Seattle and Spokane, 
Wash. have local specialists, two of 
them comparatively new in the or- 
ganization. 

Howard Long, who has been spe- 
cialist at Seattle for some time, is a - 
good example of the thoroughness of i 
the nape’ training. He had been a 1016" Suing 
teacher of welding before joining the 
firm—but the teacher got trained just 
the same. 

First he was sent to the General 
Electric Co. in Schenectady to take a 

course on equipment, as well as on ‘of 
ll deat ens wollen, Pon Coe bi wane “SHELDON MACHINE CO. Inc 
=! — to Sparrows Point, Md. for a course 332'w KNOX AVENUE © CHICACO 4r, 1LLINONS, WS A 
on G. E. electrodes. Back in Seattle 





| 






No. TS 56 
1114" Swing Lathe 


No. TU 1248P 
1314" Swing Lathe 
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GOOD 
SELLERS 


NOLAN CAR 
DOOR OPENER 


Every plant with a rail 
siding should have at 
least one. Saves time 
and money. One man can 
open or close the most 
stubborn freight car 
door quickly . . . safely 
with a Nolan Car Door 
Opener. Thousands have 
been sold and used with 
success at freight load- 
ing and unloading spots. 
Good repeat item. 


NOLAN PULLER JACK AND 


LOAD BINDER 


(formerly Anchor Puller Jack) 


AIR 
COCKS 





Used in industrial machinery and 
plants, construc- other heavy arti- 
tion work, quar- cles, Two types: 
ries, mines and oil 
fields for moving LOAD CHAIN 


TAIL CHAIN 
3 ton(5 ton with sheave block), 15 ft. load 


chain, 314 ft. tail chain with release block. 
3% ton, 8 ft. load chain, 3 ft. tail chain. 











ESSEX 
PRODUCTS 


to help cut costly 
air losses .... 


Air losses—and liquid too — 
can be expensive. Your cus- 
tomers can save much shutdown 
time and money by installing SX 
Air and Shut-off Cocks. They 
are made on our new special 
purpose precision machines and 
the super-finished parts fit to- 
gether perfectly. All cocks must 
pass an 80-pound air line pres- 
sure test before leaving our 
plant. They give excellent serv- 
ice over long periods and since 
cocks are always in production 
we can ship as soon as we get 
your orders. Get acquainted with 
this profitable line—send for 
complete facts. 


SHUT-OFF 
COCKS 














ESSEX BRASS CORPORATION 


2000 FRANKLIN STREET 


Est. 1901 


DETROIT 7, MICH. 





NOLAN GEAR PULLER 


(formerly Anchor Gear Puller) 


Pays for itself on its first few jobs. Pulls 
gears, wheels and many other articles. Uni- 
versal application eliminates four to ten 
types or sizes of other devices. 


NOLAN RERAILERS 


(formerly LOCKING CAM 
Anchor Rerailers) 
Highly efficient 
for getting cars 
and locomotives 
back on the track. 
Railroads and in- 


dustries are big PATENT 
users. NOJ468102 


NOLAN TRACK BRACES 
(formerly Anchor Track Braces) 


Holds railway tracks 
to desired gauge 
where service is 
severe. Can 

be used 

again and 

againfor | 

quick, 

easy, low 

cost repairs. 


All Nolan products are 

carefully made of the highest grade ma- 
terials. Orders are handled promptly and 
efficiently with your shipping and billing 
instructions carefully followed. Write for 
free catalogs and price sheets. 


THE NOLAN COMPANY 


(Formerly The Mining Safety Device Co.) 
U8 PENNSYLVANIA STREET « BOWERSTON, OHIO 
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CUMMINS 


THE PROFIT LINE 
IN POWER DRILLS 


BECAUSE... 


} PRICE AND PROFIT are unequaled. 
No other line offers you the dollar 
value plus greater discounts. 


Model 200 is a husky 2” standard 
duty drill built for every drilling job. 


All Cummins ¥%” drills ore full size 
light duty drills with die cast hous- 
ing, ample power and fine balance. 


This line is built by a substantial 
company with over 60 years of pre- 
cision manufacturing experience. 


A veteran in the portable tool indus- 
try — with over twenty successful 
years exclusively in the portable 
electric tool field — designed the line. 


Additional tools will be added to 
the line and announced as fast as 
they have proved in tests to be su- 


perior values and worthy of the_ 


Cummins name. 


If you are not now cashing in on this 
profit line, write us for more information. 





&. CUMMINS 


1887 Division of Cummins Business Machines Corp. 


4764 Ravenswood Avenue Chicago 40, Iil. 
MORE THAN 60 YEARS OF PRECISION: MANUFACTURING 











PORTABLE TOOLS 
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again, within a week he was sent to 
Whittier, Calif., for a Stoody course 
on hard-surfacing products. From 
there he went to another course with 
Victor on their equipment. 

Mr. Long, by the way, holds one of 
the six licenses in the State of Wash- 
ington as we welder, and none 
of the others are held by industrial 
distributor men. 

William Penz, specialist at Spokane, 
is a new man with the company. He 
was a practical welder in that city be- 
fore going with Haseltine. 

Ted Williams, is a new specialist 
recently employed for Portland, a 
“specializing specialist” in that he will 
have to do only with hard-surfacing. 
He works in conjunction with contrac- 
tors and industrial plants on their hard- 
surfacing problems. 

Mr. Ernstrom has instituted a pro- 
gram of what he calls “Compare Notes 
Sessions”, one-day sessions held every 
three months, rotating between the 
Portland, Seattle and Spokane offices, 
in which all the specialists get together 
and hold round table discussions of all 
their welding sales problems. 


Metal-Cutting Band Saws 
Reviewed By Industry 


The Standing Committee in charge 
of reviewing Simplified Practice Rec- 
ommendation R214-45, Metal-Cut- 
ting Band Saws (hard edge, flexible 
back), has approved a revisioy of this 
recommendation and copies Have been 
mailed to producers, distributors and 
users for acceptance or comment. 

The purpose of the proposed re- 
vision is to bring the recommendation 
in line with current requirements by 
adding certain sizes of regular type 
and skip-tooth type hard edge, flexible 
back, metal-cutting band saws. 





A DAILY SHIPMENT to be routed 
to city and state delivery, is checked 
‘by J. C. Barnett and S. J. Homsby 
of Fulton Supply Co., Atlanta, Ga. 





ALWAYS Ze Right Connedilim... 
foe Ml eaty Lily Uk ove 


ee 


WASHERLESS (Sy) 
RUSTPROOF 


“G J-BOSS” AIR HAMMER COUPLING 


The strongest and most reliable coupling made for construction, mine 
and quarry drilling. Ground joint union between stem and spud assures 
a permanent leakproof seal—no worn or mislaid washers to replace. 
Large wing nut facilitates coupling and uncoupling. Steel stem has 
deep, smoothly finished corrugations. “Boss” Interlocking Clamp, of 
malleable iron, anchors coupling to hose with powerful, all-’round 
grip. Made in compact and heavy types, and furnished with male or 
female spuds. 


Sold in Accordance With Our Established Distributor Policy 


OD IN t , \ 
PRODUCERS OF Jhe Quality Line COUPLINGS * NIPPLES * MENDERS * CLAMPS 


al: 10 )S Samal CO Pe: ©.) es 0) DO) aa @ 1, Ch | a | | Cs 9) DOL Gls 
PHILADELPHIA, PA. BRANCHES H * BIRMINGHAM «* LOS ANGELES * HOUSTON 
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IMMEDIATE DELIVERY 


Avatlatle again for - 


PRECISION 


é = ms | MACHINIST 
. __ ——ae | PRE VEL | 
Lhco weviess af ME | Foor 23 yn 


= = : a "leader" in the 
SELF-TIGHTENING S sad precision instru- 


DRILL CHUCKS Quien fe ment fold 


E’RE happy to announce that we have 
caught up with the big demand for 
these chucks and can once more, make 
prompt shipments. This will be good news 
to the th ds of shop who know 
from experience the big time-and-energy- 
saving advantages of the “keyless” fea- 
ture. Drilling action does the tightening 
—the heavier the load, the tighter they 
hold. There’s no drill slipping, no dam- 
aged shanks, no retightening. Yet they 
are easily released by hand. Because no 
strength is needed Ettco chucks are par- 
ticularly suited for women operators. 
When it comes to holding drills tight, MADE IN 5 SIZES 
rigid and true, Ettco chucks are unsur- FOR No. 0 TO 
passed. When it comes to quality and 54" DRILLS 
on there are no better chucks . 
made. 


ETTCO TOOL CO. 600 Johnson Ave., Brooklyn 6, N. Y. 

















Originators 
of the 
packaged vise 


1 — YOUR COLUMBIAN 
2 DISTRIBUTOR IS ALWAYS 
READY TO HELP YOU 


COIUMBIAN VISES 


THE COLUMBIAN VISE & MFG. CO. 
9025 Bessemer Ave. + Cleveland 4, Ohio 


the Worlds Largest Makers of Vises 


STRENGTH + ACCURACY + WORKMANSHIP + DEPENDABILITY 
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Robert O. Blackford 


Michigan Abrasive Co. 
Names Blackford Manager 


A man whose family boasts three 
generations of service in the abrasive 
field recently was named advertising 
and sales promotion manager of the 
Michigan Abrasive Co., Detroit. He 
is Robert O. (“Bob”) Blackford. 

Mr. Blackford has had considerable 
service with another company in the 
coated abrasive field, following in the 
footsteps of his father and grandfather. 
He has served in sales correspondence 
and branch management capacities in 
Grand Rapids, Toledo, Cleveland and 
Detroit. 


Bachman Optimistic 
Over Dam Business 


A. W. Bachman, merchandise man- 
ager for the Jensen-Byrd Co., Spokane, 
Wash., feels optimistic over the pros- 
pects for a large volume of industrial 
supply business coming out of the 
major construction projects underway 
or scheduled in the Northwest. 

Dam projects, particularly, will re- 
quire a large source of supplies and 
equipment, and Spokane is the nearest 
city and centrally located. 

The Hungry Horse Dam on the 
Flathead, a Bureau of Reclamation 
project and said to be the fourth largest 
dam in the United States, is about 300 
miles from Spokane; the McNary 
Dam, to be built on the Columbia 
River at Umitilla, Ore., is about 200 
miles away. 

At Richland, Wash., about 165 
miles out of Spokane, is the atomic 
energy project, while north and west 
of there, within a radius of 75 miles 
from Spokane, the vast irrigation proj- 
ect to be built in connection with 
Grand Coulee Dam, is beginning to 
take form. 
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. Wendt-Sonis Standard Carbide Tools 
are available in a wide variety of 
types and sizes. 


13 standard Wendt-Sonis carbide tipped tools 
will perform over 80% of your tool bit opera- 
tions. 


Wendt-Sonis standard tool bits can be supplied 
with any grade of carbide required. 


Standard Wendt-Sonis tool bits are stocked in 
Carboloy and Kennametal grades of carbide 
for universal machining operations. 


Wendt-Sonis tools are easy to stock, easy to 
find, easy to identify. The tip of every tool is 
protected with molded plastic tip. 


W-S standard tool bits are “Color Marked” for easy 
identification as to use on steel or non-ferrous materials. 
All shanks are rust resistant — also heat-treated for 
greater rigidity. Cutting edges are diamond ground for 
longer wear and better finish. All these advantages put 
the Wendt-Sonis line at the top as a money maker for 
you. Get details! 


Pree{/ NEW CHIP-BREAKER CHART 


Contains illustrations of chip-breakers, grinding 
instructions, and recommendations for their use. 
Chart size—with handy tab for wall hanging. To 
et FREE chart WRITE: Wendt-Sonis Company 
annibal, Missouri or 580 N. Prairie Ave., Haw- 
thorne, Calif.; 1361 West Lake St., Chicago, 
Illinois—Warehousing Facilities: Eastern Car- 
bide Corp., 909 Main St., New Rochelle, N. Y. 


WENDT Soni 


CARBIDE TIPPED CUTTING 
BORING TOOLS © CENTERS * COUNTERBORES © SPOTFACERS © CUT-OFF 
TOOLS © DRILLS © END MILLS © FLY CUTTERS © TOOL BITS © MILLING 
CUTTERS © REAMERS © ROLLER TURNING TOOLS © SPECIAL BITS 


TOOLS 
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Ear-opener... 


Talk to a prospective buyer of load- 
lifting equipment on how he can save 
time with a ‘Budgit’ Electric Hoist do- 
ing the lifting and handling of heavy 
loads and he'll listen willingly. When 
operating costs are up, the owner of 
any business is a willing listener to 
facts about a product he needs in his 
business that saves time, safeguards 
workers, increases production, lowers 
costs. 


Prove each point as you make it — 
a portable ‘Budgit’ Electric Hoist 
saves time by showing how its fast, 
easy lift permits the handling of more 
loads per hour than manual lifting. 
Tell him about the safety features 
built into ‘Budgit’ Electric Hoists — 
how these features prevent injury 
such as sprained backs, rupture, torn 
ligaments and muscles and save him 
worker compensation costs as well 
as the cost of slowed-up produc- 
tion — another saving. Tell him that 
a ‘Budgit’ Hoist is a compiete lifting 
unit in itself that he hangs up, plugs 
into the nearest electric socket, and 
uses. He'll know what that means 
in savings. 


Put the facts before the man 
harassed with load-handling problems 
and high operating costs and — you'll 

moke a sale of a port- 
able ‘Budgit’ Hoist every 


Need more copies of Bul- 
letin No. 371? We'll be 
glad to send you all you 
need. 


‘BUDGIT- 
Hoists 


MANNING,MAX WELL & MOORE, INC. 
MUSKEGON, MICHIGAN 

Builders of ‘Shaw-Box' Cranes, ‘Budgit’ and 

‘Load Lifter’ Hoists and other lifting specialties. 

Makers of Ashcroft Gauges, Hancock Valves. 

Consolidated Safety and Relief Valves and 


MANNING 
Se) 


{ 
} 
























































Ba ining 


ae “ é . 


THE “SHIRTSLEEVE” SESSIONS of the midsummer sales conference held at the 
L. S. Starrett Co.’s main office, Athol, Mass. were attended by company executives 
and engineers in addition to 36 members of the Starrett sales organization from all 


parts of the United States and Canada. 


L. S. Starrett Co. 
Holds Sales Conference 


An entire working weck, from § 
A. M. to 5 P. M. every day, was de- 
voted recently to the “‘shirtsleeve”’ ses- 
sions of the midsummer sales con- 
ference held at The L. S. Starrett Co., 
Athol, Mass. Company executives, 
engineers and 36 members of the 
firm’s sales organization journeyed 
from all parts of the United States and 
Canada to attend. Evenings were given 
over to out-of-door recreation, includ- 
ing a genuine, full-scale New England 
clambake held on the shores of one of 
the nearby lakes. 

The meetings, presided over by 
W. J. Greene, vice-president and di- 
rector of sales, were addressed by 
Arthur H. Starrett, president of the 
company; C. S. Phillips, manager of 
the New York office; W. W. Haskins, 
manager of the Chicago office; David 
Moffat, manager of the Philadelphia 
office; H. E. Masters, advertising man- 
ager; A. E. Hastings, treasurer; E. E. 
Warner, purchasing agent; H. C. 
Roth, office sales supervisor; and a 
number of other office and plant ex- 
ccutives and department heads. 

Every hour of each of the five con- 
ference days was scheduled and alloted 
to specific subjects in order to provide 
a maximum amount of information to 
the men who transmit information 
and assistance to distributors. 


Black Mfg. Co. 


Names Westermann 


Thomas R. Westermann has been 
appointed direct factory representative 
of the Black Mfg. Co., Baltimore, Md. 
He will represent the firm’s Black Ar- 
row line of paint spray and welding 
equipment in western Pennsylvania 
and the entire state of West Virginia, 





Hallidie Machinery Co. 
Expands Facilities 


The Hallidie Machinery Co., Seat- 
tle, Wash., under the management of 
Art C. Evered, has taken a number of 
steps, recently, to expand its quarters 
and facilities. 

The firm’s headquarters in Seattle 
have been moved into larger and better 
facilities at 2726 First Avenue South. 
The building there is 30 by 160 ft., 
with ample stockroom, display and 
office space. 

A branch has been opened at Spo- 
kane, Wash., at West 506 Riverside 
Street, with Al de Armond as manager. 
Formerly, he was plant manager for 
the Western Gear Works at Lynwood, 
Calif. 

’ Another branch has been opened at 
Portland, Ore., where Dan J. Melody 
is manager. Formerly, he was with the 
Caterpillar Tractor Co., and a captain 
in the Army. 

In Seattle, Wilbur Betts, formerly 
chief engineer for the Kirsten Pipe Co. 
is managing the building materials 
department at Hallidic. 


Syracuse Supply Co 
Purchases Property 


The Syracuse Supply Co. has pur- 
chased property on Military Road, Buf- 
falo, where it is constructing a new 
building to house its Buffalo sales, 
parts and service departments and 
warehousing facilities. The total cost 
will approximate $200,000. 

The firm has sold its former Buf- 
falo building at 1372 Clinton Street 
to Grinnell Co., Inc., for approxi- 
mately the same amount. Syracuse 
Supply had purchased the Clinton 
Street structure about two years ago 
and had remodeled it at a cost of 





| will headquarter at Pittsburgh. nearly $100,000. 


‘American’ industrial instruments. 
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hg STATES _Munerion ’s Greatest ae 
Most Complete ahius — 


ELECTRICAL 


jpele) B- 
PROVED QUALITY 


PROVED ECONOMY 


WHEN industry calls. . . these PROVED PERFORMANCE 
electric tools answer “here” 


for the innumerable jobs which demand precision- 
efficiency and instant response. Maximum savings 
in time, labor and cost . . . minimum maintenance 
and most economical prices. 


Drills 


Grinders 


Surfacers 3p" HEAVY 
Polishers DUTY DRILL 


Sanders MODEL 58HD 


Tappers Rugged design. Motor of tremendous 


Hole Saws power for driving cylinder hones. An 
exceptional tool for bridge, railroad and 
Buffers major construction operation. No. 2 


Valve seat 
grinders 


Valve refinish- 


ing shops 
Flexible shaft 


Morse Taper Socket in place of geared 
chuck at no extra cost. 


100% anti-friction bearings through- 
out. Ball bearing on armature. Ball 
and needle-roller on chuck and inter- 
mediate spindle. 


machines Also available in 34” and 


¥%" heavy duty drills. 





WRITE FOR DETAILS ABOUT AVAILABLE _— i 
PROFIT BY THE UV. S. SIX-POINT DISTRIBUTORS PLAN: 


3. Economical prices 5. Good profits 


e Full line 4. Protection 6. Sales aids 


2. Super-quality 








UNITED STATES ELECTRICAL TOOL 


CINCINNATI, OHIO 
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. SALES PACKED WITH B- RIGHT- ON 


® Right andy to the last detail B-Right-On Socket SOCKET SCREW PRODUCTS 
Screw Products are designed for profitable SALES. 
Premium fasteners, B-Right-On Socket Screws come 
to you in a premium package . . . metal-edged to 
take rough handling . . . attractively designed to 
catch the eye . . . clinch the sales. 
For fastener sales, stock B-Right-On Socket Screw 
Products! 100% dealer cooperation policy... 
plenty of hard-hitting selling aids. 
An authorized distributorship may be open in 
your locality. Check this opportunity today. 


THE BRIGHTON SCREW & MFG. CO. 
1827 Reading Road 
Cincinnati 2, Ohio 





The Lighthouse 
of the Highway 


EMBURY 


‘Tragic Gard 


The Warning Lantern 
with the 





Order through Your Jobber 
EMBURY MFG. CO., WARSAW, N. Y. 








Newton 


“ALLIGATOR” “CARSON”-“NEWTON” “ALLIGATOR” 


SWISS PATTERN AMERICAN PATTERNS ROTARY FILES 


FOR MORE FILE ORDERS. 


Carson Newton Distributors can be sure that they have 
the right file for any job their trade may have, that it will 
give satisfaction and bring repeat business. 


YOU CAN’T BUY OR SELL A BETTER FILE 


CARSON-NEWTON CO., BELLEVILLE 9, N. J. 








CAR MOVERS 


have 


SPEED 
POWER 
STAMINA 


The key to the 
ower an 
speed of ATLAS 
CAR MOVERS 
is the “com- 
pound lever- 
age” 
® Shippers and receivers of freight need 
ATLAS Car Movers because maximum 
freight car capacity is still needed to 
move the country’s shipping. The more 
ATLAS Car Movers there are in the 
hands of the shippers and receivers, 
the more freight cars for shipping— 
the faster they get back on the main 
line. Distributors have a job here and 
one which will prove profitable for 
them, 


APPLETON-ATLAS CAR MOVER CO. 


1421-25 So. 2 St. 
MILWAUKEE 4 . . . ‘WISCONSIN 
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| Walter pra 
Scott to Manage Sales 
For Schollhorn Division 


Walter Scott, for some 21 years a 
sales representative for Sargent & Co., 
of New Haven, Conn., has been ap- 
pointed sales manager of the Scholl- 
horn Division of Sargent & Co. Mr. 
Scott’s experience in the field, pri- 
marily in the Central Atlantic States 
around Washington, gives him an in- 
timate knowledge of distribution. 


Don’t Telephone, Write 
Says West Coast Salesman 


Elton Hey, sales manager of the 
industrial supply department of the 
Union Hardware & Metal Co., Los 
Angeles, is a firm believer in the policy 
of having the salesman personally write 
up the order in his sales book while 
he is right there with the customer. 
He’s “agin” a salesman telephoning 
the order into the house, or having the 
customer telephone it, or of mailing 
the order in on his company’s order 
form. 

It is Mr. Hey’s belief that orders per- 
sonally written up by the salesman help 
him to become more familiar with his 
lines of merchandise, and that in turn 
helps him to do a better job of selling 
the customer on his full requirements. 
To bear out his contentions, Mr. Hey 
cites examples from a recent message 
to his salesmen: 

“Do you personally write as you 
should? We realize that at times, due 
to an emergency or competition from 
a service angle, it may be necessary for 
you to telephone the order in, or to let 
the customer do so. But . 

“In checking over sales reports, we 
find that certain salesmen are consis- 
tently high in their percentage of per- 
sonally written orders. Moreover, it 
has been found that this is reflected 
in additional volume of mail and tele- 
phone orders sent in by their custom- 
ers when they are not there, rather 
than reducing the volume of such 


VIKING 


The Rotary Pump, Built 
To Create and Retain 


your CONFIDENCE 


The building of a piece of equipment to win your confidence 
is the aim and purpose of every Viking that leaves the 
factory. 


Confidence can only be won and retained with a pump that 
will actually go out and do the job it is sold to do. 


Look to Viking for the pump that builds confidence. 
A self-priming, simply and ruggedly constructed 
pump suitable for delivery against discharge pres- 
sures. 


Write today for free bulletin 47SMM. It will be 
sent immediately. 


BVI kin Pump Company 
, i cee Cedar Falls, lowa 











ELECTRICALLY TEMPERED 





TOOLS THAT SELL and toy, sold / 


Yes, DASCO Tools are good tools... chisels, punches, drills, | 
nippers, screw drivers, staple pullers and many others... all 
quality built, smoothly finished and individually numbered for 
easy re-ordering. 


DASCO 


Forged Kaud Tools 


DAMASCUS STEEL PRODUCTS CORP. e¢ ROCKFORD, ILLINOIS 
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Super has completely revised 
its Standard, Stocked, Masonry 
Drill setup—added sizes, re- 
duced prices, added kits. 


Write today for new bulletin. 


STANDARD 


AND pu p sR 


Carbide “Jools 
SUPER TOOL COMPANY 


21650 HOOVER ROAD ° DETROIT 13, MICHIGAN 
SURPLESS-DUNN CO. 
Nationol Distributors 
NEW YORK . CHICAGO 





CUT ASSEMBLY TIME WITH A 
POWRARM POSITIONER 


Positions work 180° on a vertical plane 
and 360° on any coaxial plane. 


Your salesmen invariably will walk out with an order when they 
show how the Wilton Powrarm Positioner reduces waste motion and 
provides greater worker convenience on small assembly work. One 
prominent manufacturer reports time savings up to 36%. Ideal also 
for maintenance and repair. Furnished with a Wilton 2” or 2.” Vise 
or with a number of special holding fixtures. 


MECHANICAL MODEL HOLDS UP TO 70 LBS. 
HYDRAULIC MODEL HOLDS UP TO 150 LBS. 











Utility ’ j ; 
Vie “~S WILTON 
Sizes 34” & 4” — Precision 
Built Vise 


A stand i y ic 
and out in the low priced Sizes 2” to 6” 


field. No wobble or dead motion. 
With or without pipe jaws or 


suieal dake. Enclosed design keeps 


out chips and dirt. Grease packed spindle 
| Write for catalog and and unbreakable nut—broached keyway—no 
discount information wobble 


Wilton Tool Mfg. Co. 


936-D Wrightwood Ave. ¢ Chicagol4, Ill. 


WILTON VISES 


ALSO POWRARMS AND PISTON SETTERS 








MATERIALS 


HANDLING 
EQUIPMENT 


A top quality line of hoists and trolleys 
that will cut materials handling costs in 
any plant. Sell Conco units with full 
confidence of long-life and quality per- 
formance. Conco has been a leading 
name in the materials handling equipment 
field for a quarter of a century. Write 
for full information on this profitable line. 





Differential Hoist Capac- Q 
ities one-half, and one- I-Beam Trolley in four Spur Gear Hoist. High 
ton. A fast-selling low- — plain or geared speed, high quality, in 
cost hoist, with a large types in capacities from capacities ranging from 
market. 4% through 10 tons. Y% through 20 tons. 


CONCO ENGINEERING WORKS 


Division of H. D._Conkey & Co., Division St., Mendota, Illinois 
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orders, as one might suppose would | 
happen. 

“Invariably, we find that those sales- 
men who stress personal order-writing 


have fewer mistake claims, and fewer | 4 Jo. Pg AUTOMAT IC 
deliveries of the wrong merchandise. | } ‘o} 

One salesman in particular averages \ 

better than 53 percent of his total — fl 


sales in personally written orders. 
There is no question that this sales- 


man is thoroughly conversant with - | J v0 L U M E SA L b S 
his customers’ requirements and has 

become better acquainted with our J 

merchandise, our catalog and, of ss INCREASED PROFITS 


course, with his customers’ problems. 
You must know what vour customer 
is purchasing, and not only what he my A 
purchases from you but from your for every 
competitor. To assume that your cus- emma 
tomer gives you your share of business 
because a certain volume comes from 
him in the form of telephone and 
mail orders is no proof that you arc 
getting your share. But sell him on 
the job or sell him at his desk, write 
up the order there and discuss every 
step—then you are in a position to 
know what is really going on in con- 
nection with his buying problems. 
“To hold our position compceti- 
tively, we must get back to selling— 
that was never so obvious before, nor 
so important. More personal sclling, 


to the point of personal order-writing, INCE ; COs TRICO FUSE MFG. CO. 


will help to get us there.” —— Milwaukee Wisconsin 








Proven acceptance by industry . . . PRE- 
FERRED by leading machine builders. Yes, 
TRICO is the line that offers unlimited sales 
possibilities and healthy profits. 


TRICO OILERS GIVE YOU: 


e@ A Fast Selling Line. 

@ Exclusive Sales Features. 

© Supporting National Program. 

© Steady Repeat Business. 

® Strict ‘Through The Distributor” 
policy. 


..» AND YOUR CUSTOMERS 


© Complete Bearing Protection. 
Carefree, Positive Lubrication. 
Greatly Reduced Maintenance. 
Protection Against Fire Hazards. 
Easy, Low Cost Installation. 


WRITE FOR CATALOG NOW 





Winters Joins 


Allied Abrasive 


. 38 
I. N. Winters, formerly with Doug- S U pe r { Oo rify 


las Aircraft, now has charge of the 
order desk at Allied Tool & Abrasive 
Supply Co., Los Angeles. At Douglas, 
he had been on experimental work The milled bodies, accurate dimen- 
and buying an outside project works. 

Mr. Winters also has had merchan- : 
dising experience in the automotive ; ¥ Milled Screw Machine Products have 
field, having been manager of the K. C. : ¢ been recognized and demanded by 
Auto Parts Co., a distributor at : 
Sedalia, Mo. 


sions and fine finish of Ottemiller 


users for over 40 years. 
Distributors can profit by filling 
Industry’s insistence on Ottemiller 





Precision Products. 

The Ottemiller line is complete... 
in steel, brass and other alloys... in 
any commercial thread. 


CAP SCREWS ° SET SCREWS 
MILLED STUDS * COUPLING BOLTS 


PRECISION MILLED 
BY OTTEMILLER 


* 
WILLIAM H, 


IT’S A DAY OFF for R. M. Burkardt, 
H. Devoe and A. Lange at the Mas- Y YORK, PENNA. 


back, Inc. annual sales outing in West- 
chester, N. Y. 
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A Comparison 


30 Blows 
per minute- 





3600 BLOWS PER MINUTE 


SYVTRON 
ELECTRIC 








UPON SATISFACTORY COMPLETION of the distributor-training program on 
Worthington multi-V-drives, Paul J. Foley of the firm’s Chicago office awards cer- 
tificates to N. L. Kuehn Co., Milwaukee, Wis., salesmen. Standing Donald Kuehn; 
H. W. Luedtke, vice-president; S. J. Henning, H. O. Keuper, B. Konkel and Mr. 
Foley. Seated are Norman L Kuehn, president; Paul Robbins, B. Morgan and 
O. Nusslock. 





And you 


B iT's NIGHT-LIGHT SAVING TIME | am 


They'll save time and money x" 1} 7 V4 ; 
on job after job, for plumbers, Here, yo 


electricians, maintenance men, 
sign companies — drilling 
anchor bolt holes in concrete 
and masonry, channelling for pit As a buy 
pipe and conduit, cutting out ‘ ver—ot | 
windows and doors, removing | | For Light and Safety a : 

old mortar for water-proofing, | | 4 | thru the Long oe 


scaling old rust and paint. 
— Winter Nights Ahead § +. ov’ 


Your adn 


DIETZ without 
LANTERNS |" 


factory s 


They are part of a complete 
line which includes Portable 
Electric Drills, Grinders, Sand- 
ers, Screwdrivers and Nut Run- 
ners, 


Your sales program is backed 
up by national advertising. Dis- 
play easels for the store and 
newspaper mats for local 
papers are aavilable. 


Write for information about 
SYNTRON Profit-Making Elec- 
tric Hammers. 


Zididititadadatial 


Save time by 
hon coupon a 


SYNTRON CO. R.E. DIETZ COMPANY 
S mew vor [aia 


OUTPUT DISTRIBUTED THROUGH THE JOBBING TRADE EXCLUSIVELY 


900 Lexington, Homer City, Pa. 
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A 
NATIONAL 
ARDWARE 
, 6 SHOW. A 
OCT. 12134415 16 
pS i tn a dl 








YOU ARE A BUYER OF 
HARDWARE, MILL AND FACTORY 
SUPPLIES 


And you attend the NATIONAL HARDWARE 
SHOW, Grand Central Palace, New York 
City, October 12, 13, 14, 15 and 16. 


Here, you will have the hardware, mill and 


factory supplies industry at your finger tips. 


As a buyer, you'll be in the picture in a big 
way—at the industry's greatest show—a show 


held just for you. 


FILL OUT and mail the registration coupon. 
Your admission badge, which will admit you 
without further registration, will be mailed 


to you. 


NATIONAL HARDWARE SHOW 


331 MADISON AVE., NEW YORK 17, N. Y. 
) MURRAY HILL 2-4802 


leoleou ge) -) 35) 
2-13 -14-15- 16) 
{ 


e 


Save time by registernng NOW. Fil! in aad mail this registra- 
hon coupon and your admission badge will be mailed to you. 
PLEASE PRINT 


Title 

















* below the clesriticatios of t business 
C) Retailer CO Dept. Store Buyer 


PRENTISS 


TOOL ROOM 


VISES 


Here’s Your Selling Point 


Top Swivel Jaw 
Service That Satisfies 





jaw swivels automatically as the 
| vise is screwed up on the work, 
| until the angle between the jaws 
conforms to the shape of the work. 
With tapered pin inserted, it be- 
Made to Sell 
Made to Satisfy 
Made to Last 


comes a Parallel Solid Vise. 


CHECK THE TOOL ROOMS 
IN YOUR TERRITORY TODAY 


PRENTISS VISE DIVISION, MERIDEN, CONN., U.S.A. 
OF THE CHARLES PARKER CO. 


LATEGRI 


PLATE FASTENERS FOR CONVEYOR BELTS 














Make strong dust-tight 

joints in belts of any width. 
Special design spreads tension 
across belt, allow natural 
assures smooth 


nke-up 


ARMSTRONG BRAY & CO, 


Also Repair 5356 Northwest Highway, CHICAGO 30. U.S.A. 


Plates For 
Mending belts. 
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TIPS for ROPE 
PURCHASERS 


You can’t tell a book by its cover— 
nor can you judge good rope by its ex- 
terior appearance. That’s why the repu- 
tation of a Manufacturing Company is of 


/ paramount importance. 
1 


|. Availability—Never Lose a Sale 

2. Fastér Turnover—More Profit 

3. Same Investment Allows for More 
Pulley Sales 

4. One Bushing—One Price 

5. Simplified Stock-Keeping 

6. Greater Combination of Sizes 


| Cnely 
MAUREY-MADE 


MULTIPLE-PURPOSE 
interchangeable 


SUSHING 


offers these features 


For 144 years, Fitler has produced the 
highest quality rope manufactured from 
the finest fibers obtainable. 

Look for the registered Blue & Yellow 
Colored Yarn Trademark in all Fitler 
Brand Pure Manila Rope. 


THE EDWIN H. FITLER CO. 


PHILADELPHIA 24, PA. 


Manufacturers of Quality Rope since 1804 


NEW YORK e@ CHICAGO e@ LOS ANGELES @ SAN FRANCISCO 
NEW ORLEANS @ HOUSTON @ PORTLAND 














aie 


wwud 2 ARRO=SPIN. DRILLS 


INFORMATION, 
yr 


a sm nw hae hse bine enrmtnnne 
CL iviiiiivn 


FOR MASONRY—with Genuine CARBOLOY TIPS 


> 


Arro-Spin drilis in ROTARY 
electric portable drills end 
noisy, monotonous 


Drills 4 times faster-—the 
fastest cutting drill ever in- 
troduced, - 


Lasts up to 50 times longer— 
the longest-wearing drill 
you've ever used, 


s th, quiet cutting of con- 
crete, brick, marble, tite, 
slate, limestone, ete. 


Availabie in sixes from 3-16” 
to 142” diameter. 





Dritis clean holes for per 
fits of expansion sh » Gn 
chors, toggle balts, etc. 


ARRO EXPANSION BOLT COMPANY - MARION, OHIO 
Other ARRO Products 


etd 
- 


Ke QegHKnRE 
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Stock Magor 


tor volume / 


Popular Magor brand name shov- 
els, scoops and spades give you 
an advantage with customers. 
They know Magor’s reputation for 
quality and ask for these tools 
by name. 


Blades are made of special steel, 
normalized to prevent splitting 
and turning of cutting edges. 


Stock the easy-to-sell Magor 
simplified line for high volume, 
high profit. 


& 4326 





MAGOR 
CAR CORPORATION 
SHOVEL DIVISION 


50 CHURCH ST., NEW YORK 7,N.Y. 
a 








VERIFY ORDERS to insure prompt 
delivery; that’s the practice of R. L. 
Williams, left, sales manager of Knox- 
ville Beltusg & Supply Co., shown 
with A, L. Reagan. 


Knoxville Belting & Supply 
Co. Expands Facilities 

The Knoxville Belting & Supply 
Co., ‘Tenn., has purchased a one-story 
60- by 125-ft. building which is being 
remodeled into a belt shop, saw repair 
department and general offices. When 
the new building is occupied, accord- 
ing to Sales Manager R. L. Williams, 
the present building will be converted 
into sales display room and warehouse 
to handle the firm’s increased volume 


: of business. 


The recently-opened saw repair de- 
partment is in charge of F. D. Wal- 
lace. The new belt shop is equipped to 
handle belting up to 36 inches. 

Personnel changes instituted by the 
firm include the acquisition of Richard 
Brown, who was with a local industrial 
supply firm for twelve years. 

Mr. Williams reports, also, that 
George W. Young has been made 
manager and treasurer of the newly 
opened branch office at Johnson City, 
Tenn., which serves upper East Ten- 
nessee, Virginia and North Carolina. 


Mall Tool Co. 
Purchases Warehouse 


The Mall Tool Co. of Chicago, Ill. 
has purchased a warchouse at 2516 
Sixth Avenue and has opened for 
business therein. The company manu- 
factures a line of industrial tools. 

From its branch in Birmingham it 
will distribute its products throughout 
Alabama, Tennessee, Mississippi, part 
of Louisiana and in west Florida. 

Among the products to be handled 
by the Birmingham branch are sur- 
face planes, flexible shafting grinders, 
polishers, sanders, drilling equipment, 
concrete vibrators, rail grinders, mor- 
tisers, dairy pipe cleaners and _polish- 
crs and a varietv of saws. 
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MORE PROFIT With These 
Power-Packed 
Tools 


STREAMLINED 


Foyrtable 


ELECTRIC 
DRILLS 


i 


Model 500 


Y2-Inch Elec- 
tric Drill with 
Jacobs Key 
Type Chuck. 

Weight 


Model 250 = “-Inch Electric 
Drill with Jacobs Key Type Chuck. 
Complete Weight Only 3% 
Pounds. Small Diameter Body for 
Close-Quarter Drilling. 


Price-Power-Performance 


These drills are the latest in 
streamline design. In its capacity 
range, each represents an ad- 
vancement in the combination of 
high power, quality and refine- 
ment in construction, and long-life 
performance. Due to the shape, 
size, and light weight, each offers 
a new handling ease and conven- 
ience that readily appeal to the 
user. These drills are what you 
would expect at much higher 
prices. 


Write for details on these low-price, 
quality-built, guaranteed Portable Elec- 
tric Drills. 


ELECTRIC TOOLS, INC. 
255-59 West 79th St., Chicago 20, Ill. 


Fractional HP Motors—Electric Drills—Polishers 
Sanders—Spin-A-Brush 











Sprout-Waldron “Belt-Saver” Pul- 
leys have increased belt life on 
many installations from 25 to 
400%. The savings your custom- 
ers realize from the wse of these 
pulleys will help build good will 
for your company. In addition you 
will receive substantial profits 
from the sale—both from the ini- 
tial sale and from repeat sales 
of these units. 

“Belt-Saver” protects belts from 
abrasion and injury by preventing 
material from building up be- 
tween the belt and the pulley face. 
Any such material as sand, gra- 
vel, stone, coal, ore, etc., is eject- 
ed by the unique design of the 
pulley before it can damage the 
belt. 

Available for immediate stock. 
Prices and other details on re- 


uest. 
q * Used as elevator 
belt pulley 


Used as tail pulley 
on belt conveyor 


HEADQUARTERS FOR— 
a 


— Ze tl 
BEARINGS CONVEYORS 





rues 


SPROUT-WALDRON & CO. 


Manufacturing Engineers 


MUNCY PENNSYLVANIA 








“HOT FOOT” EDITOR Allen B. 
Harden, vice-president of Farquhar Ma- 
chinery Co., Jacksonville, Fla., pecks 
away at his typewriter to meet the 
“deadline” for the next issue of the 
employee and sales force’s own monthly 
publication. 





Construction For °48 


To Reach $18.0 Billion 


New construction in 1948 probably 

will reach $18.0 billion, according to 
the Construction Division, Depart- 
ment of Commerce. The figure would 
represent a 29 percent gain over the 
$13.9 billion “in place” volume 
achieved in 1947 and is exclusive of 
expenditures for maintenance and re- 
Dall. 
While 1948 will reach a new high 
record in the dollar value of new con- 
struction activity, the physical volume 
of new construction will remain below 
previous peaks. 

The $18 billion figure is substan- 
tially higher than the estimate of $15.2 
billion published in November 1947. 


| The most important single element in 


the increase is the anticipated rise in 


| value of residential building from 


$6.0 to $7.1 billion. 


_ House Organ Promotes 
Distributor’s Lines 


Congdon & Carpenter Co., Provi- 
dence, R. L., creates good will, keeps 


its principal lines before its customers, 
| and supplements its regular sales pro- 


motion activities with its own publica- 
tion, THe Courter. This is an 8-page 
publication (54 by 84 in.) printed on 
coated stock and issued periodically 
about once every two months. 

Edited and prepared by S. B. Jones, 
Jr., sales manager, 4,700 copies are 


mailed to customers’ plants for per- 


usal by management, purchasing 
agents, shop superintendents and 
other employees. A recent issue illus- 
trates how the three objectives men- 
tioned above are achieved through dis- 


PRONOUNCED 
“MACK-IT 





| 

| Mac-it 4%” x 214” 
'Hollow Set 
Screws have grip 
of more than 
17,000 pounds. 


5 REASONS 
FOR HANDLING THE 
COMPLETE MAC-IT LINE! 


1. The complete, well- 
stocked Mac-it line enables 
you to meet a wide variety of 
your customers’ needs. 


2. A definite distributor 
sales policy. 


3. We invite orders for 
specials in alloy steel, made 
to customers’ specifications. 


4. Advertising and mer- 
chandising help to support 
your selling job. 


5. An established quality 
line recognized for depend- 
ability for over 35 years. 


Mac-its are sold through 
leading industrial dis- 
tributors everywhere. Let 
the complete Mac-it line 
help you give better, faster 
service to all your custom- 
ers. Write today for com- 
plete information. 


Marketed Nationally Since 1913 by 


Cleveland 13, Ohio 
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STRONG, CARLISLE & HAMMOND COMPANY 


Manvufactured* by MAC-IT PARTS COMPANY, Loncaster, P 
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DUAL PRIME CENTRIFUGAL 


. WITH ELECTRIC POWER 


Sizes from 14%” to 10’—Capacities from 3000 
to 200,000 gallons per hour—for stationary or 
semi-permanent installations in the oil fields, 
mines, mills, factories and processing plants. 





Write for performance data and 
complete details about our Distribu- 
tor Plan. CMC Dual Prime features 
will boost your pump sales and 
profits. 


CONSTRUCTION MACHINERY COMPANY 
WATERLOO, IOWA 


[| et 





HOW YOU CAN SELL MORE § 


WHY YOU CAN SELL MORE. 


YOU CAN SELL MORE SHIM STOCK 


Here’s how, why, and where... 


By handling the line that 
has all the sales points! % 


QUALITY —highest grade, precision-thin, 
accurate gauge. 


SAVINGS —No waste. Only the required 

» amount of stock is handled. The carton pro- 
tects the user's stock. Saves time and space 
and bother. 


CONVENIENCE—tondy dispensing cartons 


for the light gauges—sturdy flat envelopes 
for the heavier stock. 





VARIETY —brass and steel, in 16 gauges, 
.001 to .032” plus LAMINUM (Reg. U. S. 
Pat. Off.), the laminated brass stock that 
simply p-e-e-l-s for adjustment, in 10 gauges 
from .006 to .125". 


Because it’s used to save time and money 
on precision adjustments of spacing, clearance and alignment of machinery and its 
components. Accurate gauge makes minute changes possible in the positioning of two 
machine elements. 


WHERE You CAN SELL MORE. Just about every user or maker of 


machinery you call on is a prospect. 


SELL PACKAGES INSTEAD OF INCHES. the tominated Shim Com- 


pany line offers easy-to-stock wall racks and special assortments which 
mean larger units of sale for you. Write today for catalog and price 
sheets, explanation of distributor protection and cooperation policy. 


LAMINATED SHIM COMPANY 


ORPORA 


GLENBROOK, ¢ 





INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 


~ We have a 
- copy for you- 


oes facts ae industry's 
rating of gauges that you 


will want to know... 


You may well have read some of the 
Marsh advertisements contained in 
this folder. Brought together they 
tell a story about gauge preference 
in field after field of industry that is 
important to you. Everyone who 
handles pressure gauges will find 
this presentation profitable reading. 

Your copy, sent on request, will 
demonstrate two things: (1) that 
Marsh Gauges.are the right gauges 
for you to handle, and (2) that 
Marsh, through such advertisements 
as these, drives home to your cus- 
tomers unremittingly the story of 
Marsh acceptability. 


JAS. P. MARSH CORP. 
Dept. C, Skokie, Ill. 


the gauge 
with the 
URECALIBRATOR" 


— quickest and 


that has been 
adi’ gauge Uihe finishing 


ative gauge: 


“Recalibrator”’ 
“Rec 9 


payer 
touch to o 5 super 


GAUGES *® VALVES °¢ 
» DIAL THERMOMETERS 
HEATING SPECIALTIES 


TRAPS 








DISTRIBUTORS find 

this recognized, ac- 

cepted line profitable 

to handle. Backed by 

nation - wide adver- 

tising and _ friendly 

factory cooperation. 

SA Ask us about Griffin 

GRIFFIN — ; Distributor territory 


te Line 
on wood-cutt now available. 


Send for descriptive 20-page Griffin Price List 


JOHN H. GRAHAM & CO. INC. 


General Sales Agent 


Dept. A, 105 Duane St., New York 8, N. Y. 





Made by G. W. GRIFFIN Co., Franklin, N. H. Hack and Coping Saw Blades Specialists since 1880 


HACK SAW BLADES asd BAND SAWS 
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tribution of editorial and advertising 
material. 

For the cover and first inside page, 
Mr. Jones secured pictures of Ingrid 
Bergman wearing a suit of armor made 
of aluminum for a new motion pic- 
ture, ““ Joan of Arc”. The aluminum 
used was made by one of Congdon & 
Carpenter’s suppliers, a fact which was 
noted in the editorial matter accom. 
panying the pictures. 

Two of the subsequent pages fea- 
tured stop nuts and flourescent light- 
ing fixtures in full page advertisements 
designed to stimulate the sales of these 
items by salesmen on their next calls, 
Two other pages contain a column en- 
titled “The Sporadic Sportsman”, writ- 
ten by Mr. Jones or other employees 
interested in hunting, fishing, etc. 
News of scarce items is also included 
on these pages. 

The back cover is left blank for ad- 
dressing and stamping. The publica- 
tion is sealed with a small sticker seal 
to prevent it from opening during 
transit. 


Lovett & Tharpe 
Report High Sales Rate 


Lovett & Tharpe Hardware Co,, 
Dublin, Ga., reports that sales con- 
tinue high with pulp and saw mills 
operating at a high rate. Although 
textile mills have tapered off their 
production, considerable maintenance 
work is being done to increase pro 
duction. efficiency, reflected in the 
purchase of industrial supplies and 
parts. 

President H. C. Tharpe reports that 
about 85 percent of current business 
now requires “selling.” While dollar 
volume of business is 15 to 20 per 
cent higher than last year, it is due 
to increased prices primarily, for physi- 
cal volume is slightly off from the 
peak. Mr. Thorpe expects sales this 
year to close at a slightly higher figure 
than in 1947. 





aa 


THE NEW SYSTEM of stock record 
control established by A. S. Brim, as 
sistant manager of Harry P. Leu, Inc., 
Orlando, Fla., provides a ready refer- 
ence for P. J. Stine, general manager, 
in setting inventory levels. 
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HERE'S WHY 
NEOPRENE PRODUCTS DO 
SO MANY JOBS SO WELL 
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They resist 
OXIDATION by air, oxygen, ozone— 
hove outstanding resistonce to aging. 
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They resist 
WIAT—cre exceptionally stable of 
temperatures up to 250° F. 
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They resis? 
SUNLIGHT AND WEATHERING—in oa 
class by themselves in resistance to 
tubber’s worst enemies. 
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They resist 
OILS, SOLVENTS, MOST CHEMICALS — 
set the standord for oil resistance 
throughout industry. 


They resis? 
ABRASION, CUTTING, CHIPPING —ore 
tough and durable under severe serv- 
ice conditions, 


FREE! THE NEOPRENE NOTEBOOK— 
Interesting stories... new unusual applica- 
tions of neoprene. Write E. |. du Pont de 
Nemours & Co. (Inc.), Rubber Chemicals 
DivisionC- 10, Wilmington 98, Delaware. 





Better fF 
made 


ubber products are 
with Du Pont NEOPRENE 


DRIVE BELTS— 


INDUSTRIAL GLOVES 


INDUSTRIAL TRUCK WHEELS 


That’s why 


FLAT, V, MULTIPLE 


CONVEYOR BELTS 


IT PAYS TO SELL PRODUCTS MADE WITH NEOPRENE 


They resist deterioration from abrasion, heat, oil, 
grease and most chemicals 


Neoprene’s outstanding advantages 
are powerful selling points whenever 
you’re talking rubber products. The 
unusual properties of neoprene make 
your selling job easier. Its superior 
performance means repeat sales. And 
neoprene can be compounded to sup- 
ply exactly the right combination of 
excellent properties required for a 
particular job. 


That’s why so many top quality 
rubber products are made of neo- 
prene. For a neoprene product on the 
job means increased efficiency...long, 
trouble-free service life. It’s tough, 
durable and resilient— withstands all 
the destructive influences that usu- 
ally cause early rubber failure. 


So ask your manufacturer for full 
information on the many rubber 
products made with neoprene. 

E. I. du Pont de Nemours & Co. 
(Inc.), Rubber Chemicals Div., Wil- 
mington 98, Delaware. 


NEOPRENE 
UPON 


REG. U. 5. PAT. OFF. 
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_C. M. McClung & Co. 


Publishes Catalog 


A new general catalog, No. 120, 
1193 pages long and — over 50,- 
000 items, has been published by 
C. M. McClung & Co., Knoxville, 
Tenn. The catalog is the eighth the 
company has issued since 1884, when 
it was founded, and the first since 
World War II began. 

It includes many improvements over 
older issues. A great deal of technical 
information and diagrams is contained 
among its pages for use by engineers, 
architects and technicians. More than 
2,000 have been sent to customers on 
the first mailing. 

Other newsworthy changes in the 
company include the addition of Dan 
DeShong to the sales staff. He will 
cover the city and outlying counties. 

Recent improvements were made, 
also, in the company’s general offices. 
Fluorescent lighting has been installed 
and arrangements have been made for 
telephone and city order clerks. 


Thermoid Elects Leaver 


To Vice-Presidency 


Lloyd R. Leaver, president of Joseph 
Stokes Co., Ltd., Welland, Ontario, 
Canada, has been elected a vice-presi- 
dent of the Thermoid Co. of ‘Tren- 
ton, N. J. Announcement has been 
made, also, that the firm’s large, mod- 
ern plant at Nephi, Utah, now is ap- 
proaching 75 percent operation. 

In his new capacity, Mr. Leaver will 
manage Thermoid’s industrial rubber 
products division. He will continue, 
also, to direct the policies of the Cana- 
dian subsidiary from Trenton. 

The new modern Thermoid unit in 
Utah will manufacture industrial belts 
(conveyor, transmission and V), hose 


Lloyd R. Leaver 





THIS CARTON IS PACKED WITH 


..- the market for 
Beau SPRING WASHERS 


—the accepted type of fastener—is immense 

and constantly expanding. Almost every one 
of your customers who buys nuts, bolts and screws—indus- 
trial plants, machine and equipment manufacturers, etc.,— 
now uses or can be sold BEALL KANT LINK SPRING 
WASHERS. 


One sale leads to another and to continuous repeat busi- 
ness for industrial distributors. 

BEALL HELICAL SPRING WASHERS is the only type 
that has adequate “live action”, regardless of wear, break- 
down of paint, scale, rust and bolt stretching. 





Fan Nationally advertised to industry and purchasing agents. 


OSITiv IN STOCK in all standard sizes (in cartons and bulk); 
carbon steel, stainless steel, Everdur, Duronze and other 
metals. ; 


BEALL TOOL DIVISION 
TT HUBBARD E COMPANY = EAST ALTON, HL. & COMPANY « EAST ALTON, ILL. 
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Lifting 
88% easier 


“SIMPLEX 


SCREW JACKS | 


is non-slip; 
corrugated 
for safety. 


SINGLE 
BALL 
floats cap 
9 degrees; 
gives 88% 
easier lifting. 


FLARED 
BASE 
of tough, 
malleable iron 
for extra 
stability. 


PEEPHOLE 
eliminates 
measuring. 


WRITE TODAY FOR COMPLETE INFORMATION 
ON PRICES, DISCOUNTS, SALES HELPS! 


Let your customers see what 
Simplex Screw Jacks can do 
for them... how much safer, 
easier lifting they provide 


on heavy-duty industrial and | 


| Mau-Sherwood Men 


construction jacking. 


Then you'll discover how 
much easier it is to boost 
jack sales and profits with 
SIMPLEX. These screw jacks 
employ a single chrome- 
moly ball nested under the 


88%--one of many exclusive 
Simplex features that makes 
your selling job easy! 


You can offer a complete 
line: 21 models with 4-Way 
Head, capacities from 10 to 
24 tons; 10 models with 
Ratchet Type Head for close 
quarter operation, capacities 
20 or 24 tons. 


Act now! Put yourself 
ahead with Simplex, the 
best known name in jacks... 
and best bet for those who 
want “the low cost of lifting.” 


TEMPLETON, KENLY & CO. 


1036 South Central Avenue, Chicago 44, Illinois 
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of all kinds, including rotary and wire 
braid hydraulic, molded products for 
the oil fields, and fan belts and radia- 
tor hosé for industrial uses. 

Clean, light and well ventilated, the 
new plant covers a land area of 234 
acres. Its buildings alone cover 193,- 
044 sq.ft. Included in the modem 
equipment is said to be the largest 
and only horizontal braider of its 
kind in the United States. 


U. S. Rubber Capacity 
Highest In Its History 


Postwar expansion and moderniza- 
tion, costing more than $80 million, 
has raised United States Rubber Co.’s 
production capacity to the highest 
peak in its history. The firm’s im- 
provements include new buildings, 
new machinery and new research 
equipment which provide increased 
production and better quality. 

About $30 million has been spent 
since the war on tire production facili- 
ties and $50 million on non-tire prod- 


-| ucts. More than $24 million has gone 


into the expansion and modernization 
of plant producing hose, belting, fric- 
tion tape, wire and other special rub- 
ber products used by the oil, automo- 
bile, electrical, railroad, steel and other 
major industries. 


See Machine-Made Taps 


The entire sales staff of the Mauv- 
Sherwood Supply Co. of Cleveland vis- 
ited the Rochester, Michigan plant of 
Winter Brothers Co. recently to get 


| first-hand working information on the 


drop forged steel cap that | manufacture of new machine-ground 
| taps. 
actually reduces friction | P 





TEAMWORK at Beck & Gregg Hard- 
ware Co., Atlanta, Ga., makes it easy 
for Dove Langley and Emmett Smith, 
order clerks, to fill industrial supply 
orders. 





| > - Phe 
oy % Ks aed 


Py 


»»eone source for your complete requirements 


Thermoid advertising to your customers 
constantly stresses product quality, and 
features our distributors’ full line of 
industrial rubber products. And as a 
Thermoid distributor you profit in many 
ways. Thermoid engineers are constantly 
improving on Thermoid’s already supe- 
rior products which are known every- 
where that industrial rubber products 


are used. Thermoid engineers also work 
for you on your customers’ tough prob- 
lems. Then, too, Thermoid’s production 
is so well integrated that orders are on 
the way within a minimum of time after 
receipt. Nationally advertised . . . top 
quality ... prompt service and an alert 
sales engineering staff—reasons why you 
should sell the complete Thermoid line. 





The Thermoid line includes: Transmission Belting - F.H.P. and Multiple 
V-Belts » Conveyor Belting « Elevator Belting « Wrapped and Molded Hose 
¢ Custom Molded Products« Industrial Brake Linings and Friction Materials. 


Main Offices and Factory * Trenton, N. J., U. S. A. 


hermol Western Offices and Factory * Nephi, Utah, U.S. A. 


C 3 om pany Automotive and Industrial Rubber Products + Friction Material + Oil Field Products 
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now (1.01213 WELDING FITTINGS 


When you specify and use Globe 
Welding Fittings you will have the 
product of an organization with un- 
usually broad metallurgical experi- 
ence. Globe's precision-process meth- 
od of production reaches back to 
the manufacture of the Globe seam- 
less tubes themselves which are the 
“raw material” of Globe welding 
fitting fabrication. 


Send for the Globe 
Welding Fittings Cata- 
log—and look to Globe 
as a preferred source 
of supply. 


GLOBE STEEL TUBES Co. 
Milwaukee 4, Wisconsin 


Producers of Globe seamless—carbon— 
alloy — stainless steel tubes — Gloweld 
welded stainless steel tubes—Globeiron 
seamless high purity ingot iron tubes. 


K : , 
GLOBE 
nag ti cited r 
ager of 


§ PRECISION PROCESS | 
WELDING FITTINGS 


SESE CAN a eae 9 
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L. C. Strobeck 


Dayton Rubber Co. 
Advances Strobeck 


L. C. Strobeck has been appointed 
vice-president in charge of mechan- 


ical sales of the Dayton Rubber Co., | 
Dayton, Ohio, succeeding T. C. Davis, | 
who resigned. Mr. Strobeck will be in | 
charge of industrial, automotive, rail- | 


way and roller sales. 


For the past 16 years he has been | 
Chicago district and zone manager | 


with headquarters and residence in 


that city. Prior to that he was New | 


York district manager for 3 years. 


Hardware & Supply Co. 
Elects New Directors 


At a special directors’ meeting held 
recently by the Hardware & Supply Co. 
of Akron, Ohio, F. A. Ceckler and P. 
T. Demming were elected directors of 
the firm to succeed C. C. Welker, 
who retired Feb. 15, and the late J. S. 
‘Hunt, who died on April 12. 

Mr. Ceckler joined the company in 
1914; Mr. Demming in 1921. 


Seattle Distributor 
Sells To Africa 


The far-flung nature of the service 
which a United States distributor occa- 
sionally is called upon to render was 
cited recently by A. L. Lanham, man- 
ager of the Seattle branch of the Wash- 
ington Belting & Rubber Co. A cus- 
tomer put in an order for electric 
motors, mechanical power transmis- 
sion equipment, conveyor equipment, 
cross transfer tables, and various other 
supplies—to be shipped to a saw mill 
in Douala, Africa. 

A French company, the Compagnie 
Frangaise du Cameroun, is building 
the mill, which includes saw mill, 








Victor creates 


hrous 7 
demand ! wee dvertising 


‘round 


choose, use and care for 
_ blades for every cutting 


here’s how 
VICTOR 
ups your 
sales 


plus the complete Victor line 
— hand, band and power hack 
saw blades and the specially de- 
signed hand hack saw frame— 
to meet every customer de- 
mand. Stock the complete 
Victor quality line for more 
sales — more repeat sales the 
year-round. 

VICTOR sir2us 1s 


Makers of hand and power hack saw blades, 
frames and band saw blades. 
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MORE 


POWER TO YOU! 


BELMONT 319 
Hollow Center Packing 
For low and intermediate steam; hot 


and cold water rods and plungers; 
steam hammers and elevator plungers. 


Philadelphia, Pa. No matter how small — power 
leaks are costly. That’s why Belmont takes such 
minute care in the construction of all Belmont 
Packings. 


Take Belmont 319, for example. Only the fines! 
quality rubber frictioned duck is used. The 
hollow center provides a point of least resistance 
for contraction and expansion. It serves to keep 


8 friction at a minimum, since the packing tends 
i to “breathe” towards the “hole” 


as varying 
pressures are exerted upon it in the stuffing box. 


The construction of Belmont 9 permits the com- 
bination of two distinctive materials into one 
integral packing. The rubber and duck channel 
acts as a wiper and also a protection tothe flax. 
The linen thread stitching prevents material dis- 
placement and buckling so frequently experi- 
enced in unstitched packings of this type 


BELMONT 


PACKINGS 


Belmont Advertising works for every BELMONT DIS- 
TRIBUTOR. It is designed to create better Buyer- 
Distributor relationship. Each and every sales message 
instructs the reader to consult the local Belmont Dis- 
tributor when Packings are required. 


Belmont Advertising appears in Power, Operating En- 
gineer, Power Generation, Industry & Power, Southern 
Power & Industry, Mill & Factory and leading catalogs. 


Belmont Advertising creates demand for Belmont Pack- 
ings by promoting the extra values in the Belmont line. 


It develops definite sales leads and directs the reader 
to the BELMONT DISTRIBUTOR. 


THERE’S A BELMONT PACKING FOR EVERY 


Steam, Water, Oil, 
Gas, Air, Acids, 


Alkalies, Ammonia 


BELMONT 9 
Special Hydraulic Channel Flax 


For all hydraulic services from low 
pressure to extreme heavy duty, hot 
and cold water. 


SERVICE 


Rings, Spirals, Coils, 
Reels, Spools, Sheets, 
Gaskets. 


THE BELMONT PACKING & RUBBER COMPANY 


BUTLER AND SEPVIVA STREETS ¢ PHILADELPHIA 37, 
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planing mill, plywood plant and small 
pulp mill. What more natural, then, 
than to turn to the Northwest United 
States for advice and supplies. 

An engineer, Lucien F. Hervy, was 
sent over to make a thorough investi- 


| gation of the problems the company 
| might expect to encounter. Working 


in cooperation with M’sieur Hervy, 
Washington Belting & Rubber Co, 
helped to engineer the drives and ad. 


| vised on the type of equipment with a 
| view to standardization. That would 


simplify the stocking of parts for re- 
placement and maintenance. 

The mill, when completed, will 
have a capacity of several million board 
feet a year, working on various kinds of 


_ wood ranging in hardness from ebony 
| down. 


Marshall-Newell Supply 
Holds Sales Meetings 


The Yale & Towne Mfg. Co. of 
Philadelphia, Pa. recently held a meet- 


| ing in conjunction with the sales or- 


ganization of the Marshall-Newell 
Supply Co., San Francisco, at the 
Olympic Club in that city to demon- 
strate and discuss various of the com- 
pany’s products. 

In attendance at the sales meeting 


| were Charles H. Pearson, West Coast 


| 


regional manager; Thomas A. Fletchcr, 
district manager; Roger C. Scott, field 
activities associate director; all of San 
Francisco, and Harry F. Rose, assistant 
sales manager of the Hoisting Depatt- 
ment in Philadelphia. A feature of the 
presentation was a training film, “Lift 
for Sales”, with commentary by Lowel 
| Thomas, and a round-table discussion 


| of sales problems. 


Others who “sat in” at the meeting 


| included Allen Beck, O. L. Vanskike, 


| M. J. Lewis, S. D. Langworthy, R. 


| | Behlow, Geo. Mignoli, Archi Della 


Selva, L. E. Perry, H. L. Hamerslough, 
Geo. Van Meter, Geo. Nelson, Les. 


' Thomson, W. L. Griffin, L. Couture, 


Fred Stand and R. O’Brien. Present 


| also were E. R. Fishbeck, F. Terra 


mores, F. H. Hoffman, L. H. Bishop, 
Fred Stang and C. H. Pearson. 





THE HAPPINESS BOYS, Si, Sol and 
Max Diamond, Mid-City Hardware 
Supply Co., Chicago, celebrated the 


» Opening of ‘their new showroom with 


an open house. 





C4 


x 
Louble Circle Fools, 
FOR MORE HOLES PER GRIND 


Correctsseeee Newest Listings ; fF cones 


' ® REAMERS 


Complete.... Everything Included es 
Compact... Loose Leaf & Tabbed Index | | » countersores 


Convenient. Lies Flat When Open a “eeneniee 
| | © SPECIAL TOOLS 


ASK YOUR CHICAGO-LATROBE DISTRIBUTOR FOR YOUR CATALOG 


CHICAGO-LATROBE 


TWIST DRILL WORKS 


411 WEST ONTARIO ST., CHICAGO 10, ILLINOIS 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 





Georgia Supply Booklet 
Wins Wide Favor 


The illustrated booklet which 
Georgia Supply Co., Savannah, pub- 
lished and sent to customers and man- 
ufacturers, has created so much inter- 
est that several industrial supply firms 
have requested permission to publish 
a like book. President W. S. Blun says 
he is gratified with the favorable re- 

sponse from all. 
| Sales of the company are about 10 
| percent over 1947 in both Savannah 
and Jacksonville. Inventories are being 


ARC WELDING ELECTRODES | | maintained on a 90-day basis, although 


. the shortage of steel products causes 

Steel, cast iron, bronze. some fluctuation. 

In sturdy 18" tubes. Mr. Blun reports that the company 
B has eliminated the former. quarterly 


L 
GAS WELDING RODS ¢ D | bonus and has increased salaries and 




















Steel, bronze. wages proportionately. Everyone seems 
In sturdy 36” tubes. to be well pleased with the new 
| arrangement. All but three salesmen 


’ are now on a salary basis. 
HERE'S HOW YOU MAKE MORE Collections have dropped back a bit 


MONEY ON “THRIFTIPAKS” . but provisions have been made for a 


© INCREASE YOUR MARGIN OF PROFIT © GET LARGER UNIT SALES reserve for bad debts, which are con- 


© ELIMINATE LOSS, DAMAGE, ERRORS —@ REDUCE HANDLING COSTS oe to come with rising oper- 
1 . 


Just think of all the ways Thriftipaks help you make more money on welding W. W. Crocker has retired after 15 
rods and electrodes. There’s no counting ... no weighing... no wrapping. years of service in the Valdosta area, 
There’s no loss from broken or bent rods...there’s no going back and forth : : 

to rod stocks. Thriftipaks only need to be picked up to be sold...it’s quick, eS ee 
efficient, profitable! You make a larger unit of sale and your customers pre- C oC D ° , : 
fer to have these nationally advertised welding rods in handy, labeled, easily + SEES. 
stored packages. Write for literature and prices today! Burdox welding rods 
ané@ electrodes are also available in 50 and 100 Ib. bundles for large users. Vilsack Joins 


Taylor Forge 


Robert M. (“Bob”) Vilsack has 
THE BURDETT OXYGEN CO. joined the sales department of Taylor 
3328 Lakeside Avenue, Cleveland 14, Ohio Forge & Pipe Works, reporting to the 
Please send full details on Burdox Thriftipaks: main plant at Chicago, Til. 

Nome Mr. Vilsack recently was associated 
with the M. W. Kellogg Co. of New 
York in engineering and sales work. 





Firm 
Address 
City & State 














WELDING SALES AND PROFITS 
: TE BURDOX LINE 


MAKE MOR 
WITH THE COMPLE 





Safety Equipment 


Extra-Flex 
Welding Cable 


Through this one source of supply you meet 


i i t, cut- 
It requirements for welding equipmen', 
ion cemneeten and protective equipment 
_.. making three sales at the same ere 
National advertising plus highest quality - 
the right price make it easy to sell BURDO " auninds 
Are you cashing in on this opportunity? Cylinder Trucks 











Robert M. Vilsack 
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DISTRIBUTORS! 


BUILD PROFITS ON QUALITY 
controlled Abrasives 


Top sales are the result of product 
performance and this in turn depends 
largely on top raw material quality. 
Simonds Abrasive Company maintains 
its own source of raw materials, 
Simonds Canada Abrasive Co., Ltd. Here, 
crude abrasive is specially produced .. . 
scientifically manufactured in modern 
electric furnaces ... then shipped to our 
Philadelphia plant for testing, processing 
and sizing prior to being used in the 
manufacture of Simonds Abrasive 
grinding wheels. This is complete quality 
control assuring top performance to your 
customers . . . fast sales, good profits 
for you with Simonds Abrasive Company 
grinding wheels and abrasive grains. 
Let us tell you about our complete line 
and show you samples of selling aids 
supplied to our distributors. Write. 


» GRINDING WHEELS 

eABRASIVE GRAINS 

eMOUNTED WHEELS and POINTS 
eSURFACING SEGMENTS 

eBRICKS and STICKS 


SIMONDS 
ABRASIVE CO 
- Philedelphio, Pe. 

Grinding Wheels and Abrasive Products 


Arvido, Quebec 
Electric Furnace Abrasives 
SIMONDS ABRASIVE COMPANY 


is a division of 


Fitchburg, Mass. 
Saws, Machine Knives, Files 


ey ge 
Lockport, N. ¥. Montreal, Con 
Specio! Steels 


Simonds Products for Coneda 


sgonep nagar omens tS He se 
. 


IMONDSL 


ya a) ¢ 
ARVIDA, QUEBE 


ol 9 


‘er > 


, vd ae Ee a e : oo 
- — o eee ee 


SIMONDS 


ABRASIVE CO. 


SIMONDS ABRASIVE COMPANY TACONY & FRALEY STS. PHILADELPHIA 37, PA. 
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Bolts, nuts, screws, cotters and allied fasteners are 
powerful profit builders for the Industrial Distrib- 
utor. However, as is the case with all other 
products, you've got to know how’ to scll fastencrs 
to realize maximum results. 


Lamson & Sessions have always made it a point to pass 
helpful selling tips on to the Industrial Distributor 
and his salesmen through national advertising. Many 
salesmen have clipped these ads and built up their 
own “‘idea files.” Now, for your convenience, Lamson 
has assembled all of this material in a handsome, 
spiral-bound brochure. It is full of good ideas on 
how to merchandise and sell fasteners to your 
customers . . . and it’s yours for the asking. 


Make your job easier and more profitable. Send 
for the new Lamson brochure entitled: ‘Teamwork 
That Pays Off.” 


THE LAMSON & SESSIONS COMPANY 
General Offices: 1977 West 85th St., Cleveland 2, Ohio 


Plants at Cleveland and Kent, Ohio ¢ Chicago © Birmingham 


LAMSON & SESSIONS ,/ 


7 Pos 3 


= 2 
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THE FINE POINTS of a motorized 
saw are demonstrated by C. C. Suth- 
erland to D. O. Richey, left, and F. R. 
Haliday, right, at the sales room of 
Cameron & Barkley Co., Jacksonville, 
Fla. 





FTC Spotlights 
Industries’ Profits 


The Federal Trade Commission has 
been firing at Congress and the public 
a great variety of economic reports on 
U. S. Industry. The latest is an analy- 
sis of the profits made by 25 indus- 
tries in two years, 1940 and 1947. 

The companies covered include 
iron and steel, non-ferrous metals, floor 
coverings, automobiles and accessories, 
chemicals, paper, office and electrical 
machinery, tobacco, glass, soap, bak- 
ing, engines and turbines, tin contain- 
ers, abrasives and dairy products. 

In the 25 industries examined, the 
FTC found that in only three indus- 
tries—(1) engines and turbines, (2) 
cigarets and (3) plug tobacco and 
smoking snuff, were rates of return 


| after taxes lower in 1947 and 1940. 


Two other industries were making just 
about the same percentage of profits. 
The other 20 industries were making 
“moderately” increased profits or 
“substantially larger” profits in the 
postwar year. 

The special study included infor- 
mation from 508 companies. Actu- 
ally, the FTC stated, in all but eight 
of the industries the companies in- 
cluded in the survey owned 75 per- 
cent or more of the total assets in the 
industry. 


Jeffrey Co. 
Purchases Case Crane 


The Jeffrey Co., Columbus, Ohio, 
has purchased the controlling interest 
in The Case Crane & Kilbourne 
Jacobs Co. of the same city. The latter 
company will operate as a subsidiary of 
Jeffrey Co. with no changes in man- 
agement or policies. 

Kenneth B. Norton is president of 
Case Crane, which is engaged in the 
manufacture of materials handling 
equipment. 














Pe Aa 
¢ COMPOUND LEVERAGE 


RY [Lea TA 


FOR EASIEST CUTTING OF ANY SHEET METAL IN 
THE MOST INTRICATE PATTERN OR STRAIGHT 


TESTED ON 18 GAUGE 


Packaged to Display...and SELL! 


World-famous compound leverage snips 
indispensable for the easiest cutting of sheet metal 


Attractive eye-catching counter display in brilliant colors. Compact, requires 
little space. Contains set of three Metal Master Snips, preferred by mechanics. 
Snips easily removed for examination and testing. Let your customer test them 
on sheet metal against the largest regular snips. Metal Master Snips sell them- 
selves when displayed. Spot several displays around your store and in your 
window. 


CUSTOMERS BUY ALL THREE! - 


Set of three snips covers every cutting requirement. M1 cuts to left, M2 cuts to right, 
J. WISS & SONS COMPANY M3 cuts straight and irregular patterns. Packed in individual boxes. Rubber grips 
NEWARK 7, N. J. recommended. Order by No. MM9. 


1848—Quality for a Century—1948 
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INCH 
ELECTRIC 


DRILL 


j 


J 


INDEPENDENT PNEUMATIC TOOL COMPANY 


Avrora, Illinois 
Export Division: 330 West 42nd Street, New York 18, N.Y. 


Birmingham Boston Buffalo Chicago Cincinnati Cleveland Denver Detroit Houston 
Los Angeles Milwaukee New York Philadelphia Pittsburgh St. Louis St. Paul 
Salt Lake City Seattle San Francisco Toronto, Canada Sao Paulo, Brazil London, England 
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Anewsymbol of distinction 
in high quality, high lustre 
portable elecric tools—by Thor. ° 


PACKAGE OF STALL-PROOF POWER! 


..+ the smallest, lightest, most 
POWERFUL %-inch portable 
electric drill in the world — a 


statement no other manufacturer 
can make! 


PORTABLE POWER 





PNEUMATIC TOOLS © UNIVERSAL AND HIGH FREQUENCY ELECTRIC TOOLS * MINING AND CONTRACTORS TOOLS 
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America Asks 
lor 


Hen ‘sae, 


More than Any 


Other Hack 
Naw Blade 


When a leading popular maga- 
zine* recently polled hardware 
dealers from coast-to-coast to 
find out what maker-branded 
hack saw blades are most fre- 
quently asked for by brand 
name at sales counters, the re- 
sponse was overwhelmingly 
“STAR”. 

Of all dealers replying, 50% 
named Star. 

Reflected in this outstanding 
leadership are; Star’s 69-year-old 
reputation for consistent high 
quality workmanship—Star’s 
merchandising policy designed 
to help you... year-round ad- 
vertising to your customers, sales 
aids such as the Star Wall Chart 
and the Star Metal Cutting 
Booklet, ready references on se- 
lection, use and care of hack saw 
blades for workshop and pocket 
or tool kit respectively. 

Be sure of your share of Star 
profits—stock the complete Star 
line. 

*Name upon request. 


@ 4497 


CLEMSON 


BROS., INC. 
MIDDLETOWN, N. Y. 


Makers of hand and power hack saw 
blades, frames, metal cutting band saw 
blades and the Clemson Lawn Machine. 








LATHE OPER a 
model on the sales floor, broadens the 
tool experience of Norman Swigart 
and Larry Durrance, of Harry P. Leu, 
Inc., Orlando, Fila. 





Low-Grade Ore Areas 
Mean Distributor Sales 


Large mines in the Spokane, Wash. 


area are going in for what is known as | 


“block caving,” according to Irving At- 


water of the Nott-Atwater Co. in that | 
city, and as a result, distributors have | 


found a new market for industrial 
equipment, tools and supplies. 
Block caving, Mr. Atwater explains, 


| is a method of working low-grade ore 


areas, Every stage of the handling re- 
quires mechanized equipment, and 
that means sales of conveyor belt and 
other types of materials handling sup- 
plies. 


In the case of Mr. Atwater’s com- | 
| pany, the firm has just sold a 30-in. 
| tubber covered conveyor belt 800 ft. 
| long (400 ft. centers). It was five ply, 


with a quarter inch top cover of rubber 


| and a 1/16-in. bottom cover. It will 


handle 470 tons per hour at a speed of 
275 fpm. The belt was sold at over 
$6,000, and the idlers, pulleys and 
other necessary equipment at as much 
more. 

How to handle the belt proved a 
problem for a while. It had to be cut 
in two at the factory and rolled from 
each end to the center to make two 
flat rectangular packages to conform to 
the dimensions of the hoist which was 
to take it underground. The belt was 
then joined and vulcanized under- 
ground by the rubber workers of the 
mine that purchased it. 


W. C. White 
Joins Munnell & Sherrill 


W. C. White, recently out of the 
Army after 21 years of service, has 
been employed by Munnell & Sherrill 
of Portland, Ore., to be assistant to 
Carroll Tarpening, manager of the 
firm’s branch store at Eugene, Ore. 

The company’s new Eugene build- 
ing is well situated and located on 
Highway 99E, at the edge of the city. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 








ALBANY 
LUBRICATING 


PRODUCTS : 
‘4 
YOUR STEADY 
PROFIT BUILDERS! 


Continuous customer prefer- 
ence for over 79 years of the 
high quality line of Albany 
Lubricants, today adds up to 
quicker turnover and steady 
PROFITS. — Display the full 
line! Promote the full line! 
Watch your sales—and profits 


—go UP. 








@ ALBANY GREASE 


A cooling lubricant for operating tem- 
perature from 110° F to 200° F. 





® ALBANY PRESSUREGREASE 
A superior waterproof mineral oil 
grease of high viscosity. Comes in 
Liquid, Soft, Medium, Hard. Graphite 
Pressuregrease comes in Soft and 
Medium. 





@ ALBANY BEARING LUBRICANT 


(Ball or Roller Bearing) 

—will not separate or oxidize assur- 
ing long life to bearings. May be 
used in hand grease guns. 





® ALBANY GEAR LUBRICANTS 
Retards wear, quiets gears. Water- 
proof. Will not drip when gears are 
idle or in motion. 





@ ALBANY ROPE DRESSING 
Penetrates the strands thoroughly. 
Lubricates and preserves the core. 
Waterproof. 





® ALBANY PENETRATING OILS 
(Clear and Graphite) 
Quick-acting. Cuts rust as well as 
lubricates. Loosens sticky valves, 
eliminates squeaks. 





FREE: 
Send For Your Copy Of The 
Albany Recommendation Wall 
Chart. It’s Helpful And Informa- 
tive. 








ADAM COOI’S SONS,>* 


Urns 7) Vora ny Lubrrcaite ng Pio hacia 
LINDEN, NEW JERSEY 





Kennedy advertising helps you 


sell Kennedy Valves. This full- 


page advertisement is appearing 
in industrial publications with a 
total circulation of 350,000. 
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LINCOLN ENGINEERING COMPANY 








Lvvemecns ano lawuracrumens 
MAIN OFFICE eee ae ~y os iadieeiineiaiee Factory 
ses marumat omoee av 
Tuma, emoot ave (20) AUTOMATIC LUBRICATING EQUIPMENT Seuaae 






ST. LOUIS 
AOOMESS MERLY TO. THe COMPANY seen ret Pan : 
Tektat Se Woon em Sais tee Dare Se Tint Cerrone creepers 






May 5, 1948 





Mr. A. M. Staehle, Publisher 
Factory Management and Maintenance 
330 West 42nd Street 

New York City, N. Y. 







Dear Mr. Staehle: 






Today, industry is confronted with a two-fold 
problem. In order to hold a ‘break-even point in face of contin- 
ually increasing costs of labor and raw materials, sales-volume 
must be increased and maintenence costs reduced. Efficient lu- 
brication can help industry hold the line. 








In order to get Lincoln sales messages to those 
men responsible for plant management and maintenance, Factory 
Magazine is our first choice. We feel that the inclusion of Fac- 
tory in our advertising schedule has had much to do with the 
favorable acceptance of Lincoln Lubricating Equipment by indus- 
triel users. 











Because of its broad coverage of all industries, 
we consider Factory Management and Maintenance a key publication 
in our industrial advertising campaigns and it has been used con- 
sistently by us for years. 










Very truly yours, 


LINCO. GJNEERING COMPANY 
4 
- V. Picraux 


Sales Manager, Industriel Division 









QUOTATIONS SUBJECT TO CHANGE WITHOUT NOTICE 
ALL CONTRACTS AMD AGREEMENTS ARE CONTINGENT UPON STRIKES ACCIOENTS AND OTHER OCCURRENCES BEYOND OUR CONTROL 
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Lincoln Engineering Company selects FACTORY ~ 
for industrial lubrication advertising 
“,,. because of its broad coverage of all industries...” 





This broad advertising coverage of the manufacturing industries helps 
make Lincoln Engineered Lubricating Equipment a popular line with 
distributors. Distributors need this selling help to make any line worth 
carrying. Salesmen alone can’t do the whole job. They need the contacts 
among important buying influences that advertising in Factory can give 
them. These contacts make personal selling efforts more effective because 
they pre-condition the customer to accept the salesman’s story. Thus the 
salesman is able to devote his full time to those jobs which only personal 
contact can accomplish. This means more effective sales contacts and 
more orders. 


The use of Factory for Lincoln Engineering Company advertising is 
strong evidence of the recognition of the importance of the Plant Operating 
Group in the manufacturing industries. It is the group responsible for: — 
providing and maintaining plant buildings, equipment and services; devel- 
oping methods of production; selecting and directing workers. In this group 
are the men behind the orders, the men distributors’ salesmen can't always 
see but who are important in the purchase of materials, equipment and 
supplies. 


Factory has more paid subscribers in the Plant Operating Group than 
any other monthly business magazine serving the manufacturing indus- 
tries. Outstanding readership is proved in survey after survey and this is 
why alert distributors welcome advertising in Factory by the manufac- 
turers whose lines they carry. 





If you'd like an opportunity to ex- 
amine FACTORY more closely — to 
see for yourself why so many of 
your customers look to it for help 
on their daily jobs — we'll be glad 
fo send you a complimentary copy. 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 












a\en holed 


MANAGEMENT AND MAINTENANCE 


A McGraw-Hill Publication, 330 West 42nd Street, New York 18,N.Y. 
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GP SALESMEN EMPLOYED BY DISTRIBUTORS 0 


UIT 


Xu 


e This is not just another contest 

e It will encourage your salesmen to sell mor 

Now ... but more important .. 

e It will gather facts and figures on unusual application 
... evidence of long-lasting quality 

... to use in developing potent sales ammunitio! 

to increase your volume in months to come 

e There also will be an exchange of selling ideas to hel} 
you gain ever-increasing sales on SKIL Tools 

e This is the SKILSAW Promotiona 


Program in action 


SKILSAW, IN 
5033 Elston Ave., Chicago 30, | 
Factory Branches in Principal Cit 











[Contest 


+ othe 
ee 





@ It’s Easy .. . Your salesmen’s every-day experiences will give them the 


material to WIN. We will supply all SKIL Tool Distributors with 


complete information and copies of rules and entry blanks for every 
SKIL Tool Salesman. 
@ This is SKILSAW’S Merchandising Program on the march... it 


will stimulate interest in SKIL Tools... gather information on 
new applications, firing-line data... potent information 

for increased sales. 

@ Every authorized SKIL Tool Distributor will want to 

tie in with this merchandising program . . . and 

encourage all his salesmen to participate... 

because it will BUILD VOLUME 

ON SKIL TOOLS! 
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‘‘Too bad," muses our disconsolate friend, ‘that WITT CAN would 
certainly make a trim fit . . . all the boys would turn green with 
envy.” 

Right! It's got everything . . . attractive . . . weatherproof... . 
almost indestructible! And that ‘‘in-to-stay’’ bottom is just one 
quality detail of WITT CANS. Designed to give maximum strength, 
the heavy bottom is raised off ground or floor by the steel shock- 
absorbing band which protects bottom edges of the WITT CAN. 
Wear-resistant and dent-resistant, WITT CANS are made of tough, 
heavy gauge steel, hot-dipped galvanized after fabrication. 


No wonder they're confidently guaranteed to outlast the ordinary 
CAN three to five times. There's a good source of profit in the 
fact buyers want value today. Because WITT CANS are best for 
your customers to buy . . . you'll find they're best for you to sell! 


THE WITT CORNICE COMPANY 


Cincinnati 14, Ohio 
“Originators of the Corrugated Cap” 


Wir Cam 
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THE ONCE-OVER, but not lightly, 
is given a new speed reducer before 
it is shipped out to a customer of Pye- 
Barker Supply Co., Atlanta, Ga. Rob- 
ert M. Jones and Roy W. Moore do 
the checking. 








Moore-Handley Hardware 
Plans Nashville Warehouse 


The Moore-Handley Hardware Co. 
plans the erection of a warehouse in 
Nashville, Tenn., of suitable size to 
handle the business of this branch. 

The building will contain 104,000 
sq. ft. of space on the main floor, with 
a basement of about 15,000 sq. ft. and 
the office will be 15,000 sq. ft. The 
building will be 458 ft. long and 241 
ft. wide. Cars will unload on one side 
of the building and trucks will load 
and unload on the other side. 

Manager is Neal O. Jones, with the 
firm for 23 years. 


Frank C. Pidgeon 
Named Chest Leader 


Frank C. Pidgeon, president of the 
Pidgeon-Thomas Iron Co., Memphis, 
Tenn. has been appointed chairman 
of the Memphis and Shelby County 
Community Chest Advance Gifts Di- 
vision, District. Mr. Pidgeon and five 
assistants will solicit 25 large concerns 
for the drive which opens October 7. 





SHIPMENTS to customers are pre- 
pared by Fred Hamilton, John Wagner 
and Richard C. Moody of Dillon Sup- 
ply Co., Raleigh, N. C. 








formula for a winning 


PLANT. take a modern, highly produc- 
tive plant, operated by experienced, 
forward-looking specialists... 


\ PRODUCT. add steady 
a i) 


¥ 


production of high quality 
products and 
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When advertising makes the con 
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Zou can concentrate on 
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It’s just as simple as this: when advertising is working 
for you, it takes the first three of the five sales steps 
for you: 


- AROUSE 
INTEREST 


. . « lets you concentrate on pay-off steps four and five: 


d 


hall 


Stop and think for a moment what would happen if 
your suppliers’ advertising weren’t working for you 
in magazines like American Machinist. Here are some 
of the things that would certainly happen: 


1, You’d have to make a lot more calls, just to keep 
contacts alive, and let people know what’s new 
about your products. 


2. You’d never, or very seldom, have new customers 
seeking you. Without advertising, they'd know 
nothing about your products, have no reason to 
contact you on their own initiative. 


Every competitor whose suppliers did. advertise 
would be taking business away from you. With 
advertising making the contacts for them, they’d 
be concentrating on closing orders while you were 
racing to make contacts. 


. With many more calls to make, and stiffer sales 
resistance to combat, you’d make fewer sales and 
less money. 


Important to you? Your suppliers’ advertising to your 
‘customers is the most useful and hard-working sales 
partner you could possibly have. And this advertising 
in American Machinist is reaching more of your 
customers in the Metalworking Industry than can be 
reached through any other metalworking magazine. 


Over 28,000 production executives in your biggest 
market subscribe to American Machinist, and thou- 
sands of their associates read subscribers’ copies on 
a pass-along basis. Your suppliers’ advertising in 
American Machinist is being read right now in every 
important metalworking plant in your territory. The 
result? You’ll be making more sales and more money 
every month this year . . . and next. 





THIS IS YOUR T0P SALES PARTNER IN YOUR BIGGEST MARKET 





| chia 
Would you like to see some examples of the advertising your suppliers are A LINE OF cTaCnOninG Prenserieg 


running in American Machinist? Just write to Reader Service Dept., American 
Machinist, giving us names of the manufacturers who make the products 
you sell, and we will send you copies of their recent advertisements. 





The McGraw-Hill Magazine of Metalworking Production 
McGraw-Hill Building, New York 18 
ABC * ABP 





Closing orders 


INDUSTRIAL DISTRIBUTION © OCTOBER, 1948 








SPEED._M\ TORQUE 


A's SCREW DRIVERS and NUT SETTERS 





450-750-1100 RPM 


- Industrial Publica’ Driving torque is higher—larger size screws and 
tions. Write for at- nuts can be driven... especially good for driving 
tractive proposition. wood screws. Slow speed prevents bit breakage 

.. does not “chew” head of screw. Clutch jaws last 
longer due to slower ratcheting. Ideal for self- 
tapping and cross recessed head screws. Available 
in 12 models—friction or positive clutches... 
pistol or lever type. See your Aro Jobber or send 
in coupon below. 


The Aro Equipment Corporation, 102 Trevitt St., Bryan, Ohio. 


Without obligation, send us your illustrated bulletin on 
the new Aro LO-SPEED HI-TORQUE Screw Drivers and 
Nut Setters. 


AIR TOOLS 


ALSO... .LUBRICATING EQUIPMENT... 
HYDRAULIC EQUIPMENT . . . AIRCRAFT PRODUCTS 


eoeeeeere Ce eee eee reeereseeeseseesessee ees eeseseren® 
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TOOL HOLDERS 


For Every Operation 


CUTTERS 
All Types for Tool Holders 


WRENCHES 
A Complete Servic 


MACHINE SHOP 
SPECIALTIES 


Exclusive Features 


ety 4&P 


LATHE DOGS 


Squore Head or Safety Type 


“C'' CLAMPS 


very Requirement 


HOLD-DOWN and 
SET-UP TOOLS 
All Types ond Sizes 


plot Bolts, Nuts & Woshers 


KNURLS 
Pp. 


EYE BOLTS 
Proof Tested- Dependable 
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ARMSTRONG BROS 


PIPE TOOLS 


Pipe Thread 
Bolt Th 


Ratchet Pipe Reamers 
Pipe Cutt 


ARMSTRONG BROS. 


CHAIN TONGS 


For Pipe and Fittings 


5205 W. Armstrong Avenue 


ARMSTRONG 


TOOL HOLDERS 


are an Industrial Distributor’ s 


Success Story 


Few, if any, industrial products have ever attained the wide dis- 
tribution of ARMSTRONG TOOL HOLDERS—are used by over 
96% of the Machine Shops and Tool Rooms; are the standard 
tools the world over, wherever metal is machined. This tremen- 
dous selling accomplishment is a tribute to the capabilities of the 
nation’s Mill Supply Houses and Mill Supply Salesmen, for ARM- 
STRONG TOOL HOLDERS have always been sold thru Industrial 
Distributors, so it is thru Industrial Distributors that over 96% of 
the Machine Shops and Tool Rooms have been sold—a tremendous 
selling job in anyone’s book. 


Coming in sizes and types for every operation on lathes, planers, 
slotters and shapers, and for standard operations on turret lathes 
and screw machines ARMSTRONG TOOL HOLDERS and ARM- 
STRONG Bits, Blades and Cutters provide a continuous source of 
sales and profits to those distributors who go after this ever- 
present business. Universally preferred, business goes to the 
distributors who feature ARMSTRONG TOOL HOLDERS for it is 
axiomatic in the trade that tool holders “Must be ARMSTRONG 
to sell!” 


ARMSTRONG BROS. TOOL CO. 


“The Tool Holder People”’ 
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SALES BUILDER 


Certified case studies 
publications reaching 1,000,000 k Pn evel 
widen your markets by sha ng 
production problems . . . with Pin Toth Machine. 


Model 9-D-13X. Price: fess 
motor and column $48.75* 


GLOBE MILKER COMPANY, INC. 
( GAINS 4OO% INCREASE | IN PARTS OUTPUT 
WITH WALKER-TURNER 15” DRILL HEADS 


Individual machining and drilling of four compound- 
angle legs on cup claws retarded production of milking 
machines at Globe Milker Co., Inc., Des Moines, Iowa. ; » 
Frequent rejects for inaccuracy occurred, also. i I a 
Four Walker-Turner 15” Drill Heads, set-up as a oak i MACHINE 
special milling-drilling machine, cut Globe’s original 
eight-step procedure to two operations, increased parts 


output 400%. Sue 
Now claw legs are simultaneously hollow-milled to TEN 
DRILL PRESSES—HAND AND POWER FEED * RADIAL DRILLS- 


.375”; drills then replace cutters, drill four holes to a RADIAL SAWS * BAND SAWS—FOR WOOD OR METAL 
tolerance of .002”. Drill heads are pneumatically con- RADIAL METAL CUT-OFF MACHINES » MOTORS 
trolled and locked together for indexed gang operation. 
Better standardization and uniformity cut rejects to a 
minimum. 
In another drilling operation—on the motor base—Mr. 
George Estel, Works Manager, says, “A special jig rotates 
the part, drills 64 holes in a minute and a half. This new 
set-up increases output from 30 to 140 bases per day.” 
Globe Milker uses Walker-Turner Machine Tools in 
19 other cost-saving set-ups. For similar production 
speed and economy in your plant, investigate the 
Walker-Turner line. For complete catalog, write to 
Walker-Turner Division, Kearney & 
Trecker Corporation, Plaintield, New 
Jersey. 


Photo, far right: Four standard 15” Drill Heads 
in pneumatic feed special set-up, drilling and 
milling at compound angles. 

Photo, right: Drilling 64 uniformly spaced ven- 
tilating holes about base of aluminum motor 
frame. 

*Photo, above: 15” Drill Head, Model 9-D-13X. 
4 ball bearings, 4%” spindle travel, speeds 
with 1740 r.p.m. motor range from 600 to 5000 
r.p.m. Capacity 4%”. Slo-speed motor optional. 

















SOLD ONLY BY AUTHORIZED 


INDUSTRIAL MACHINERY DISTRIBUTORS 
@ 3464 
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STEP UP YOUR pinp saw SALES 


yract ma 
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PUT THIS BIG, NEW 
STARRETT HACKSAW and 
BAND SAW BOOK TO WORK 


Be sure your customers get this big, mew, data-packed book. It’s a 
practical up-to-the-minute guide to better, faster cutting at lower cost 
and a potent stimulant for sales of Starrett Hacksaws and Band Saws. 


How many copies can you use? 


MECHANICS’ HAND MEASURING TOOLS AND PRECISION 
INSTRUMENTS - DIAL INDICATORS - STEEL TAPES - HACKSAWS 
AND BAND SAWS «~ PRECISION GROUND FLAT STOCK 


Buy Through Your Distributor 





THE L. S. STARRETT CO. + World's Greatest Toolmakers * ATHOL, MASSACHUSETTS, U.S.A. 
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SPEEDWAY 


ELECTRIC HOIST 


Labor and raw material costs are soaring. 
Your customers want to cut overhead. 
How? One right way is the WRIGHT 
SPEEDWAY for materials handling. 


Outstanding in the light hoist field, the 
SPEEDWAY features many selling points: 
grooved drum; preformed wire rope with 
swaged fittings for anchoring; standard 
NEMA motors and ratings; Timken 
tapered roller-bearing trolleys; and many 
others. From 14 to 1 ton capacities. 


Send today for descriptive folder 
DH-1250. 


In Business for Your Safety 











Ad: WRIGHT HOIST DIVISION 
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